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Your Own Best Advertisement 


It is not the one we write, or the one you 
write, but the one “‘written’’ by your cus- 
tomers, who ‘Speak what they think.” 


How speech travels. Let some good 
“Brother” fall from “‘Grace’’ and almost 
overnight the whole town knows the 
whole story. Isn't it true? 

How important then that the GARAGE 
DOOR SETS you sell give a good ac- 
count of themselves. For many years 
NATIONAL GARAGE DOOR SETS 
have lived up to their long established 
reputation. They do the right thing at 
the right time, in the right way. 

And just because NATIONALS “make 


good” people are glad to recommend 


them. One tells another. One set sells 
another. The Dealer’s trade expands 
rapidly. 

Because we do not use a “regular” Barn 
Door Hanger with this Set. Ordinary 
equipment will not close Garage Doors 
absolutely weather-tight. The National 
No. 806, the Set shown will. Wherever 
tried they are spoken of as the best 
Garage Set ever gotten out. 

And the best way to sell them is to use 
them on your own Garage. They'll work 
for you. The way they “swing doors” 
will be your own best advertisement. 


We'll supply you direct. That means a 
low price—we eliminate the Middleman’s 
profit. 


WRITE US 


National Manufacturing Company 





Showing 








How 
Hanger 
Operates 
ona 
Swivel 


Sterling, Illinois 





The No. 27 Latch has no 
complicated parts to 
get out of order 
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Mr. Knox Tells You 


What to Buy and How Much to Buy— 
What to Pay and What to Sell For 


Here Are Four Stock Assortments of Automobile Accessories Selected by 
an Expert, with Corresponding Tire Assortments, for the Hardware 
Dealer’s Motor Accessory Department—The Approximate 
Cost Ranges from $150 to $1200 





By JOHN KNOX 
Salesman W. E. Pruden Hardware Company, New York City 


Suggested Accessory. Assortment No. 1, Net Cost Approximately $150 


Cost Retail Cost Retail 
51 ) Reg. Spe urk Plugs ne (@$0.65 ea. $1.00 ea. 12 16 C lip Termin: ils @$0 .02 e: na $0.04 ex. 
5 ie .@ .54 90 “ 12 + @ .02 04 « 
5%” * . Ssh .@ 65 “ 1.00 “ 1 Hand Horn @ 3.38 “ 4.50 “ 
1 Cyl. Tire Pump, Single bb! .@ 1.00 * 1.50 “ 1 Cowl Dash 8-Day Clock (Key) @ 5.15 “ 6.50 “ 
i= 4 ” . . .@ 2.65 “ 3.50 * 1 4” Round Dim. Mirror @ 50 “ 1.00 “ 
a.) = “ ~ Double “ -@ 1.50 “ 2.0 “ 10’ Duplex Cotton Lamp Cord @ .03 ft. 05 ft 
i 4 Ton Jack... ..-+ @ 1.25 “ 1.75 “ 10’ Primary Ignition C able a 06 “ Os “ 
11 “ * ° with Aux. stephd...@ 2.65 ‘ 3.75 “ 10’M: agneto . @ .05 “ 10 “ 
2 Comb. Oil & Grease Guns ..@ 1.25 7° 1 pr. 30x34 Anti-Skid Chains @, 4.75 pr. 6.20 pr. 
2 Tire Pressure aa. ; ..@ 1.05 1.50 “ 1“ 34x4 ” . @ 6.49 “ 8.65 “ 
25 Valve Plungers... . <a 06°" 06 “ 12 3%” C ross C hains ' @ .O7}ea.. 10 ea. 
12 Valve Caps. . ..@_ .03}* A ih 12 4” @ .08}“ 5 
6 Valve Repair Tools. . ..@ 5 4 .25 “ 124% . is @ .09 “ aa 
6 Tire Pump Connections ..@ 15 “ 25. * 2p r. Chain Repair Pliers @ .40Opr. 60 pr 
4 31%” Dbl. Wing B. O. Patches....@ = .25 “ 40 * 1 set (3) Carbon Scrapers @ 1.13 set 1.50 set, 
4 4” . . * . eae 30 “ 50 “ 1 “ (3) Bearing . .@ 1.60 “ 2.00 “ 
24%" * “ “ “ oe 36 “ sto * 6 Boxes Assorted Cotter Pins ‘a, .08 box .15 box 
6 1 Ib. Cans Tire Tale........ _ 10 “ 2H “ es . Lock Washers @ .08 “ 15 “ 
6 “ — Cementless Patches. . .@ 35 * 50 * 6 3/0-14 Plain Grease Cups .@ 15 ea. 25 ea. 
61 ow Patching Cement, 1”x4”...@_.06 “ a 6 2/0-44 “ . a @ .10 “ iS.4 
1 lb. oz. rolls Tire Tape, 16tolb..@  .50 Ib .06 “ 3 Battery oe Ty @ .65 “ 1.00 “ 
he 14 a. -: ee 20 « 103-4V., 2C P.,8.C, Bulbs @ 19 “ 25 « 
\% “ “ “ 2 “ a @ 50 “ 30 “ 10 3-4“ 2 . [. “ @ : 19 “ 25 

’ fox} Red Rubber Tubing......@___.08 ft. 15 ft 106-88 2 “ S.C : @ .20 “ ae 

144" C. 1. Pump Tubing. . @ .06 “ 1° 068° 2* DEC * @_ .20 “ 27 
3 Heat Unit Vulcanizer..... .@ 1.12ea. 1.50 ea 56-8“ 21 * S.C. * @~ .35 “ ‘7 “ 
6 1-lb. Bags Cotton W aste .@ .22% 80“ 5 6-8“ 21 De. @ .35 “ 7“ 
4. * -@ 1.05“ 1.40 « 10 9* 18 _ 4 @ .30 “ 40 “ 
6 Magneto Files. . @ .12 * <a * 5 12-16% 2 S.C. . .@ vt ioe 3h-* 
12 Dry Cells. . .@ .35 *‘ .45 “ 5 12-16% 15 “ “ @ 29 « 13 
30 Battery Connections .@ .04° 06 
1 Dry Cell Ammeter @ (i i 1.00 “ (CONTINUED ON NEXT PAGE) 





Jobbers’ salesmen use these lists, specially prepared for HARDWARE AGE, in 
selling accessories to retailers. Retailers who build their accessory stocks around 
the list that fits their purse and their community cannot go far wrong. 
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(CONTINUED FROM PRECEDING PAGE) 


Cost Retail Cost Retail 
14 pt. Cans Carbon Remover. ....@$0.49 ea. $0.65 ea. Price List Price 
6 3 0z. Swab btls. Orange Shellac...@  .15 “ .20 * 1 31x4 Clincher Plain Casing ..@26.40 31.70 
63° btis.34n-10U............: @ .18 “ .oo “ 134x4_ S.S. “ “ .. @28.85 34.65 
3 Cans Radiator Cement essa ee > ao * 1 Stes Geae Tube... ...<. <n. @ 2.25 3.30 
6 4 oz. Cans Grinding Compd a 34 <6 ° ee a a ae @ 2.80 ea. 4.15 ea 
> 1 pt. Cans Body Polish ena = 60 “ 234x4—is« BC ee eS Le @ 4.00 * et ag 
Tire Assortment No. 1. Approximate Cost $150.00 [35Xf gw UG en . i 
Cost Retail ae piper 
Price lint Price Terms 5% 10th Prox. 
1 30x8 Clincher Plain Casing... .@12.65 15.20 Plus 5% war tax. 
1 30x34 “ Non-skid er ..@17.20 20.70 


Suggested Accessory Assortment No. 2, Approximate Cost $300.00 


Cost Retail Cost Retail 
10 14” reg. Spark Plugs ........-@$0.65 ea. $1.00 ea. 10 6-8 V., 2 C.P., D.C. Mazda “B” 
ines es = . ; JL a mm * 90 “ EE Oe ae eee @$0.20 ea. $0.27 ea. 
10 7%” “ ii aa ree 1g “ 3 * 5 6-S V., 21 C.P., S.C. Mazda “B” 
10%” * . .@ 63 “ 1.00 * Bulbs... ... ee @ 35 ea. 47 ea. 
5 74" Long “ “(Buick Spe - § 6-8 V., 21 C.P., D:C. Mazda “B”’ 
OD 5 or theories upow &aataeaie tore (a lg 1.00 “ ren re ere ee @ 25 * 7 * 
1 Single Bbl. Ti ire P umps .@ 1.00 1.50 “ 109 V., 18 C.P., D. _ Mi: izda “B” 
y . @ 2.65 3.60 “ eee a On ere @ _ .30 * 1 “ 
1 Double “ . “ . @ 1.50 * 2 a0“ 5 12-16 V., 2C.P,8 - Mazda “ 
1 14 Ton Jack @ 1.25 * 2.00 “ Bulbs ..... ee Se: .@ .26 “ 85 “ 
1 1-Ton Jack with Aux. Step Head..@ 2.65 3.40 ° 5 12-16 V.,15C.P.,5 . Mazda “B’ 
3 Combination Oil & Grease Guns. .@ 1.25 “ Be cae NR ta tae Bou arose een @ 32° — 
4 Tire Pressure Gages : ease .@ 1.05 * 1.50 * 6 '4-pt. Cans C arbon Re mover.....@ 44 * oo * 
50 Valve Plungers... . . ...-@ 4.80C 1 * 6 302. Swab Btls. OrangeShellac...@  .15 “ ao ° 
i2 * ‘Cana ...@  .033ea. 05 “ 6 3.02. Btls. 3-in-1 Oil aS ee gg 385 “ 
6 * Repair Tools @ .16 * 25 * 6 Cans Radiator Cement (a 45 “ to * 
6 a Pump Connections @ .15 “ 26 * 6 402, ( ee eee « @_ «32 * .45 “ 
63! "Doub le Wi ing B 0. Patches. .@ 25 > 6 1 pt. Cans Body Polish. . . . @ .40 “* .60 * 
6 1° . 2. 239= 60.“ 10 ft. 11%"x14%" No Wire Brake Lin- 
2414" « . * . @ .36 “ 75 4 eal Bat MOT oer oie @ .16ft. 25 ft. 
61 Ib. Cans Tire Tale @ .10* 25 “ 10 ft. 1144"x 7" reg. Brake Lining....@ _ .46 “ Gk “ 
6 Cans Cementless Patches ; ne a0.” 50 * 10% 134’x7," “ *d . + ee 64 * aa 
6 Tubes Patching Cement 1’x4"....@  .06 “ As * 10 “ 2"x 76" - “ “ .@ .60 * so * 
1 Ib. loz. Rolls’ lire T: supe | 16tolb.)@ — .50 Ib. og “* 1 Ib. 1%” Countersunk Copper Riv- 
© bb. * .* 2a 50 « ah. * eer Gt. .@ _ .65 |b. 1.00 Ib. 
Le oe 2° *@ 30° 30°“ 1 lb. "x! 5" Countersunk C opper 
10 ft. ee " Red Rubber Tubing. a .O8 ft. .15 ft. EE ae ee 1a 65° 1.0 * 
ie 34°4 wd. Pump Tubing. .....@ 06 “ 15 * 1 Ib. 3% "x54" Countersunk C opper 
6 Heat Unit "Tube Vuleanizer ...@ 1.12 ea 1.50 ea. Rivets. . rad ae 6a" 1:00 “ 
6 1-lb. Bags Cotton Waste ...@ "+ Hi 30“ 1 Box Assd. 3 ply R: adi itor Hose 
25 « “ “ « ..@ 1.05 “ ee ie containing 3 ft. ea. 1”, 14", 1!4’, 
6 Magneto Files : : ia i? 4 on * 134”, 2”, 2%” @ 6.00 box 12.00 box 
25 Dry Cells ee BB: 50 Universal Hose C lamps, fits | any 
25 Spring Battery C onnections (a 04 * OG “ size hose. ... . ene ore (a O6 ea. 10 ea 
25 Plain ; @ OL “ os * 6 5 Ib. Cans Cup Grease..........@ .80 1.25 “ 
3 Dry Cell Ammeters ..@ ro" 1.00 “ 65 1b. “ Transmission Grease...@  .80 ‘ 1.28* 
12 2G lip Termin: ils @ .02 « 04 “ 6 1 gal. Cans Light Oil.......... @ .95ea, 1.35 ea 
12 ; ‘ 4 a@ x02 04 “ 61 gal. “ Medium Oil.........@  .95 “ ldo ™ 
l Hi: and Horn im 3.38 * t 50 “ 1 Little Roadster Too] Kit (9 Tools).@ 2.15 “ 3.25 
1 Electric Horn @ 5.81 Y he 4 ted 1 Tourist Tool Kit (20 Tools) . . @ 4.80 * 6.50 “ 
1 Cowl Dash 8-day Ieyless Clock.. .@ 5.15 6.50 “ * 1 Set (5) A.L.A.M. Fin. Open End 
1 4” Round Diminis hing Mirror (a 50 “ 1.00 Wrenches ; AG se @ 2.78 “ 3:71 
15” “ “ (a 65 “ b.2a: * , 1 Set (6) U.S. Std. Fin. Open End 
25 ft. Duplex Green Cotton Lamp Wrenches. . sae , : @ 3.33 “ 1.44 “ 
Cord (a 03 ft. 05 ft. 1 Set Offset Steel Tube Socket 
25 ft. Dbl. Braid Primary Ignition Wrenches. . ieee, te 6.40" 7.0 < 
Cable : (a 05 “ 08 * 6 pr. 6” Comb. Nickel Pliers........@ 25 pr 10 pr. 
25 ft. Rubber Cov. Magneto Cable, 3} ’ Wooden Hdl. Screw Drivers ..€ .28 ea. 40 ea 
; (a 05 * iG * 3 6” “ “ 3 ee aa * 56 ° 
10 It. 1.” Flat Oak Belting @..15 * 25 * 3 174° Pony Serew Drivers. .. ee ee oo * 
10 * 34” ae a 20°* 12 =f geet Drivers on C ard. -@ .o* lo * 
100 ft. 2” Raw Hide Belt Lacers. @ 1.70C ft o* 1 pr. 8” | He: ad LL ight Lenses sees. @® F.00 pr. 1.50 pr 
1 pr. 530x314" Anti-Skid Chains (@ 4.75 pr 6.20 pr. l pr at @ 1.00 “ [ 50 * 
1 “ 32x34’ ” - ele Be © Gp * ] pr . « « . ' @ 1.00 * ee 
= ae” ss . @ 6.49 “ 8:65: * 
12 31 9” Cross Chains... (a O7 sea, 10 en. Popular Accessories for Ford 
»> 4” “ “ 1“ 
a ; Wag “ “ a y: _* co “ 6 Cylinder Head Caskets. ares @ .30* 4“ 
12 a eae (a 101“ 14 « 6 Large Outlet Hose ¢ onnections...@ — .09 : 15 fi 
6 pr. Chi ain rR tepair Pliers (a 10) pr. 60 pr. 6 Small Inlet Hose Connections. . . .@ 0% “ 15 7 
9 ) EE ” ~ 6 Fan Belts (1916) oe ee 30 
2 _at (3) Carbon Scrapers @ 1.13 set 1.50 set ab: i> O17-1N a a0 & 30) « 
1 set (3) a Scrapers @ 1.60 * 2 08 * ° , (It tes oo ees td ‘ 
12 Boxes Assd. Cotter Pins (a OS box 15 box 2 sets Commutator Wires (5) in 15 4 60 § 
12 ‘3 “Lock Washers (a OS io = = Loom....... ' « oF P | = a 
6 3/0- My" P lain Steel Gres ase Chips@ 10 en. 1S ea. poe Timers ( fomplete, ; @ 4 “ yi « 
6 2/0-! “@ 5 * 25 « 2 Oil Gauges. So =< -— 
6 2/0-l%”" Ratel Pr “ ary « AQ 6 Boxes Transmission Brake Lining. @ 80 box 1.25 box 
52 5) Rate ret Bri “SS (a 30 10 pon e : 
6 3/0-! P Ph (a or ar « 1000 35x75" Brass Split Rivets,. . @ 1.75 M 50 ¢ 
r ese at 22x9"x634" Tool Box eee he FY 2.50 ea. 
4 Steel Tire Irons (a 25 50 1 22x9° x07 Lool I i » 2g 
3 Battery Hydrometers @ .65 “ 1.00 3.919" Adj. Auto Wrenches. .......@ _.50 * ob a 
10 3-4 V.. 2°C.P.. S.C. Mazda “B” i Cutout Complete... ......005 00% @ 1.05 1.50 
‘ 9 we ek azda pe En é 9 “ 
Bulbs... . ee a v5 4 1 Oil Tail Lamp. Date aavehetaiabe ie (@ 1.50 : 2 00 
10 3-4 V., 2.C.P., D.C. Mazda “B” 1 Electric Tail Lamp. . -@ 65% 1.25% 
aed ...@ .19 * On « 6 pr. L- piece unlined BrakeShoes...@_. 8 oe, 00 pr. 
10 6-8 V., 2 C.P., S.C. Mazda “B” 12 334x14 Plain Piston Rings.......@ —.12 ea. .25 ea 


Bulbs. . . t : es, ee te Pe ila 
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pitor’s Nore—Many of our readers will recall the article by Mr. Knox in our 

special Automobile Accessory issue last year. Inasmuch as it received much 

favorable comment we herewith publish revised accessory stock assortments, 
with the addition of many new numbers showing current prices in effect to-day. Mr. 
Knox is in the field constantly and is in a position to know exactly the dealer’s needs. 
He has had many years of experience in this line and is recognized as one of the 
crack accessory salesmen of the country. 


etd 


wae 


The prices shown in the accessory assortments cover, in most cases, the present 
cost of articles of standard brands, which prove to be the best sellers. Many of these 
prices include the five per cent war tax recently applied to all automobile accessories. 
This five per cent tax is not added to each invoice, as is the case with tires. Most of 
the manufacturers have absorbed the tax in their cost prices, while others have 
either added it to their list prices or eliminated it entirely. This has been done to 
save the dealers the annoyance of having to add many different amounts to their sell- 
ing prices. The tax on tires is five per cent of the dealer’s net cost and is added to 
each invoice. This amount is supposed to be added to the dealer's selling prices. 
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The prices shown in the tire assortments are based on current prices covering 
any one of three or four popular brands, which carry with them the usual guaranty 
of thirty-five hundred miles. 


These assortments are prepared with a view to assisting the dealer in selecting 
a proper assortment of salable goods, with suitable quantities and shows what he 
can buy for a given amount invested in assortments ranging approximately from $150 


to $1200. 


The average gross profit in accessories will total from 50 per cent to 60 per 
cent. The average gross profit in tires will total from 25 per cent to 30 per cent. 











’ Potal 
Tire Assortment No. 2, Approximate Cost $300.00 ned L ist tn - 
Cost Retail 130x3 Grey Tube (a 2.25 ea 3.30 ea 
Price List Price 3 30x31, “ @ 2.80 ' $.33 
130x383 Clincher Plain Casing. .@12.65 15.20 132x344 “ . (a 3.05 “ 1.40 ° 
2 30x3 lo Non-Skid “ @17.20 ea. 20.70 ea 1 31x4 S a @ 3.70 * 5.35 “ 
132x314 8. S. “  -.@20.00 * 24.05 “ 1 32x4 “ “ (a 3.80 “ 5.50 
1 31x4 Clincher - ba ..@26.40 * 3L.70 * 1 33x4 4 > @ 53.90 ° >. 65 
1 32x4_ =S.S. 8 . .@27.00 “ 32.40 * 2 34x4 - . @ 4.00 ey i ae 
1 33x4 . . . @28.20 “ 33.90 * 135x414 “ 45 (a 5.00 “ 7.25 
1 34x4 E 6 4 @28.85 * 34.65 “ Terms 5% 10th Prox 
135x415 ss 7 = (40.65 * ISSO” Plus 5, war tax, 


Suggested Accessory Assortment No. 3, Net Cost Approximately $600.00 


Cost Retail Cost Retail 
10 Reg Spa ark P lugs, i" (a 65 eu 1.00 ex. 6 1 Ib. Cans Tire Tale (a 10 ex. 25 eu 
1 * 4” (a 4“ 90 * 12 Cans Cementless Patches (a, jo “ Le 
10 “ bee. (a iS “ 75 12 Tubes Patehing Cement 1"x4 (a On “ 15 
10 « 14” .. 63 * : . Of * 1 Ib. 1 oz. rolls Tire Tape (16 to Ib).@ oO Ib UD) 
5 Long « 7” (Buick 130x315” Tire Inner Line (a 1.55 ea 2 OO ex 
Special (a ie 1.00 132x314” “ _ S (a 1.55 oo“ 
58. A. E. Spark Plugs, 7%" @ 63 “ 1.00 I 4x4 4 @ 2.10 § 3 00 
2 Single Bbl Tire Pumps q@ 1.00 “ 1.50 $ 2 Ibs tb rolls’ Pir Ta “ape At 0 Ib (a 50 Ip 20 en 
a a 2 , @ 2.65 °* 3.50 oe 1 (a 0) 0 
2 Double “ - : @ 1.50 “ 2.5 “ LO ft. 7s "Red Rubber Tubing (a ON ft 15 ft f 
2} 2-Ton Jacks (a 1.20 “ L.75* 10 ft fs. 7 Pump Tubing (a OW 1 4 
2] with Aux. Step Head@ 2.65 “ Si 1 ae 1 Gasoline Comb. Vuleanizer (a 2.88 ea » 50 en 4 
3 Combination Oiland Grease Guns.@ 1.20 “ L.¢o 12 Heat Unit Tube Vuleanizer @ 1.12 * 1 50 4% 
Combination Oil and Grease Coun, 12 I Ib Bags C otton Ws aste (a DD | 1) ti 
12 oz fa 4.00 * o.Ge ~ 6 fa 1.05 ° 1 40 if 
3 Brass P lated Oil Guns, 1”x8” (a 35 ea 60 ea. 12 4 M: agneto Files (a 12 15 i: 
6 Tire Pressure Gauges @ 1.05 * 1.50 “ 5 Dry Cells (a 35 ' 1 i} 
100 Valve Plungers re rer @ 4.80 C0 Ob 50 Spring Battery C onnections (a 04 “ Ns f. 
50 - Caps . @ 3.50 * 0 xe 5O Plain ° (a Ol * (h5 i" 
a. * tepair Tools (a 15 ea 25 “ 6 Dry Cell Ammeters (a 75 “ 1.00 ‘ 
12 Tire Pump Connections (a 15 “ 25 “ 12 ,°s Clip Terminals (a (2 O4 " 
6 31%" Doub le Wi ing B. O Pate hes. .@ 29 “ 50 i25, “ . (a 02 “ O4 a 
rn rt (a a* 45 “ a 
4! ‘ “ . @ (a 30 | ; i 
65" P P “ P @ 46“ 100 « CONTINUED ON NEXT PAGI i 
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3 Hand Horns..... 


t Wlosiete Fern... 5.0050 0.000c0000 @ 


1 Cowl Dash 8-Day Clock (Keyless).@ 


14” Round Diminishing Mirror 
CWI) 5 obs ives cones cen @ 

15” Round Diminishing Mirror 
CO eee G@ 


1 4” Fender Mirror (Windshield)... . @ 
25 ft. Duplex Green Cotton Lamp 


LN ES Se a Py BE 5 .@ 
25 ft. Dbl. Braid Primary Ign. 
Cable. np ee .@ 
25 ft. Rubber Cov. Magneto Cable, 
Basin a Hine aisha eroding cision @ 
25 ft. 1” | Fiat Oak Belting. .@ 
| hl iil arr, iS. rns @ 
100 ft. 34” Raw Hide Belt Laces... .@ 
1 pr. 30x34 Anti-Skid Chains....@ 
1“ 30x314 Rid-oSkid “ ...@ 
1“ 32x34 Anti-Skid . 3 ene 
1“ 34x4 . ern 
1 “ 386x414 6 « “ : a 
50 314” Cross Chains..... .@ 
50 4” . - (a 
25 4 1 3" “ “ @ 
25 5” * © sin wndie wean @ 
6 pr. Chain Repair Pliers...... ..@ 
3 sets (3) Carbon Scrapers. . . .@ 
2 “ (3) Bearing “ = oe 
12 boxes Assorted Cotter Pins... .@ 
12 Lock Washers... @ 
12 3/0-} g’ Plain Steel Gre ase Cups. . @ 
12 2/0- Ys ee “ . a 
6 2/ 0-14 . "Ri atchet Br: ass Gre: ase Cups@ 
6 3/ 0-1 “@ 
6 Steel Tire Le once 
6 Battery Se » rs... eT! 3n@ 
10 3-4 V., oe gyn . Mazda “ 
1 NRE RSP tare ee ; a 
10 3-4 V.,2 C.P., D.C Mazda B”’ 
Tt re dst See @ 
10 6-8 V., 2 C.P., S.C. Mazda “B” 
| rn eee ee >, pete 
10 6-8 V., 2 C.P., D.C. Mazda “‘B” 
Bulbs....... sige ..@ 
10 6-8 V., 4 C.P., S.C. Mazda “B” 
Bulbs... . srs eatin xa Bs @ 
10 6-8 V., 4 C.P., D.C. Mazda ‘‘B” 
Bulbs oa ek hea ode 
10 6-8 V., 15 C.P., S.C. Mazda “B” 
REMIND 33.5 5:2. 15i51 comand nts Beas. 6 .@ 
106-8 V., 15 C.P., D.C. Mazda “‘B” 
Bulbs. ee heey Te 
3 6-8 V., 21 C.P., S.C. Mazda “B” 
Bulbs Fos lectins ce ea 
5 6-8 V., 21 C.P., D.C. Mazda “B” 
Bulbs........ 55 ie sak opine sxe 
20 9 V., 18 C.P., D.C. Mazda ‘“‘B” 
Bulbs a a » ciate. 5 oe 
10 12-16 V.,2.C.P.,S.C. Mazda “B” 
OMNI 5-5 a oaretice ha bee eon Arete ..@ 
10 12-16 V., 15 C.P., S.C. Mazda 
“B” Bulbs ET ee. (a 
5 6-8 V., 21 C.P., D.C. Nitrogen C 
NN 8 505-55 4 eho ere eS .@ 
5 6-8 V., 21 C.P., S.C Nitrogen ef 
Bulbs...................- @ 
ho Vo 21.C.P. Dx a Cc 
Bulbs....... 5 ondngamiatorat anes .@ 
5 12-16 V., 24 C.P., D. '. Nitroger n 
Re NROIE osc tevis. co cu eakte ib.d 2. es Ba @ 


512-16 V., 24 ( “PS. 
Bulbs 


* Nitrogen C. 
.@ 
“Will hold 


‘abinet. 


1 Metal Bulb ¢ 

500 Bulbs. : ..@ 
1 pr. 8” , He: id Light Lenses ..@ 
2° Se" @ 
Leg = @ 
ie * . . @ 
6 \4 pt. Cans No-Squeek .@ 

) 1 pt. Cans Neats Foot Oil..... .@ 
12 1-pt. Cans Carbon Remover. .. .@ 
12 3 oz. Swab Btls. Orange Shellac. . @ 
iZs * © game Ol.......@ 
12 Cans Radiator Cement... . .& 
12 4 oz. Cans Grind. ( ‘ompound. . .@ 
i21pt. “ Body Polish........@ 
25 {t. 114" xl" no wire Brake Lining@ 
10 ft. 114’ xy reg. @ 
10 ft. 134”"x3%% ° “‘ @ 
10 ft. 2” xi “ “ « @ 
10 ft. 214"x ts “ = - 2 
10 ft. 216"x ts « “ «“ @, 
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os * 


Ore Nee 


tw 
or 


38 ea. 
a1 * 
lo * 


me 


.03 ft. 


9.50 

.00 pr. 
.00 “ 
ay * 


OO 


.21 ea. 
ig 
.44 ea, 
1.6 * 
mS ie 
ao * 
wee * 
ao * 
16 ft 
eT 
.48 “ 
ri 
sO * 
.66 


4.5 


- 


a 
6.2 


| 


Noe 


DAW 


.89 “ 


Ml 


Hardware Age 


Cost Retail 
2 Ibs. 44”x14” Countersunk Copper 
re nr hte @ .651b. 1.00]b 
2 Ibs. 3x14” Countersunk Copper 
MAMIE. oct Necta x nacsoler es @_ «65 * 1.00 * 
2 Ibs. 3x5¢” Countersunk Copper 
Rivets. id Sh ae oe Sater) ana aa .@ .65 * 1.00 “ 
1 box 3-ply Radiator Hose contain- 
ing 3 ft. ea. 1”, 114”, 114", 134”, 2”, : 
LS CSS: AAAS CES ire @ 6.00 box 12.00 box 
50 U niversal Hose Clamps, fits any 
NO io as ce aiees es aero oere @ .06 ea .10 ea 
125 lb. Cans Cup Grease......... @_ .80 “ 1.25 “ 
25 * “ Transmission Grease..@ .80 “ Liao” 
12 1 gal. Cans Light ee @ 85° 1.35 
ii 8 een ee @_ .95 * Lo * 
5) Miiaglaamiatecame. - Sila gO Bi @ .95 * 1.35 “ 
1 Little Roadster Tool Kit (9 
RN eae est bold tee 2 acy ae @ 2.15 * 3525. ° 
1 Tourist Tool Kit (20 Tools)... . .@ 4.80 “ 6.50 “ 
1 Set (5) A.L.A.M. Fin. Open End 
UAT at oo oeeshorsoccxeeieo ste @ 2.78 * aS 
1 Set (6) U.S.S. Fin. Open End 
WON 8 rs. eee Satine ata sa @ 3.33 * 4.44 “ 
1 Set Offset Steel Tube Socket 
UNNI Sh Cheha Ato haart @ 5.40 * 7.00 * 
12 pr. 6” Comb. Nickel Pliers..... . @ 25 * BO * 
6 4” Wooden Hdl. Se Trew Driv ers. @ 2 * .40 “ 
ac” ‘@ 38° ba * 
12 114” Pony Screw Drivers. . .@ .20 * .oo “ 
1 Box “Aced. Hex. Chisels, 24 in box. .@ 3.75 box .20 ‘ 
12 Midget Screw DeiversonCard...@_  .08 ea ao = 
6 Splitdorf Magneto Wrenches oe 65> AO © 
6 Bosch Ra ieee @ 6 * so 
6 44” Long Priming C UPS... +++. @ .26 “ .a0 
6 Ven Short Bh haere a pth ola. sl cece @ 25 ° eo” 
3 1%” Angle Long P riming C ups....@ .30 “ .40 ‘ 
6% a" PO ROUEN, was ore iecdwieraccee: ence .@ 18 °* sou ° 
3 1 Pt. Galv. Comb. Measures alae @_ .50 * seo 
a_ +. £§ © aw @ .58 “ 75 
32 ° . - : ee a @_ .90 “ 1.25 
34 2 pt. Tin PAINS sed cia 2b. sa @_ .24 “ .40 ‘ 
31 ee San are @ .27°° 5D “ 
silat. * PMS Ute coe eo @ 36 ° £60 * 
L Onlset: Funnel. . occ ccs « 2ao © 3.00 “ 
l b3gx5" TF ubular Flashlight.......@ 1.00 “ 1.50 ‘ 
1 1¥4"x8} fy" « Fibre. .@ 1.40 “ 2.16 “ 
1 1144"x61%" Lg. End Tubular Flash- 
light, ER eee See. @ 1.40 * Zo * 
1 Lh" x84 é Lg. End Tubular Flash- 
“""“¢ ““RReerrinEe @ 1.67 “ 2.50 “ 
1 1144"x814" Lg. End Tubular Flash- 
light, RRR iEEY @ 217° 3.20 ° 
1 1x1%x3% Vest Pocket Flash- 
Habt, Cloth iCoy oo isis sis vnc es @ 1.00 “ 1.60: “ 
1 1x234x34% Coat Pocket Flash- 
light, Cloth Cov............... @ 1.47 * Liao” 
1 5¢x14jx1l4x2'% ~=— Vest’ =~ Pocket 
F lashlight, ONE ono-cclocs. cheat @ 1.00 “ 1.60“ 
1 34x2144x3” Vest Pocket Flashlight, 
MACOS OU so i.sesies eanedas o08 Mm. Lit * bure 
1 34x134x3”" Vest Pocket Flashlight, 
Nis IG ae ee Seer @ ie * 1.10. ‘ 
1 54x1144x2%” Vest Pocket Fl: at 
light, Nickel Cov. . ; 73% 1.10 « 
1 "X294x2 19 ” House L amp, Nickel. @ 2.00 ea. 3.00 ea. 
12 ft ya" C opper fs ubing Se am @_ «08 ft. 15 ft. 
Le © ie, G 10: * P| 
12 « - Ks ee Je ao 
24 Sheets No. QO Emery C loth .@ .06 ea. .08 ea 
24 1 - .@ .O7 * mg 
24 “ “ 1% “ “ .@ O8 «“ “ 
5 Ibs. js Red nad Black Packing 
am a ee rr ree @ .90)b. 1.25 |b. 
Vy — Spools Mogul Packing Wire, 
RE APES ee renee @_ .30 ea. .40 ea 
6 Balis Cotton Wicking........... @ .07 “ kb * 
1 Box Assorted Fuses (100)........ @ 6.00 box 1G * 
12 Pair Anti-Door Rattlers........ @~ .20 ea. 935 “ 
Popular Accessories for Fords 
6 Cylinder Head Gaskets.........@__.30 “ wm * 
12 Outlet Hose Connec tions........@ .09 * me 
12 Inlet « iim ae Ab * 
12 Van Belte (1016)..............@ 20° 30 * 
iz ° “ (1917-18) ona ee 22 * oo ° 
6 Set Commutator Wires in Loom 
Re eae mee rer rr @ «45 “ wa 
6 Tamers Complete. ...... 2000500 @ 95 “ 1. * 
oe ee eee ere ere @_ .30 * .40 “ 
12 Boxes ‘Transmission Lining. ....@ .80box 1.25 box 
1000 texte" Brass Split Rivets. . ...@ 1.75 M .50 C 
1000 ; ex! ld SS > oo Maa g @ 2 75 4 48 
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Say, you old timers who have bee 1 banking accessory profits for years, 
maybe Mr. Knox lists some articles in these suggested assortments which 
you could profitably add to your line. Better check them over carefully. 











Cost Retail Cost Retail { 
2 22x9x634” Tool Boxes............@ 1.35 ea. 2.50 ea. Price List Price ry 
6914” Adj. Auto Wrenches........@  .50 “ By Meg 134x414 S.S. Non-Skid C; asing @38 .90 16.70 ' 
2 Catania WOMNDIE. occ case @ 1.05 “ 1.50 “ 1 35x44 “ bs @40.65 18.80 ; 
2 OF WAI EMG: ccs cde eee ee @1.50* 2.00 « 136x444“ _ “ — @41.30 19.55 H 
2 Electric Tail Lamps........ _@ 66% 1.00 “ 1 35x5 . “ “ — @46.35 55.65 x 
6 pr. 1-piece unlined Brake Shoes....@  .48 pr. 1.00 pr. 1 34x4 “Cord “ “ — @48.45 58.15 4 
12 334x34 Piston Rings.......... @ .12 ea. .25 ea. 1 30x3 Grey Tube .@ 2.25 3.30 s 
430x314 “ ‘5 .@ 2.80 ea t.15 ea 3 
Tire Assortment No. 3. Approximate Cost $600.00 : ar e. @ 3 r 4.40 xs 
OLX @ 3.6 » » 
Cost Retail 1 32x4 : = @ 3.80 5.50 
Price List Price 1 33x4 - . @ 3.90 5.65 
1 30x3 Clincher Plain Casing. @12.65 15.20 2 34x4 . “ @ 4.00ea. 5.75 ea 
230x3% “ Non-Skid @17.20 ea. 20.70 ea. 1 34x44 " @ 4.90 7.10 
1 32x34 5.58. . “ — @20.00 24.05 135x444 ‘ @ 5.00 7.25 
131x4 Clincher « “ — @26 .40 31.70 1 36x414 @ 5.25 7.55 
1 32x4_ ~S.S. . “ — @27.00 32.40 1 35x5 - - @ 6.10 & 80 
1 33x4 ° . “ @28 .20 33.90 Terms 5%, 10th Prox. 
2 34x4 - , « @28.85 ea. 34.65 ea. Plus 5% war tax. 


Suggested Accessory Assortment No. 4, Approximate Cost, $1200.00 





Cost Retail Cost tetail 
10 Reg. Spark Plugs, ly”. @ .65ea. 1.00 ea. 12 7%" ( ‘lip Terminals .@_ .02 * 04 “ 
10 ae @ .54 “ oe * 12 5” .@ .02 « O04 “ 
10 «“ “ “ KR” : -@ .48 “ 20 “ 12 34” “ a OZ “ 04 “ 
1¢@ * ° ’ ¥". .@ .63 * 1.00 “ 3 Hand an .@ 3.38 “ $.50 “ 
10 Long “ . iy" (Buick 1 Electric Horn @ 5.81 “ ita" 
BBN 2 cc century soon eae ca ws e 2" 1.06“ 1 Cowl Dash 8-day Clock (Key- 
5 Reg. Spark Plugs, Metric. . .@ .63 “ 1.00 “ less)... oa,s arecd a aes .-@ 5.15 “ 6.50 “ 
5 Long Body 7 ¥%" Spark Plugs’ oe 1.00 “ 1 Cowl Dash 8-day Clock (Rim 
10S. A. E. Spark Plugs, 74”.. @ @* 1.00 * Wind)... ..@ 8.26° 10.50“ 
10 %S. A. E. Long —.- ao .<e* 1.00 “ 1 4” Round Diminishing Mirror ee ee 1.00 “ 
y/ Y% Reg. , .@ .90 “* 1.50 ° 1S eee 6" 1.25 “ 
Ad . Pree .@ .90 « 1.50 14” “ Fender . @ 1.00 “ 1.50 “ 
2 Single Bbl. Tire Pumps. .@ .95 * 1.50 50 ft. Duplex Green Cotton Lamp 
- 2.05 “ 3.50 ° CAM ic cawerienk. ‘ .@ .03 ft. 06 ft. 
Double Bbl. “ came @ 1.50 “ 2.50 “ 50 ft. Dbl. Braid Primary Ign. 
D 56-COm JOCKS: © nec cscurs : 3.20 * lao" Cable. . @ .w* .08 “ 
oi. °% “ with Aux. Step Hd. 6 2.50 ¢ 375 “ 50 ft. Rubber Cov. Magneto Cable, 
It * “« — “ Telescope H: und- , Seer ee .@ .04 “ 10 “ 
LE Oe Tre ee ae ee .@ 4.50 « 6.00 “ 25 ft. Braided Second: wry C ‘able, 34 " .@ .07 * 12 * 
1 1-Ton Chain Jack.......... .@ 8.75 7.50 “ 25 ft. 1” Flat Oak Belting. er. mec. sae .25 “ 
3 Comb. Oiland Grease Guns. .@ 1.20 176° 25 ft. 34” “ Se oats .@ ms We 20 “ 
t Sos. * * : .@ 3.50 * 4.60" 10 ft. 54” “Vv” Belting. . Hi .@_ .30 * 50 “ 
i @ > es . ie .@ 4.00 « 5.00 “ 1 doz. ‘Be It Hinges for ? ’ Flat Belt..@ .05 ea. 10 ea. 
bie” © & : © 3cus cee ° 6.00 “ 1s 1" “ @_ 05“. 10 “ 
6 Brass Plated Oil Guns, 1x8” a ae ae .60 “ 100 ft. 24” Raw Hide Belt Lacers....@ 1.70 C ft. .O4 ft. 
6 Tire Pressure eer. “eS ..@ 1.05 “ 1.50 “ 2 pr. 30x314" Anti-Skid Chains. ...@ 4.14 pr. 6. 20 pr. 
100 Valve Plungers. . ; ..@ 4.80C 06 * 2 pr. 30x31” Rid-o-Skid “ @ 2.65 “ 10 * 
50 Valve Caps........ .@ 3.50 “ 05 « 1 pr. 32x31” Anti-Skid ms .@ 4.57 * 6. 5 * 
12 Valve Repair Tools ... .@ 15 ea. .25 * 1 pr. 32x4” . . .@ 5.00 “ 7.50 “ 
12 Tire Pump C onnections. .@ .15 “ 25 4 1 pr. 34x4” - . .@ 5.77 * 8.65 “ 
6 3” Double Wing B. 0. Patches .@ .25 * .40 * 1 pr. 34x41” ” : @ 6.20“ _9.30 “ 
123%" * @ 30 “ 50 “ 1 pr. 35x5” . “ .@ 9.43 “ Un 
12 4” « “ “ “ .@ 86 “ 75 « 1 pr. 36x41" “ “ a 6.63 “ 9 95 “ 
64%" * . . : .@ .39 “ 80 “ 50 3/4 ” Cross Chains @ .063ea. 10 ea, 
6 5” “ «“ “ “ on @ 46 é 1 00 “ 50 4 “ “ @, .07}“ ll “ 
130x314” Inner Liner ree .@ 1.55 “ 2.00 “ 254%" * rx; -@ .08 “ BOG 
1 32x4" .@ 2.10 “ 3.00 “ 25 5” 6 . .G_ .094* a 
1 32x34" “ ® .@ 1.55 § 2.00 * 1 set 30"-32” Chain Adjuste rs @ .87pr. 1.30pr 
1 34x4 - “ @ 2.10 “ 3.00 “ 1 “ 34"-36" “ .@ .87 “ 1.30 “ 
1 35x4} . @ 2.35 “ 3.50 “ 6 pr. Chain Repair Pliers. .@ _ .40 “ .60 “ 
121 Ib. ‘cans Tire Tale .@ .10 “ ye 3 set (3) Carbon Scrapers .@ 1.13 set 1.50 set 
12 Cans Cementless Patches. .@_ .35 * .50 “ 2 “ (3) Bearing “ -@ 1.50 “ 2.00 “ 
12 Tubes Patching Cement, 1”x4"...@ __.07 “ Bie 12 Boxes Assorted Cotter Pins.....@ .90doz. 15 ea 
2 Ibs. 1 oz. rolls Tire ~~ (16 to 12 ° Lock Washers...@ .90 “ 16 “ 
| ee ee .@  .50 Ib. .06 ea. | . Taper Pins.....@ 5.00 “ .50 “ 
2 Ibs. \% |b. rolls Tire Tape (4 to 12 Angle Oil Cups, 7 Ya) >. ee @ .16 ea. a“ i) 
Th err aer ..@_ .50 * .20 “ 6 Straight . Iy"x5e"... 6... @ .123"* .20 “ i; 
3 Ibs. 4b. rolls Tire Tape (2tolb.).@_ .48 “ .30 “ 12 2/0-1%" Ratchet Brass Grease Hh 
10 ft. #"x%" Red Rubber Tubing...@ __ .08 ft. 15 ft. Cups tenes .@ .30* 1 “ qt 
10ft. 4” C.1.PumpTubing.......@  .06 “ PS | i 12 3/0-%” Ratchet Brass Grease : th 
1 Gass. Combination Vulcanizer....@ 2.88 ea. 3.50 ea. NS ann cns a seat esti aan’ @ .25 * 35 i: 
12 Heat Unit Tube Vuleanizers.....@ 1.12 “ 1.50 “ 122/0-14%" P lain Steel Grease Cups..@_ .15 “ 25 ‘ 
12 1 Ib. bags Cotton W aste ier A? 30 “ i23/0-% a “.@ .10* 18 fe 
6 5“ ..@1.05“ 1.40 “ 6 Steel Tire Irons................ @ .30 “ 50 “ i 
12 Magneto Files... .. rare @ .12 “ 15° 6 Battery Hydrometers... ... -- @ .66 * 1.00 “ ; 
50 Dry Cells. . . ; @ .35 * 45 * 1 Motometer (Medium)........... ‘@ 5.93 ea. 7.75 ea, 4, 
50 Spring Battery Connections.....@ .04 “ 06 * 1 Fire Extinguisher (Nickel) Ropar ata @ 8.80 * 11.00 “4 i 
50 Plain a ” eee ee | as 03 ‘ ‘ 
3 Dry Cells Ammeters............ @ .75* 1:0 * (CONTINUED ON NEXT PAGE) j 
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Cost Retail Cost Retail 
10 3-4 V., 2 C.P., S.C. Mazda “B”’ 1 Box Assd. Hose Clamps (100). .@ 4.00 box 10 ea. 
Bulbs 2 d @ .15 ea .25 ea. 1 Little Roadster Tool Kit (9 Tools) @2.15ea. 3.25 “ 
10 3-4 V., 2. C.P., D.C. Mazda “B” 1 Tourist Tool Kit (20 Tools)...... @ 4.80 “ 6.50 “ 
Bulbs... . . ; ....@ «15 * 25 « 1 Set (5) A.L.A.M. Fin. Open End 
10 6-8 V., 2 C.P., S.C. Mazda “B” We TOMIED 65 dc.ordecps weweboion’ @ 2.78 Beg 
Bulbs rays @ .16 “ 27 ¢ 1 Set (6) U.S.S. Fin. Open End 
10 6-8 V., 2 C.P., D.C. Mazda “B”’ oT res @ 3.33 * 4.44 “ 
Bulbs...... Zs a @ .16 “ 97 « 1 Set Offset Steel Tube Socket 
10 6-8 V., 4 C.P.. S.C. Mazda “B”’ NINE So os 5-5 ons aeriechinsls @ 5.40 set 7.00 set 
Bulbs... .. hee . a 18 “ 30 « 6 4” Wooden Hdl. Sere Ww Drive Ts....@  .28 ea. 10 ea. 
10 6-8 V., 4 C.P., D.C. Mazda “B” 6 6" is . ee See ag 
Lo SR eh or G 1s “ 80 “ 6 114” Pony a si i 2 * 35 * 
10 6-8 V., 15 C.P., S.C. Mazda “B”’ 12 Midget Serew Driverson Card...@  .10 “ 15 ‘ 
Bulbs : ~~ @ .24 « 10 “ 6 2” Knife Handle Sere W Drivers. @ .24 * a5 
10 6-8 V., 15 C.P., D.C. Mazda “B” se ” i ~ 6a cae * .40 * 
Bulbs ; paren ...@a 24 « 40 * 6 oe” 6* . . ...@ ed 63 * 
5 6-8 V., 21 C.P., S.C. Mazda “B” 3 802. Mach. B: ul Pei sin He ammers. . @ < * 1. 
Bulbs igh eras : (a 3 ale 47 * 3 12" ™ + «dD 1.00 * 
5 6-8 V., 21 C.P., D.C. Mazda “B”’ 5) : lb. . nie Be: . ‘ie 7° t 40.4 
Bulbs. oe Caen i oF & 47 * 2 ¢ Knife Hdl. Monkey Wre niches, .@ .93 * ie Be 
209 V., 18 C.P., D.C. Mazda “B 28 ..@ 1.10 1.50 * 
Bulbs . ; Noite — —'* zo * . . ° Oo 1. * lito 
10 12-16 V.,2C.P.,S.C. Mazda “B 2 6” Stillson Wrenches Borer re ree @ .90 * L 35 * 
Bulbs ps ; re iho eS if * 35 * 28” ™ Midis vats ote .@ 1.0 * lj.oo 
10 12-16 V., 15 C.P., S.C. Mazda 210°. * ear tgerrce.: @ 1.15 “ 1.65 * 
“B” Bulbs nee ee ee: ee 43: * 26°C rescent Wrenches...........@ .65 “ 85 
5 6-8 V., 21 C.P., D.C. Nitrogen 2 8” ae eae @ «75 1.00 
Ay CAN MUMIIIN a oy aed-w, Star 5% Guan ox n.ss @ 25 * 43“ 12 pr. 6” Nickel Pliers........... @ = .25 50 
56-8 V., 21 C.P., S.C. Nitrogen 6 abe Nickel Comb. Plier (Best 
“CO” Bulbs. . ; @ .25 “ 13 « ON Pe Te er @ .53 “ 75° 
59 V., 21 C.P., D.C. Nitrogen “C” 66” Nickel Comb. Pliers (Best 
Bulbs ac : gen? eee 13 “ EE Re rer Seiden cies @_ .60 “ 90 * 
5 12-16 V., 24 C.P., D.C. Nitrogen 68" Nickel Comb. Pliers (Best 
“C” Bulbs a = 15 “ oe ee es eee @_ .73 * L.10 * 
5 12-16 V., 24 C.P., S.C. Nitrogen 6 Splitdort M: agne to Wre ne hes....:5@ .06 *% iG * 
“OC” Bulbs (a oR 4 45 * ie. a 20 © 5 * 
1 Metal Bulb Cabinet. Will hold 1 Box Assd. Hex. Chisels, 24 in box..@ 3.75 box 2h # 
500 Bulbs ..@ 6.50 3 Cotter Pin Extractors........... @ .10 ea. 1 “ 
1 pr. 8” “* Head L ight Lenses......@ 1.00 pr 1.50 pr. 1 Hand Drill, Capacity No. Oto ".@ 3.00 “ t.00 
2 pr. 814” “ ae D00°* 1 oO * 1 Breast Drill, 3 jaw Dbl. 
2 pr. 83%” = “ ‘s ‘ ..@ 1.00 * 1.50 * No. 0 to 34" eee ose. 0c eee 5.50 “ 
2pr.814” “ a . ..@ 1.00 * 1.50 “ 2 Large Chain Valve Lifters... .. @ 1.00 * 1.60 © 
1 pr. 834” “ : : @ 118“ 1.75 « 1 Small“ ek, sao @ .75“ 1.25 « 
1 pr. 9” . . ’ ..@ 1.18 * 1.75 * 6 1%” Long Priming C UPS. ......-. @_.26 “ ia 
12 14 pt. Cans Carbon Remover @ 44 ea. 65 ea. 6 i Short “ ee ee 35 * 
12 302. Swab Btls. Orange Shellac. .@ 15 “ 25° ‘B, Angle Long P riming C Ups. ...@_ .380 “ 40 “ 
12 14 pt. Btls. Or: ange She It: aYG ..@ 3.25 doz. — .40 ea. b POPOORMS. o 65 os ck bese eemees @ .18 “ 30 “ 
6% * ..@ 5.00 * 60 “ j it 2 Ge <a ener @ .18 “ 30: * 
61 . . 5 . he S75 = 1.60 « 3 Dbl. End Gass. Shut-off Cocks, 
6 1 qt. - rm ba @15.00 * re he ae eet Rat ac ee .@ 38 § io 
12 3 oz. “ 3-in-l Oil .@ 18 ea. 6 * : Obi ‘End Gass. Shut-off ¢ socks, 
6 4 pt. Cans No-Squeek Oil. (a ria Bo ac Aan ecto aeeen yee ein ee @ .40° 60 
oe ans Radiator Cement (a 45 ‘ bt ag l Assortment Brass Compression 
12 402. Cans Grinding Compound. .@ oe * 45 * Couplings or Solderless Connec- 
12 1 pt. Cans Body Polish ..@ 1) “ 609 “ tions, 100 parts in Wooden Box. . .@10.00 box .22 ea. 
si. * Bre ass Polish (a 30 * 60 * 1 set Wire Gauge Drills on Wood 
6 1 qt. eae 50 * 36 * Block, Nos. 1 to 60.. .@ 7.95 set 13.25 set 
6 1 pt. Neats Foot Oil @ .21 * .35 “ I set S.'S. Drills on Metal Block, 
125 Ib. “ Cup Grease cl x0 « | .25 * te Oo Ee ene »» 2 0:00 * 15.00 “ 
26 * Transmission Grease. .@ 80 ¢ 1.25 * 13 Kajustable Hack Saw Frames... .@ .90ea. 1.50 ea. 
121g zal. Cans Light Oil ..@ 95 ° 1.35 * 12 8” Hack Saw Bl: I Seapets @ .05 * 10 “ 
12 1 “Medium * . (a 95 * Lb. * 12 10’ . ° .@_ .06 * i 
ia * Heavy “ .. 05 * Lone) 3 1 pt. Galv. Comb. Measures ....@ OO § to * 
12 5 lb. Auto Soap .@ 1.00 * 1.50 * 3 iat. * Ja. 75 “ 
iz 7 * ' Hand “ .....-@ 1.10 doz. 15 ee “ . . eo ae 1.25 “ 
1 5 gal. Medium Oil a @ 4.18ea. 8.75 “ 3% pt. Tin Funnels ; a <i * 40 “ 
15“ Light “........ @ 4.13“ 5.75 “ 31 “ “ @ .27 “ 50 
ye Heavy 9 @ 4.13 Bb.zo * 31 qt ti ws ; ; (a 33 “ 60 “ 
25 ft. 114"x14" No Wire Brk. Lining (a 16 ft. 25 ft 1 Offset Funnel ; @ 2.25 “ 3.00 “ 
19° 1y"x a0 Re ro e @ .36 “ Bi 11144x5” Tubular Flashlight, Fibre 
10“ 1%’x;," . . @ a 61 * Handle‘ @ 1.00 * 1.50 “ 
10* 134°x7," “ - “ @ _ .«.48 “ i ka 1 114x8'4 Tubular F lashlight, Fibre 
10* 12x) «|C* . .* @ 40° 59 * OO ere eee @ 1.40 * 2.10 * 
10. * 2x4," . . * joe © 80 ‘ 1 144x6% Large End Flashlight, 
10% 2°xiZ" 6 e « @ 4" .68 “ Fibre Handle... aie @ 1.40 “ ra | a 
10“ 24°x7," “ . * @ “6o* .89 “ 1114x814 Large End Flashlight, 
10“ 214’x;," “ . = @ .66 “ .99 “ Fibre Handle... see ae 2:07 > 2.30 * 
2 Ibs. 14%"xl4" C.S. Copper Rivets. @ 65 Ib. 1.00 lb 11%x8% Large End Flashlight, 
i e"xy" . ° @ .65 “ 1.00 * Nickel Handle......... a ee: ie 3.26 
Q« f5"x54” “ @ .65 “ 1.00 “ L 1x1 %x34 Vest. Pocket Cloth 
1 Box 3 P ly Assorted R: adi ator Hose. @ 6.00 box 12.00 box ( cine rr @ 1.00 * i oO 





These four assortments, “stock orders,” as it were, are suggested by Mr. Knox 
out of his years of experience in helping retailers sell automobile accessories 
RIGHT. If you have never sold accessories build your initial stock around these 
lists. If you have proven the profit in accessories check up your stock by these 
lists. 
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These accessory assortments suggested by Mr. 
the hardware man who is looking for expert advice on how to make more money. 


Knox make prosaic dollars-and-cents reading for 
The items listed 
note this attractive, 
Youngstown, Ohio 


are merchandised exactly like any other hardware article. For instance, 
varied accessory display in the window of The Stambaugh-Thompson Co., 














1 1x234x314 Coat Pocket Cloth Cost Retail Popular Ford Accessories 
3 See PT A @ 1.17 ea 1.75 ea. Cost Retail 
1 5¢x1loxl 4x24 Vest Pocket, 2 Cylinder Head Gaskets @_~ .30 ea. 10 ea 
Nickel ge 3 vee Pr 7% ee Ni ik G 1.0 * 1.50 “ 3 12 Outlet Hose C onne ctions @ 09 ‘ me) 
1 34x214x3 Vest Pocket, Nicke 2 Inlet “ @ .07 “ 15 “ 
2 ee re @ 1.17 “ 1.75 12 1916 Fan Belts @ .20 “ 30 “ 
1[34x134x3 Vest Pocket, Nickel 121917-18 “ @ .22 “ 30 “ 
hw oF aan as — a ta * 1.10 ‘ 6 ye Commutator Wires in Loom 
1 54x 14x21 4 ‘Vest Pocket, Nicke a @ .45 “* .4@ * 
CL RB Persie oce omeeee @ .73 * 1.10 “ 6 Timers Complete .@ .95 “ 1.50 “ 
1 4"x234x214” House Lamp, Nickel. @ 2.00 “ 3.00 “ 6 Oil Gauges .@ .30* 40 “ 
1 Box Assorted Fuses (100). . ..@ 6.00 “ 10 “ 12 Boxes Transmission Lining .@ .80box 1.25 box 
1 ae ‘. ee oe ae aX ys Bre ass Split Rive ts. . ‘@ eS M 50 C 
ets, Frenc e, on Board con- xxle” “ .-@ 2.76 * yi 
taining 550. . — ee @17 .50 asst. 10 “ 6pr. 1- -piece unlined Brake Shoes -@ 48pr. 1.00 pr. 
1 Assortment Full Finished Open 18 334x4” Piston Rings .@_ .12 ea. 25 ea. 
End Wrenches on Board contain- 2 22x9x634 Tool Boxes ; @1.35 M 2.50C 
1 Sarre ere ..@51.12 “ 68.16 assd. 6914” Adj. Auto Wrenches. . .@ .50 * .75 * 
1 Handy Electrical Assortment (100 2 Cut-outs Complete @ 1.00 “ 1.50 * 
UIE ois coisa ole Sinn snes woes gnc anon * 35 ea. 2 Oil Lamps ay @ 1.50 “ 2.00 “ 
1 Sorted Box Iron Wire (72 , , th Lomas e - . 1 00 . 
WINES oie e coco. sae os ee es a 7.00 “ 5 * 2 Front License Clips. . . } a 5 pr 25 pr 
1 i (4) Assorted Carbon Brushes 12 pr. Coil Contact Points. . . . a 23 « 35 vs 
to fit 15 most popular cars. ......@12.00 box 20.00 box 2 4” Rd. Mirrors oe aids a 60 ea 1.00 ea 
25 ft. 144” Copper Tubing......... @_ «OS ft. . ft. ee Side Tire Carrier (a 2 - “ 3.00 “ 
12° +” e les Sere @ .10 * oo ouble“ = “ 2 @ 3.34 “ 5.00 “ 
7 ae ” " Pa enna, Soe i, i 20 “ 1 Speedometer with Cowl Board. @ 8.25 “ 13.00 “ 
24 Sheets No. O Emery Cloth....@  .05}ea. OS ea. 1 Assortment Socket Wrenches, 74 
: ex 1 * S eck <a 10 “ Wrenches on Board....... .@55.80 asst. 37.20 asst. 
“ “ 1 “ “ ‘a 073“ 2 “ 
oo. Tubes ne: 3 Blue...... pe ‘G 16 HL “ Tire Assortment No. 4. Approximate Cust, $1200.00 
5 Ibs. # Red and Black Packing, Cost Retail 
me ge CRETE @ .90lb. 1.25 )b. Price List Price 
é Ibs. Spools Mogul Packing. . @_ .30 ea. .40 ea 1 30x3 Clincher Plain Casing. ...@12.65 15.20 
6 ‘Pals Cotton Wicking.......... @ .07 “ an ° 2 30x31 . Non- Skid“ (@17.20 ea. 20.70 ea 
1 Bar 34"x12" Solid Bronze, 1 32x314 S. S. ™ @20.00 24.05 
1 Bar 1"x12" Solid Bronze.........@ _ .60 Ib. 1.00 lb 1 31x4 Clincher s (26 .40 31.70 
(Approximately 5 Ibs.) 132x4_ ~=OS.S. (27 .00 * 32.40 
1 Bar 1’x14"x12’, 1 33x4 @28 .20 33.90 
1 Bar 114"x12x5% 2 34x4 . (28.85 ea. 34.65 ea. 
] Bar 13.x34x12, 132x444 “ 36.55 43.90 
1 Bar 114x%x12, 134x414“ @38 .90 16.70 
1 Bar 15¢x1"x12. 135x414“ (@)40 65 48.80 
Cored Bronze (Approximate | 36x49 @A1 .30 19.55 
weight, 21 Ibs.) GP ae (a 60 “ 1.00 * 1 35x5 ; (@A6 .35 59.65 
1 Ib. .002 Shim Brass. Reena ae wee @ 1.35 “ 2.00 “ | 32x4 Cord @ a 55.15 
“ f “ de See @ 1.15 “ . co" 1 33x4 : @A7 15 56.55 
- ‘ae . a ee ee Ge «fe 1.25 1 34x4 (AS .45 58.15 
1* O10 * Fe Arche widen arora 69 “ 1.25 “ 1 34x4! @54 .65 65.55 
5“ Grade A, genuine Babbitt. ...@ 1.00 “ 1.50 “ 1 35x45 (55.90 67.10 i 
5“ Cheap . ee 22 * 5O “ 1 35x5 (2,67 .80 81.35 iy 
10 lb. Wire Solder............ @ .48 “ 60 “ 1 30x3 Grey Tube @, 2.25 3.30 : 
10“ Y%xxBar Solder...........@ 44 “ 60 “ 130x319 @ 2.80ea. 4.15 ea 
6 2 oz. Cans Soldering Paste.......@  .20 ea 30 ea. 2 32x34 @, 3.05 “ 4 10 i 
1 Ib. 14” Medium Felt... ... @, 2.10\lb. 3.00 Ib. 1 31x4 . @ 3.70 5.35 tf 
1“ %&% Bee @ 2.10 “ 3.00 “ 1 32x4 @, 3.80 5.50 iF 
1“ Sheet Fibre — a @ .65 “ 1.00 “ 1 33x4 @, 3.90 5.65 ti 
) * a5 ._.a 65 °* ; oe * 2 34x4 (a, 4.00 ea dD 19 € i iy 
1 3ft. length Rd. Solid F ibre, ly @ .12ft 25 ft 1 32x44 ‘ @, 4.70 6.75 { 
13 “ “ 34” (a 26 “ 50 “ 1 34x44 @ 4,90 7 10 i: 
13 “ “ “« “ “ 80 “ 1.00 * 1 35x4% f@, 5.00 7 25 j 
121” Leather Pump Washers....@ — .20 doz 05 es a 1 36x4} @ 5.25 7.55 4 
121%’ “ « “ @ ow .05 ° 1 30x0 @ 6 10 8.80 ‘F 
12 114" « “ “ i pS ie 05 * l 37x awl “ , (a 6.35 9.15 HT 
121%" “ “ a vcssM .ae 05 “ Perms 5%, 10th Prox 
12 114’; “ “ “ sc 40 “ OS “ Plus 5% war tax. 
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An Accessories Magnet 


By LLEw. 


fell heir to a magnet and it was about the most 

wonderful thing that had ever come my way. 
It was a horse-shoe shaped affair of steel, painted 
red at the top, and it housed a drawing power that 
was almost miraculous. I could shove it toward a 
few tacks or iron filings and they would jump for 
it like a hungry fish for live bait. All I had to 
do was to get it in the vicinity of a steel needle 
and immediately the needle came to life with appar- 
ently but one desire in the world—to get in close 
contact with that horse-shoe shaped piece of steel. 
It fascinated me and I dragged it around over the 
carpet until there wasn’t a brad or a tack to be 
found with a microscope. For weeks “Dad” could 
parade from the bathroom in his bare feet with 
almost uncanny safety. The visit of the dress- 
maker lost’ half its horrors. Incidentally I col- 
lected a hoard of hardware that would p y admission 
to every “kid” show in the town. That magnet 
had an attraction that no steel could ever resist, 
and since I have graduated into business life I 
have always had a sneaking admiration for its feats 
and a healthy desire to attract cash and customers 
on a magnet scale. 


Bier in the days of knee pants and marbles I 


New Motor Car Is an Accessories Magnet 


pnt the last few years we have been recognizing 
the fact that we have a real, life-sized magnet 
in the hardware field. The most of our stock items 
we have had to sell. We have had to create in the 
minds of our customers a bunch of strong desires 
before we could begin to collect the money that was 
tied up on our shelves. We have had to get out 
and earn every sale, or sit back and let the other 
fellow build up his bank account. Then came the 
automobile accessory, with a world of promises that 


S. SOULE 


gave us a new lease on life. At first we had to 
hustle faster than ever in order to put the line 
over, because we had started late, after giving the 
garage a mighty promising lead, but gradually we 
learned the ropes and selling grew easier. I say we, 
but I still spell it with a small w, because there are 
still hundreds of hardware men who haven’t seen 
the light and moved out of the darkness. 

Those who have made the plunge—and there 
are thousands of them—are now discovering that 
they have access to a real cash magnet in the new 
pleasure car. When we got a tack with the old 
horse-shoe type of our youth we had to catch it in 
the open, but the new car will draw cash out of 
pockets, wallets and through bank doors. Its power 
is only limited by the number in use and is con- 
stantly being renewed. 


New Cars Do Not Carry Full Equipment 


THE car manufacturer must have had the hard- 
ware merchant in mind when he turned out his 
product, because he has in most cases sold it minus 
a great part of the equipment that every motorist 
needs or wants. To be sure he has fitted it with 
four perfectly good tires as a starter, but what is 
the new proprietor to do when he encounters a 
puncture or a blowout? You won’t have to tell him, 
he knows. 

In most cases he won’t have his new buzz-wagon 
a week before he gets wise to the advisability of 
carrying at least one spare tire and an extra inner 
tube. Right there a little suggestion will sell him 
an extra rim, if his car is mounted on wood wheels, 
and also something in ‘the nature of a rim tool. 
Then comes the idea of tire patches, and chemical 
accessories for stopping tire leaks; also a small 
vuleanizer that will cheat the garage man out of 


192 








April 17, 1919 


an opportunity to do a lot of high priced repair 
work. When he has acquired all these items he 
suddenly realizes that he absolutely needs a chain 
lock for that spare tire, if he expects to find it in 
its accustomed place when he comes out of the 
picture show, and you fill his need with a smile and 
a profit. By this time it will have rained in almost 
any self-respecting section of the country, and he 
only has to take one skid on a slippery road or 
pavement in order to fill him full of enthusiasm for 
tire chains. If your magnet has been working as 
perfectly as it should under proper guidance you 
will find that you have attracted a pretty good cash 
harvest into the register by this time, and think 
of it, Mr. Hardware Dealer, you haven’t had a thing 
to work on but four wheels. You have only scraped 
the surface of your accessories prospect and the 
magnet is still on the job. 


Every New Car Wants a Home of Its Own 


ATURALLY the car owner is proud of his ma- 
chine, and about the first thing he thinks of 


after purchasing it is a place to keep it out of the 


weather. In the cities it is often more advisable 
for him to rent space, particularly if he is a flat 
dweller, but in the smaller towns, where the ma- 
jority of people own their own homes, it is up to 
him to build a private garage. That means the sale 
of garage hardware, which is an easy line for the 
hardware man to stock, and which carries a mighty 
good profit. A little talk along this line will put a 
good sale over, and add another credit to the magnet. 

With the home for the car acquired, there follows 
the plan of keeping the car clean and in condition 
to merit its home. A live dealer will suggest body 
and nickel polishes, sponges and cleaning brushes 
and hose for washing the car. For hot dusty 
weather, the owner will need seat covers, and for 
winter he will require a radiator cover. He will 
also be in the market for a cover for his spare tire. 

So much for looks—but there are other things 
to consider. He is sure to need oils and greases to 
keep his car in condition, and probably extra oilers 
and grease guns. He can easily find use for a five 
gallon gasoline can, for use in filling his car tank 
from the storage tank the dealer will sell him, and 
he can hardly get along without a good brass or cop- 
per funnel. He is bound to require a lock to keep 
the car from being stolen, and he should have a 
lifting jack of some type to place the car on when 
it is not being used for any extended period. Quite 
a list of materials that hover in the wake of the 
private garage, and they all move at the pull of the 
new car—the accessories magnet. 


Sales From a Safety Standpoint 


A GOOD many new cars are equipped with bump- 

ers, although there are many that are not so 
outfitted. Now a bumper is a real protection to a 
car, a sort of insurance policy, and it really isn’t 
much of a job to sell one to the new car owner. As 
a matter of fact, many dealers are now selling two 
instead of one, so that the owner can protect his 
car both front and rear. Another safety device, 
as well as a great convenience is a good spotlight— 
one that will throw a beam of light several times as 
far as the ordinary headlights will. Then there is 
the wind shield cleaner, that wipes the moisture off 
the glass and permits the driver to get a clear view 
of the road during a storm. Other items in this 
line are the running board mats or step plates, non- 
freezing mixtures for the radiators, and fire extin- 
guishers for both garage and car. Every car driver 
wants his car to be a safe proposition for himself 
and his family, and often the new car magnet pulls 
along safety lines. 
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A New Light On Lenses 


ID you ever think of the sales possibilities of 

new lenses for new cars? Practically all the 
cars are sold to the users, equipped with plain lenses. 
Now there are laws in most states, and special rul- 
ings in many cities, requiring the use of other 
types of lenses. The wise dealer will find out the 
laws of his own state and will be governed accord- 
ingly. If there are no laws regulating this phase 
of motoring, he can still use the same arguments 
that make such laws advisable, and get the car 
owner to change his lens equipment for one that 
is safer and more attractive. Dimmers come under 
the same category, and can be sold with equal 
facility. 

Lenses and dimmers are not hard to stock, have 
an especial attraction for the motorist, and can be 
depended upon to pay a legitimate profit. Get the 
lenses in front of the magnet and watch the results. 

Sell Spark Plugs In Sets and Jacks In Pairs 

T doesn’t take any great amount of effort to make 

the car owner see the advisability of having some 
extra spark plugs, and I have found it just as easy 
to sell a full set of plugs at one time, as to sell single 
ones. All that is necesary is to think in sets and 
talk sets, until you sell the set idea, and soon you 
will build up a line of customers who will always 
buy their plugs in complete sets. 

Jacks are along the same line. Every car owner 
will have one jack, but it is up to you to show him 
where he needs two, and if you have ever driven a 
car you will agree with me that there are many 
times when a pair of jacks is a winning hand. 

Dry batteries should also be sold in complete sets, 
as the voltage of a series of dry cells will always 
fall to that of the weakest cell. It is really cheaper 
to buy a new series than to try filling in. Get the 
quantity idea and help the old magnet along. 

Accessories That Spell Comfort and Service 

The new car is an especially good magnet for 
sales of accessories designed to give comfort or 
special service. In this line are the shock absorb 
ers, power pumps, battery gages, dash clocks, elec- 
tric cigar lighters, robes, flash lights, starters for 
Ford cars, tow lines, automobile shovels, blue books 
or other guide books and dozens of other items that 
will come to your mind when‘ once you have con- 
sidered this angle of the accessories game. 

Sporting goods come under this head in a meas- 
ure, and it is hard for the average retailer to realize 
the vast possibilities of the sporting goods that 
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naturally follow the new motor car. There are light 
rifles and guns, fishing tackle and golf equipment, 
as well as such items as vacuum bottles, lunch kits 
and travel trunks. The new car magnet is always 
drawing cash against the sporting goods account 
and it will work for you as well as for the exclusive 
sporting goods or accessory store. 
Tools, Tool Kits and Tool Chests 

» 4 OU may think that the tool line is hardly a 

proper one so far as the new car is concerned, 
but you will find that most purchasers of new cars 
are soon disgusted with the tools which were fur- 
nished as part of his car equipment. He will want 
wrenches, hammers, pliers and scores of other tools 
almost from the very start. When he once gets the 
tool bee in his bonnet, he is a mighty live prospect 
for the sale of special tool kits. He will also be 
found to take readily to the idea of a garage tool 
kit to keep in his garage and be always ready for 
shop use. It obviates the difficulties of the motorist 
who does some garage repair work and drives off 
without putting the tools back in the car. With a 
tool chest, he won’t find it necessary to use his regu- 
lar car or travel kits, and they will be in the proper 
place at the proper time. 

Remember the tools furnished with many cars, 
particularly the cheaper ones, are not of the best 
quality, and do not begin to cover the tool wants 
or needs of the car owner. Instead of a new car 
blocking the way to tool sales, it opens the door to 
the limit. The new car magnet will draw tool cus- 
tomers. Are you ready to fill their wants? 

Work Around New Car Requires Special Clothing 
ORE than two-thirds of the people who buy 
new cars this year will do at least a part of 

the necessary work around them. By that I mean 
the washing, polishing, changing tires and other 
jobs the owner of a car falls heir to. Naturally this 


Hardware Age 


means the use of special equipment in the way of 
clothing, gloves, etc. In many hardware stores, 
over-alls and denim suits of various types are a 
regular part of the stock, and the autoist is one of 
the star purchasers. Sometimes he buys two suits, 
one to carry in the car and the other for the garage. 
He also can readily be induced to purchase cotton 
gloves of the type generally carried in stock, and the 
better grades of leather gauntlet driving gloves 
that are now being stocked by the live ones who have 
seen the auto-accessory handwriting on the wall. 
Heavy leather coats are also being sold in good vol- 
ume to the car owner who combines hunting and 
fishing with his regular auto pleasures. 

There are dozens of other places where the dazzle 
and glamour of the new car are working in the in- 
terest of the dealer who is not asleep on the job. 
Just dig up one of those robust auto accessory cat- 
alogs now so universally issued by the hardware 
jobbers, and look over the items that can be added 
to the equipment of a brand new car. Just put 
yourself in the position of the fellow who has pur- 
chased a spick and span automobile, and wants to 
surround it with the things that are attractive and 
necessary. Get on the other side of that magnet 
and let it get a good grip on your desires. Doesn’t 
it open your eyes to a bunch of sales possibilities 
that you have been overlooking? 

Now go back to the pulling end of the magnet 
and get busy. Plan a stock to take care of the 
wants of the new car owner. Get a list of the fel- 
lows who have purchased new cars, and those ex- 
pecting to do so. Go after them from the time they 
fall for the motor car until they can proudly say: 
“T’ve got the whole works now from garage to spot- 
light.” Follow the new car through just one sea- 
son, and you will agree with me, that it is the great- 
est little magnet for accessory cash in the whole 
motor field. 


It Is Easy to Sell Gas This Way—Free Air Will Bring Accessory 
Prospects to Your Door 


Modern tanks with sidewalk pumps and electric air compressors make it possible for hardware men 
to render car owners the “service that builds business” for the accessory department 
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Swank Hardware Company 
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By Roy F. SOULE 


_bundle of statistics. It’s going to taste 

good from the first chew to the last linger- 
ing swallow. It can’t be termed “something the 
cat brought in” unless you want to put Burleson 
on the back fence and let him yowl postal ineffi- 
ciency at the moon. 

For the past 30 days the postman has been 
bringing me catalogs, wholesale hardware houses’ 
special automobile accessory catalogs. They have 
come from every section of the United States— 
fat ones, lean ones, colored insert cousins to plain 
black and white catalogs, wide ones, narrow ones 
—all telling the same story of progress; all em- 
phasizing the push and pluck and pep of the big 
hardware men who have declared automobile ac- 
cessories to be hardware; all from concerns who 
have taken a taste of auto accessory profits and 
like it well enough to go out after a full meal, all 
from fellows who are demonstrating their readi- 
ness to put a real distributor’s energy behind the 
goods they buy. 

There are 40 of these catalogs piled up on my 
desk to-day. Enough, thank goodness, to bury 
from sight all the unanswered mail that is the 
nightmare of my existence. 

Boys, I want to tell you the story of these 40 
catalogs. They are not all the accessory catalogs 
in the hardware field, not by a long shot, because 
more than 200 hardware jobbers are putting out 
special automobile accessory catalogs. But they 
are 40 big concerns whose middle name is “aggres- 
sive.” 


O' BOY! but this is going to be a juicy 


Here’s Real Merchandising 

HESE 40 wholesale hardware houses have a 

capitalization of many millions of dollars. 
They are cash discount people. If anyone ever 
lost a dollar in bad accounts with one of them it 
has been kept a dark secret. These 40 hardware 
wholesalers are traveling eight hundred trained 
salesmen. The 40 catalogs that smile up to me as 
these words are being written contain 7194 pages 
of well-illustrated accessories. The covers are 
bright, snappy, interesting. The cuts are excep- 
tionally good and the copy is surcharged with 
selling talk for the retailer. 
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Now let’s look over these 40 disciples of prompt 
delivery at close range. Let’s put them under a 
microscope and see what sort of wigglers they 
really are. 

Kelley-How-Thomson Company. Oh, yes! A 
little hardware concern up in Duluth. Their cata- 
log is 5380 pages thick and the limit of their serv- 
ice game is the roof. Take into consideration that 
people play outdoors up in the Northwest in the 
summer months, and that’s some service. They 
are moderately capitalized at four million dollars. 
They travel eighty men. These boys cover Min- 
nesota, Wisconsin, northern Michigan, North and 
South Dakota, Iowa, Idaho and Wyoming. When 
they stick their teeth in a bone you can bank on 
business. They sold 45,000 spark plugs in a sixty- 
day whirl a short time ago. Their stock of auto 
accessories would be a surprising sight to any 
poor manufacturer who has been kidding himself 
into the belief that hardware people are not the 
big ace-high distributors of accessories. 

Minnesota is a neighborly State. Nestling right 
alongside that big Duluth catalog is a 236-pager 
with newspaper dimensions, bearing the imprint 
of Farwell, Ozmun, Kirls & Co., St. Paul. The 
cover is a work of art, even if the motorcyclist in 
the foreground does bring unpleasant memories of 
cops and speed limits. This firm travels ninety of 
the keenest salesmen that ever sold an opening 
stock. They travel the entire Northwest. Their 
automobile accessory department has long since 
passed the experimental stage. They registered a 
modest increase of better than 100 per cent in 
accessory sales last year. 


Fernley’s Neighbors 


ENNSYLVANIA is a great old State. It’s the 

State of Keystones, Pennsylvania Dutch, 
Franklin and the Liberty Bell. Philadelphia is 
the town where Betsy Ross hand-stitched the first 
stars and stripes. T. James Fernley, secretary- 
extraordinary, has his offices in the City of Broth- 
erly Love and a lot of hardware is made and dis- 
tributed right in that neighborhood. Three of 
these accessory catalogs are from Pennslyvania 
houses. Here’s a 279-page business builder from 
the Swank Hardware Company, Johnstown, Pa. 
There’s $250,000 back of that catalog, and nine 
traveling men pushing, its products in central 
and southwestern Pennsylvania. Then here’s 
C. H. Miller & Co., Huntingdon, Pa. It takes 136 
pages to show their line, a hundred thousand dol- 
lars and four men combing the brush in central 
Pennsylvania. 

Kline & Co. over at Williamsport, Pa., are right 
up in the cherry pie belt. The catalog is only 84 
pages thick, but it’s a geography wide, $200,000 
and four traveling men back of it. Surely central 
Pennsylvania is being worked right. 


Nebraska to the Fore 


A POOR provincial millionaire who lives in 
New York City recently started an accessory 
manufacturing plant in Brooklyn. It was a great 
move in the right direction. His education had 
been sadly neglected. He thought Nebraska was 
still filled with buffalos and a seat on the hurri- 
cane deck of a wild cayouse was travel de luxe 
out on the river. He made a good product, and 
in due time went out to meet his distributors. 
Right now he thinks that Lee-Coit-Andreesen 
Hardware Company, of Omaha, and the Henkle & 
Joyce Hardware Company, of Lincoln, are greater 
than the house of Morgan and the New York Stock 


Exchange. 
I saw him right after his return to the bright 
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lights. He told me that the big Omaha hardware 
house had $500,000 invested in their business, and 
actually traveled 27 men in Iowa, Nebraska, Kan- 
sas, South Dakota, Colorado and Utah. He said 
that they had an exclusive accessory catalog as 
big as the society register of New York. I guess 
he was right. That catalog is in my pile, 176 
pages of it. 

Then my friend of the spats spouted about 
Henkle & Joyce. A quarter of a million capital, 
eleven exceptional men, an 84-page catalog that 
rivals in make up and design a Fifth Avenue style 
book, wonderful, perfectly wonderful. Well I hate 
to disagree with an enthusiast. They sure sell 
accessories in Nebraska. 

Now from Nebraska to New York is a nice little 
ride. About two days longer than you would want 
to tackle in a day coach, but when you hit the 
old Empire State you find the same people push- 
ing accessories. 

Sure, Beals, McCarthy & Rogers have a 448-page 
catalog and 16 men on the road. Righto about 
Barker, Rose & Clinton, Elmira, $150,000, a 120- 
page catalog and nine men on the job. These 
New Yorkers know a good thing when they see it. 
I could name a dozen hardware concerns in this 
State who are on the job in accessories, but this 
is a story on the catalogs on my desk, so I am 
going to stick to my knitting. 


Both South and North 


HE hardware wholesaler has the exclusive auto 
accessory house going South on this business. 
Speaking of the South. Here’s a catalog from the 
Harris Hardware Company, Washington, N. C., 
112 pages, $160,000 and three men hitting eastern 
North Carolina. Here’s Beck & Gregg, Atlanta, 
theirs is a 201-page catalog. Back of it is a capi- 
talization of $800,000 and 31 traveling men. What 
they sell in the Carolinas and Georgia doesn’t 
leave an impression that the South is asleep. 

And just a Julip away from Beck’s business the 
King Hardware Company has a place. Good store, 
$350,000 invested, a 274-page auto accessory cata- 
log and 25 men out over Georgia, Florida, Ala- 
bama and the Carolinas. 

Now shed your panama and crawl into your 
coonskin. We’re off for New England. Different 
men, same business, hardware all mixed up with 
fog horns and spark plugs. 

Bigelow & Dowse, both came over on the May- 
flower. ‘ They started the house that bears their 
name that fall, and have been going strong ever 
since. I don’t know what they put into the busi- 
ness, but whatever it was it has grown to a 
$400,000 stock, 21 men grab the business their 
100-page catalog stirs up. They know New Eng- 
land like a cootie knows soldiers and they—well 
anyway, Congdon & Carpenter of Providence is 
another good New England house. 

Their catalog of accessories is 125 pages strong, 
and their sales force of six men are specialists. 
They have to get the right turn over on a half- 
million dollar stock. Then their neighbors Bel- 
cher & Loomis is the same town modestly capital- 
ized at $200,000. 

J. Russell & Co., Holyoke, Mass., have sent me 
their catalog, 96 pages and six live wires who 
cover a portion of New England until they get all 
the business there is to get. If all-the hardware 
wholesalers in New England had sent me their 
catalogs on accessories I’d be writing a whole 
book on the rockbound coast. 
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Texas Turning Handsprings 


+4 EXAS is that State where the shortest shadow 

is a million miles long and where the cattle 
wax fatter on cactus plants than they do on 
corn farther north. Texas has the best average 
retail hardware stores of any state in the Union, 
and the jobbers have a jump on the ground hog 
ten months out of the year. 

The Bering-Cortes Hardware Company have 
sent me their 116-page catalog. It’s a pippin, 
shows how far Texas has gotten away from the 
Pinto in locomotion. These Houston hustlers are 
capitalized at $350,000 and seven men make mince- 
meat of accessory prospects for them. 

Austin is another town in the Lone Star State 
worthy of right honorable mention. Small people 
sure, only 16 sales experts on the road, only two- 
thirds of a million invested, and only a 340-page 
auto accessory catalog. It’s small the way Texas 
hardware people do things, but it looks good to a 
lot of us. The firm? Oh, yes! Walter Tips & Co. 

So long Texas. We’re off for Clarksburg, W. Va., 
where the Williams Hardware Company does a 
peach of a hardware business, $150,000 and eight 
men can peddle a heap of hardware in West Vir- 
ginia, and they do. 

More neighborhood stuff. Huntington, W. Va., 
is the town where the original badger fight was 
pulled. Emmons-Hawkins Hardware Company put 
out a 118-page accessory catalog a few weeks ago. 
There’s half a million dollars, 22 men that say it’s 
going to be a good investment. I don’t want to 
argue with them. Take it from me and don’t. I 
was the man they pulled the badger fight on. 

From Wisconsin and Michigan 

kK RED KRONER started the Fred Kroner Hard- 

ware Company in La Crosse, Wis., with a hogs- 
head of hardware that came up the Mississippi on 
a flat boat. A lot of people went flat broke in 
those days of long hauls, but Fred didn’t. He left 
a big business to a lot of Kroner boys who knew 
how to make it bigger. To-day they have $300,000 
working in hardware, and a lot of it is in auto 
accessories. The 138-page catalog and 12 men 
are jamming home accessory truths for them in 
Wisconsin, Minnesota and Iowa. 

Down the state to Milwaukee, and we drop in 
to say thanks for the 157-page catalog the Wm. 
Frankfurth Company sent us. Their $500,000 
stock must have been taken on pre-war prices. 
They travel 26 men and go as far west as the 
Dakotas. 

Green Bay is another Wisconsin stop we must 
make. Some kind soul in Morley-Murphy’s ad- 
dressed an accessory catalog to me, and it came 
through O. K., 108 pages of it. Half a million 
more and 21 men. Say it sure seems endless. 

Michigan? They’ve got “Good Roads” Earle, 
the white fish, a heap of summer resorts and 
Henry Ford to shoot at. Buhl Sons Company, 
Hardware, a warm million dollars, a hot 150-page 
accessory catalog, and 28 twin cylinder commer- 
cial ambassadors. Yep, accessories look more and 
more like hardware to me. 

Morley Bros. over at Saginaw are in the game 
too—40 men, 104-page catalog and another loose 
million at work in Michigan and Ohio. 

Tennessee Has Skidded 

APPROACH Tennessee with fear and trembling. 

The Blue Grass country where Andrew Jack- 
son and Colonel Pebbleford raced hosses in the 
good old days, the land where the field horses 
were pedigreed. Oh, Tennessee, how you have 
skidded. The honk of Elizabeth has skinned the 
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shins of Nancy Hanks, 
and even old-timers like 
McClung & Co. of 
Nashville, lend encour- 
agement. Oh, yes, they 
are another million-dol- 
lar hardware house. 
They have a 211-page 
accessory catalog, and 
their 18 men are going 
on high. 

The Piedmont Hard- 
ware Company of Dan- 
ville, Va., have advised 
me by wire that they do not make Piedmont cig- 
arettes. They favor “Home Runs.” They sent me 
a 216-page catalog and a letter that says their six 
men are running home a heap of accessory busi- 
ness. 

Iowa, the premier state of automobiles, the 
state where Cy hops into a Packard to ride over 
to the back forty and a day’s plowing. The state 
where egg money purchases Rolls-Royces, and 
butter-fat is converted into flivvers. 

The Haw Hardware Co., Ottumwa. Old Indian 
name that. Ottumwa was the chief whom the 
pioneers found milking the buffalos. He intro- 
duced Wigwam cheese among the savages and in- 
fringements on his patents made cottage cheese 
a common commodity among the pale faces. The 
Haw Hardware Company have a 110-page acces- 
sory catalog, 12 men and a quarter of a million 
at work. No wonder old Ottumwa pulled stakes 
with such competition. How runs the town now. 

Salina, Kan., is the place where the first saline 
salts solution was used. The Lee Hardware Com- 
pany would go to that extreme to-day if there was 
no other way to get an accessory order. Their 
fat catalog is 245 pages deep, $600,000 and 18 
doctors of diligence out pushing the line. 





“Indianapolis and the West” 


O you know what a Hoosier is? I asked a con- 
vention rounder that question recently and 
he said it was one of Van Camp’s men. 

The Van Camp Hardware & Iron Company have 
an even 70 of these Hoosiers out selling acces- 
sories, $600,000 more hardware capital and a 200- 
page catalog. Say this isn’t an argument. It’s an 
admission that auto accessories are hardware. 

Kansas City was built on seven hills too steep 
for gang plows. Richards & Conover built a hard- 
ware temple on the top of the highest hill and 
their 40 men from this point of vantage can see 
business farther with the naked eye than most 
folks can with a spy glass. They see business in 
auto accessories, a 262-page catalog and half a 
million dollar stock. No wonder they reach down 
into the Texas Panhandle for business. I'll bet 
they get into the skillet itself. 

Many harsh things have been said about Okla- 
homa. It was once rumored that Al Vayo was 
born there. Al says it 
isn’t true. He was bled 
there, but never born. 
Blanket game,  out- 
doors, the sky the limit. 
But that was years ago. 
The modern store is the 
Russell Hardware Com- 
pany, a firm with a 
quarter of a million 
dollars, doing a double- 
quick turnover. A firm 
with 12 men making 
new and better records 
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every year; a firm with 
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present. Let’s skip a century or two and say 
thanks for their 50-page catalog. Their stock is 
another half a million dollar proposition. Twenty 
men and a mighty ambition all ready to push auto- 
mobile accessories harder this year than last. 

Tennessee is the land of colonels. Orgill Bros. 
& Co. employ 25 men, even their office boy is a 
captain, and they sure deliver the goods. Their 
accessory catalog is a 160-page pullmeter. Their 
capital $300,000 and their territory a piece of 
country about sixty times the size of the British 
Isles. 

The Thomas-Ogilvie Hardware Company of 
Shreveport, La., have a hundred thousand dollar 
stock, an 85-page catalog, eight men and a logging 
railroad. They all push accessories until even the 
alligator hunters are equipped with spotlights. 

Smith Bros. Company, Columbus, Ohio, with a 
169-page catalog and 15 men, and A. M. Holter 
Hardware Company of Helena, Mont., with a 178- 
page catalog, just got under the wire. Their cata- 
logs just arrived. I’ll bet a dozen good ones come 
in before this gets off the press. 

In by a Hair 

TO, I’ve only eleven to go. Here’s Uncle Dick’s. 
4% Don’t know Uncle Dick? Say you’re sure 
young in the hardware business. Uncle Dick is 
the president of the Shapleigh Hardware Company 
of St. Louis. He knows more folks than all of us 
put together. He raised St. Louis on a bottle and 
269 men pack grips branded Shapleigh Hardware 
Company. They sell hardware in every spot shown 
on any common Atlas. The ihk is hardly dry on 
the catalog that has just come in. It’s labeled 
“Shapleigh’s Automotive Equipment—No 230.” It 
is 424 pages strong, indexed and cross-indexed. 
It’s round cornered with a hole in the upper corner. 
Uncle Dick wants hardware dealers to’string it 
and keep it hanging around. It contains illustra- 
tions and descriptions of every tool and every 
piece of automotive equipment this side of 
Shanghai. The cuts are big arfd clear. The print- 
ing is great. It is the largest catalog of its kind 
ever issued by the Shapleigh Hardware Company. 
It’s a credit to Uncle Dick’s boys, and it’s good 
enough to stop on, though others are in sight. 


New Catalogues on the 
Way 

MORE automobile ac- 
4 cessories are sold 
by hardware men than 
by all other distribu- 
tors combined. The ed- 
itors of HARDWARE AGE 
never cease to congrat- 
ulate * themselves’ on 
having introduced and 
on having fought to a 
finish to put automobile 
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Charles Leonard 
Hardware Co. 
Automobile 
Accessories 
Automobile 
* . + Hardware + 
“RUSSELL 
i Charles Leonard Hardware Co 
HARDWARE GOMPARY a 
a 5. SES SER ESS 
accessories right where they are in American Tampa Hardware Co., Tampa, Fla........ 200,000 8 
: Brown-Rogers Co., Winston-Salem, N. C... 100,000 3 
hardware stores. * a Marshall-Wells Co., Duluth, Minn... 5. .--+. wr 6(f 
But the ball is still rolling © business so Bos cat a ee es | OES, ” 
, ‘a . —— — Townley Metal and Hdw. Co., Kansas City, 
splendidly established is still growing. The op- OES EO Rae 500,000 35 
ew 5 till at McRae Wholesale Hdw. Co., Helena, Ark. 100,000 4 
portuni y 18 Stl great. oe ae nan Rs oy Smith, va cecnes Fens ae 94 000 10 
: ia ; . 3 -aNni- ‘ran tolladay Hdw. Co., Hutchinson, Kan. 02,000 6 
The following list gives the names, the capl Blish, Mize & Silliman Hdw. Co., Atchison, 
talization, the number of traveling salesmen of 7 Kan. | pines aes’ Go." Des ‘Moines. carts gay Bae 39 
. rown-Camp Hdw. Co., Des Moines, Ia..... 400,000 20 
hardware wholesalers who have written HARD-  telta Haw. Co.. Bscanaba, Mich. 1)! 100,000 2 
WARE AGE this month saying that they would issue ardwicke-Etter Co.. Sherman, Tex....... 375,000 11 
. ’ : Peden Iron & Steel Co., Houston, Tex...... 1,000,000 25 
new automobile accessory catalogs in the month Salt Lake | Hdw. Co., Salt Lake City, Utah.. 2,000,000 30 
° y: : . Stricklz Till Hd aldosta, Ga. . 100, 5 
of April. Nineteen-nineteen promises to be the Pwebeomeng Foy ria Raueek. — vere 200°000 10 
. res ‘ aecreaa ry as 9 Albany Hardware & Iron Co., Albany, N. Y. 250,000 7 
y Ss Ss Ss. ’ 
banner year for auto acce sory ales Nelson Hdw. Co., Roanoke, Va Pescntal nia attest 50,000 5 
Number Kane & Keyser Hdw. Co., Belington, W. Va. 175,000 4 
of a: Co., Bluefield, SOR 250,000 9 
Capitalization Men Supplee-Biddle Hdw. Co., Philadelphia, Pa.. 1,000,000 100 
Cc. Y. Schelly & Bro., Allentown, _. Sree ee 5 
Wright & Wilhelmy Co. Omaha, Neb...... = ...... ® Tenk Hdw. Co., Quincy, __ SPCR RR re ee ee 10 
John Pritzlaff Hardware Co., Milwaukee, tobinson Bros. & Co., Louisville, Ky...... 150,000 22 
MPEE:, |. ce -m pigh ds ch iada oe Space oa ea ack eee eee 1,000,000 ihe 
Knapp & Spencer Co., Sioux City, Iowa ad 700,000 23 *Twenty regular, 3 special. fSeveral hundred 


Note that Prominent Sign “AUTO ACCESSORY DEPARTMENT.” 


This ship-shape accessory department in the store of Schoedinger- 
Marr Co., Columbus, Ohio, is a good example of the kind of merchandising 
leading hardware men are giving to automobile accessories. Note the tire 
samples prominently displayed, and the use made of manufacturers’ dis- 
play helps. Here is a model department which new-comers in the profit 
field of accessories will do well to study. 


_ AUTO ACCESSORY 
DEPARTMENT 














“Holding Em” by Pushing Good Tires 
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Service Station 


By I. HORACE VOGEL 
Salesman with M. I. Davidson, Hardware 
Dealer, Brooklyn, N. Y. 

HAVE never “sold a tire’ in the three years 
] I’ve been in the automobile tire and accessory 

business. 

“How’s that?” 

Well, here’s the dope: When a man enters a 
sales proposition he has an option on two alterna- 
tives—he must sell either merchandise or satisfac- 
tion. I choose the latter every time. 

“Why?” e 

Simply because merchandise, whether it be tires, 
horse blankets or gyroscopes, can be bought at cut 
prices, and satisfaction cannot. When a man elects 
to sell merchandise, tires for example, he has but 
one leg to stand on in effecting a sale, 7.e., there is 
only one point that he can dwell upon, and that his 
customer will dwell upon, and that is “price.” 

“Can you meet the price?” is the eternal ques- 
tion. 

After a short time this merchant’s stock assumes 
the form of a liability, for he must wait for the 
customer who is ready to take a chance ona cut- 
price tire—and the percentage of such is compara- 
tively very small and growing smaller every day. 

The average buyer, particularly the motorist, will 
not permit himself to make the same mistake more 
than once. If his tire blows out at a premature 
mileage, it is a foregone conclusion that he is going 
to have it made right, or discontinue the use of 
that particular make of tires. He will go back to 
the dealer, and naturally he will get very little 
satisfaction there. The dealer will try to explain 
that he sold the shoe at a very low figure. But this 
is far from surfeiting to the man most concerned. 
When anything goes wrong with any article the 
cut-price buyer has bought he does not stop to con- 
sider that he may not have paid enough for it. His 
first and only contention is that the offending dealer 
does not sell a dependable brand of any kind of 
merchandise. 

The result is the positive loss of this man’s pat- 
ronage, and the probable loss of sales to his friends. 


How to Sell Satisfaction—Not Tires 


TT above is the way the cut-price merchant does 
it. It is not altogether the right way, nor the 
profitable way, to sell tires. 
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Accessory department of M. I. Davidson, 


Brooklyn, N. Y. 


Here is another method, my method, of selling 
satisfaction, not tires. Compare the two. 

A prospective customer enters the hardware store 
and leans toward the tire stand. 

“IT want a good shoe, cheap,” is his first request. 
“T’ve got plenty of shoes, but I suppose I can always 
use another spare. So you had better make the price 
right.” 

The good dealer views his prospect and knows 
that he would be doing him a good turn, and at the 
same time be teaching him a lesson in practical 
economy, by persuading him to buy the best tire in 
the store. This is how he starts upon his work of 
creating a new and friendly business relationship. 

“Here is the tire that is positively the cheapest 
on the market. The name of it is ‘—— Cord.’” 

“Why, I always thought that, that was one of the 
highest priced tires,” replies the customer. 

“You’re not very far from right,” says the dealer. 
“In fact, it is the highest priced tire made, but it 
costs the least in the end. In our system of costs 
we figure ‘miles per penny’ and not initia] expendi- 
ture.” , 

“Oh, I’ve heard that somewhere before,” joins 
in the prospect in a sarcastic tone. 

“Yes, but I can see that you have never given it 
a trial. You are in business, using your car every 
day. You actually depend upon it to help you carry 
out your duties and earn your livelihood. Why 
don’t you give it the opportunity to serve you eco- 
nomically? Why do you keep it working under a 
constant disadvantage? You want to buy a cheap 
tire now just as you have been buying in the past. 
Did you ever stop to figure out what it costs you 
per mile to ride on cheap tires?” 


A Service Deal Clinched 


ssATO, I don’t get the time or the chance to do 

that. Now, let me see. I have bought seven 
tires in the past year, and I had four new ones 
when I got the car. I have run the car about 
twelve thousand miles, and I practically need a set 
of shoes now, for I am fairly well run down all 
around. That makes a total of eleven tires, or ar 
average of about three thousand miles. That’s as 
good as I’ve gotten so far, and I haven’t run across 
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anybody that can boast of results very much better.” 

The customer felt that he had just about con- 
vinced the dealer that his was a hopeless case, and 
was ready to walk out. 

Not so with the dealer. ‘‘What,” said he, “would 
you say if I offered you a written guarantee that 
four of these tires will run twelve thousand miles 
each, and then be ready for a little more service?” 

“I would simply say that you are making some 
pretty rash promises. You must be dreaming of 
the fairy tales some motorists like to relate. But 
if you are actually in earnest, I’d like to make you 
make good your bluff.” 

“Nothing would suit me _ better,” replied the 
dealer. “But I should like to insert one condition 
into our little agreement. I would suggest that you 
come down here regularly once a week for a ‘tire- 
inspection.’ We have a man here who is a specialist 
in ‘blowout-prevention,’ and we make it a point to 
have every man we know of, who runs a car, stop 
at our door for a regular tire inspection. This is a 
service that we give absolutely without charge, 
whether the tires have been bought here or in Osh- 
kosh.”’ 

“T’ll gladly do that,” said the customer. “But 
don’t forget that these tires must make over 12,000 
miles each, before you have made good your end 
of the deal, and you bet I’m going to hold you to 
that.” 

“That is exactly what I want you to do, 
dealer, and he meant it. 

The customer walked out with four cord tires and 
tubes, apparently well satisfied. The dealer had 
turned over $300 in ready cash, and was just as well 
satisfied. 

This is the basis on which the dealer felt he was 
making his promise: If the man was to stop at his 
door once a week, it was a sure thing that accessory 
business for himself would result. And so it hap- 
pened. 


” said the 


Weekly Sales Keep Piling Up 
fle first few times the customer turned up his 
tires were examined and pronounced satisfac- 
tory. Soon a little tread cut began to show, and 
for this the dealer prescribed tire gum, and tire 
cement at a very small cost. The next time the 
dealer sold him some body polish. 


A varied automobile accessory window 
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came a sale of a 5-gallon can of oil. Then a set of 
skid chains. And so on down the line. Almost 
every time the motorist stopped over for a tire ex- 
amination he bought some little thing or other that 
was absolutely essential to the car. 

All of these things would probably have been pur- 
chased at any store the customer might have been 
passing at the time the need arose for the article. 

The tires held out in truly good shape, due not 
only to the ‘quality of the shoes, but more to the 
ability of the dealer to effectively bring out every 
mile that was built into them. 

One day when Mr. Customer rolled up in his car 
he was surprised to hear the dealer ask that he leave 
his car to have the tires taken off for a fabric in- 
spection. He had run about 9000 miles without even 
a puncture. He promptly complied, and when the 
tires were removed the fabric was found to be 
breaking in two shoes. The dealer advised relining 
of the tires, to make them good for another several 
thousand miles. He explained that fabric breaks 
were caused by rutty roads and stone bruises, and 
that in time they would pinch the tube and cause 
punctures. The next step would be blowouts. 

To reline the tire would be giving it a new lease 
on mileage, and putting it in a position to deliver 
what the dealer called “Satisfaction.” 


Know Tires to Sell Satisfaction 


[* did not require much persuasion to make the 
patron consent to this, and for a nominal sum the 
two tires were relined. 

When the tires were left for the repair, the cus- 
tomer bought two new shoes, and this time he 
actually specified—‘the same as last, and no other 
—for I have yet to have a blowout on these tires.” 
Then he added, “but I can keep the same tubes in 
them.” 

To this the dealer raised a serious objection, with 
the following explanation: “When your tube has 
run several thousand miles its outer surface begins 
to harden gradually from the heat of constant fric- 
tion. All rubber hardens with heat. That is the 
process through which solid truck tires are put, to 
harden them. When the rubber hardens, it natur- 
ally begins to wear on the inner fabric surface ot 
the shoe, and it wears it down about twice as fast 
as new, fresh rubber would wear it. When you put 
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Tires are featured in this busy automobile accessories department of the Steinman 
Hardware Co., Lancaster, Pa. Note the prominent use of manufacturers’ display 
helps and the serviceable home-made pipe tire rack on which samples are displayed 


an old tube into a new shoe your shoe undergoes 
a double test, and under a very great disadvantage; 
for the tread has the ground for its enemy, while 
the fabric has the tube to contend with. There can 
be but one result from a move of this kind, and that 
is constant puncturing of tubes and premature 
blowing out in the tire. In our language, an old 
tube in a new tire is “penny wise and pound foolish.” 

The customer understood thoroughly, and gladly 
purchased two new tubes with his tires, and at the 
same time thanked the dealer for the information. 

This is only one real example of a friendly busi- 
ness relationship that has sprung up simply. through 
fair treatment, and the determination of a live 
business man to sell satisfaction and service first, 
instead of merchandise only. 

The man who took a chance on buying satisfac- 
tion is now a steady visitor at the establishment of 
the enterprising dealer who interpreted to him a new 
phase of business, the art of selling “satisfaction.” 
He stops at the store almost every day and buys 
not only motor accessories, but also any other hard- 


ware that he may need, and he actually buys more 
of the latter, in dollars and cents, than he does of 
the former. 

He sends his friends, also, to the “Store of Sat- 
isfaction,” as he calls it, and one morning when he 
happened to be making a purchase there he actually 
helped the dealer to convert another skeptic of the 
same type which he had formerly been. 

The motorist, above all, appreciates a square deal, 
and it is a paying proposition to gain his good will 
by dealing in “Satisfaction First.” 

The adoption of this policy has been responsible 
for our increasing our “tire and accessory” stock, 
which, at the time of our advent into this branch 
of the hardware business amounted to about Four 
Hundred Dollars, to what is now the livest business 
department in the store with a stock of about Fight 
Thousand Dollars. This growth has been achieved 
in the short space of three years. 

We expect to continue building big business 
through the one great channel—‘“Selling Satisfae- 
tion.” 


Some hardware men find it profitable to put their automobile finishes in the accessories 

department, instead of the paint department, because car owners can then be sold the 

finishes when they are buying other equipment. This simple display sold automobile 
finishes for a Newark, N. J., dealer 
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Link Sporting Goods Up with Your Motor Accessories 


By H. D. STERLING 


OC HINKLEY was not a specialist. He was just 
D a plain doctor with real horse sense. He was 
the only man in the town that could call Mr. 
W. Radcliff Scuffington “Bill” and get away with it. 

Mr. W. Radcliff Scuffington was a man of prestige. 
He had no past to hide. “W. Radcliff’ was no camou- 
flage. He had achieved success and “W. Radcliff” was 
his crown. It sounded like ready money and it was 
a name that carried social distinction. 

If you desired to interview “W. Radcliff” you first 
sent in your card by the office boy. If you were not 
flatly rejected you stated the nature of your business 
to his secretary in the outer office and he in turn trans- 
mitted the message to Mr. Scuffington. 

Mr. W. Radcliff Scuffington was the president of a 
great institution and like all good presidents his habits 
were regular. On his desk were many bottles and each 
hour as the clock struck certain potions from certain 
of these bottles found their way into his system via 
the spoon route. 

The town’s leading specialist, in consideration of a 
fat fee, had prepared a list enumerating all the dif- 
ferent ailments with which he thought “W. Radcliff” 
might be afflicted. He was a highbrow doctor and he 
derived a nice income from the pain chasers that were 
compounded from his prescriptions. 

Mr. Scuffington and Doc Hinkley had been friends 
in the old days when Mr. Scuffington was known as 
“Bill.” When “Bill” became “W. Radcliff,” Doc Hink- 
ley had a chance to become the Scuffington family 
physician. He had just one chance and he pied it. 
He did not reckon with Mrs. Scuffington. When he 
sent in his bill he itemized it, and each call was charged 
out at a flat rate of two dollars each. Mrs. Scuffington 
was in society and two dollar calls did not match up 
with her silver dinner service. A plug hat and ten 
bucks a throw would have kept him in the running. 


Old Doc to the Rescue 


HEN W. Radcliff Scuffington had two heart wig- 
gles and a case of acute indigestion all in one 
afternoon he decided that it was time to forget about 


appearances, so he phoned for Doc to make one of his 
two dollar calls. 

Old Doc timed his patient’s pulse. He thumped his 
chest and listened to the feeble beating of his heart. 
He looked him over thoughtfully and carefully, and 
finally remarked: 

“Bill, you are not so bad. You have got a chance 
but if I take your case it must be on one condition, 
and that.condition is that you devote an entire month 
to the business of getting well. If you’ll promise to 
do this I’ll promise to make a well man of you, but I 
, want you to——” 

Bill butted right in on Doc’s conversation: 

“T’ll promise—I’]l do anything you say.” 

Doc went right on. 

“I want your promise that you will chuck business 
and all thoughts of business for a solid month. I am 
going to tell you some straight facts.” 

Bill’s heart passed up four straight beats. 
reached over and placed his hand on Doc’s. 
were tears in his eyes. 

“What you need most, Bill, is a change, a rest, to 
get away where you can think right thoughts. When 
you think right thoughts you will think well thoughts 
—now you think sick thoughts. Your vision is clouded, 
Bill. You have worked in this room for the past four- 
teen years and the scenery you have enjoyed most has 
been the ‘E Pluribus Unum’ on the silver dollar. You 
have neglected to change the view—to turn the dollar 
over and look at the other side—the ‘In God We Trust’ 
side. Your business has been the business of making 
money and you have closed your eyes to the better 
things of life. It is true that you have enjoyed your- 
self in your way, you have wined and dined, you have 
been a slave to dinners and parties, to the conventions 
of society. You have never taken the time to gaze out 
at the distant blue mountains and to paint a mind pic- 
ture of the wonders God created over there for you to 
enjoy. Your life here has been sordid, Bill. You 
know not of the wild beauty of those hills—of the trees 
and the flowers, the canyons, the trout streams, the 
desert on beyond. You have never listened at night 
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to the murmur of the breeze blowing through the pines 
or to the night bird of the desert calling for its mate. 
All of these things are for you to love, Bill, and when 
you learn to love them then will come to you greater 
understanding, health and happiness.” 

Bill had been gazing at the gray tinted wall. As 
Doc talked views strange to him had seemed to stand 
out on the wall as moving pictures on a screen. 

The old Doc added: 

“I am going to leave you now. I will make out a 
prescription for you to take out there, it will help you 
to get well. At nine tomorrow, Bill, meet me at 
Pringle’s hardware store, and we will have the pre- 
scription filled.” 


A Hardware Prescription 


HAT night Doc finished his prescription. He 
lighted his pipe and glanced over what he had 
written. It was a most peculiar prescription for a sick 
man. It read “Axe (sportsman type), skillet, coffee 
pot, fry pan, dutch oven, water pail, camp stove, lunch 
kit, hunting knife, shot gun, rifle, ammunition, clean- 
ing rods and extras, hunting coat, boots, vacuum bot- 
tles, drinking cups, canteens, flash lights, batteries, 
bulbs, compass, fishing rods, reels, creels, flies, hooks, 
lines, landing net, rope, tent, camp chairs, cots and 
luggage carriers, besides a goodly stock of provisions.” 
When Doc reached the hardware store he found Bill 
gazing in the show window. It was a window display 
featuring sporting goods for the motorist. As they 
entered the proprietor came down and shook hands 
with them. It was a snappy, clean hardware store 
and everybody in it seemed glad to see them come in. 
Mr. Pringle only made one mistake—he called the 
sporting goods man and introducing him as the head 
clerk stated that he would be glad to take care of 
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their requirements. This was seemingly all right, but 
when Mr. Pringle went to the rear of the store the 
head clerk turned to Doc and Bill and in low earnest 
voice said: 

“T am not a clerk—I am a salesman.” 

First Bill was shown a shot gun. Doc knew just 
what Bill wanted, and it did not take the salesman 
long to place in Bill’s hands a bright new sixteen- 
gauge pump gun. At first Bill handled it awkwardly, 
but as he listened to the salesman he forgot that he 
was Mr. W. Radcliff Scuffington. He fondled the gun 
lovingly and as the salesman conversed in a low tone 
Bill imagined that he could see a shiny expanse of 
rippling waters. On the waters strange birds were 
swimming. The salesman was telling of a trip he 
had made, of his experience with a sixteen gauge and 
of the kill. There were ruddie ducks, widgeon sprigs, 
blue bills, teal, mallards and canvas backs. The sales- 
man showed Bill a twelve gauge of the same make 
and model, but Bill fell hard for the little sixteen. It 
seemed to him a thing of life and in his heart there 
arose a wondrous desire for possession. The salesman 
called attention to the “feel,” the weight, the balance. 
He stated the price in the same low tone—it was thirty- 
seven dollars. Bill told him to mark it down. His 
heart didn’t miss a beat. 

sill was next shown some rifles. Doc handed him 
a little 25:35. Bill tried its balance, then he placed 
it to his shoulder. As he gazed over the ivory bead 
front sight he could see something besides stocks and 
bonds and long rows of clerks bending over ledgers. 
The salesman explained some of the rifle’s good points. 
The revolving magazine action, the automatic indica 
tor, the safety locks for mechanism and hammer, the 
quality of the steel used in the construction of the 
barrel, the finish of the completed rifle and its balance. 
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As he talked a vision came to Bill. He was out in 
the grease wood and chapparel and in the far distance 
antelope were grazing. As he gazed the wind carried 
to them the odor of his presence and they started 
leaping. They were running in a circle and as they 
ran Bill could see that they were coming closer. He 
gripped the rifle tight and real blood coursed his veins. 

Bill placed the little 25:35 on the counter with the 
sixteen gauge. The salesman added the amount to 
his bill. 

Filling the Prescription 


bie asked about tents and the salesman accom- 
panied them to the very rear of the store where 
the tents were on display. There were tents of all 
kinds, miners’ tents, wall tents and wedge tents. As 
tents were discussed Doce noticed a tent that was dif- 
ferent from the rest. It was a light, compact tent 
weighing only about twelve pounds and it could be 
rolled up into a bundle six by eighteen inches. The 
salesman explained that it was specially designed for 


motorists. That it could be set up and attached to 
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the automobile quickly. This tent could be used with- 
out poles and as it would accommodate two men nicely 
Doce had it added to the list. 

They were next shown coffee pots, lunch kits, frying 
pans and kindred articles. As Doc selected this article 
and that one Bill had another dream. This time he 
could see the auto and the white tent beneath the 
pines. It was getting dark and in front of the tent 
a camp fire was burning. . Doc was holding a frying 
pan over it. To Bill’s nostrils there came the scent 
of frying bacon and steaming hot coffee. It made Bill 
positively hungry. 

Camp cots and camp chairs occupied the salesman’s 
attention. As he straightened out the collapsible cot 
and told of the ease with which it could be carried and 
set up at night Bill had another vision. He was sleep- 
ing beneath the stars. The pine boughs were gently 
swaying in the breeze. The odor of pine and spruce 
permeated the air and as the breeze caressed his face 
Bill became sleepy. 

The salesman dispelled the illusion by adding the 
price of two camp cots and two camp chairs to Doe’s 
prescription. 

The show cases were really a sight for a sick man. 
Behind their glass walls were vacuum bottles, lunch 
kits, flash lights and batteries, hunting knives, hunting 
axes, drinking cups, water proof match boxes, com- 
passes, wrist watches, decoy ducks and duck, goose 
and crane calls. 

Another case displayed reels and creels, fish lines, 
spoon baits, spinners, fly books, trout flies, fish spears, 
landing nets, gaff hooks, fish hooks and rod mountings. 

Bill was beginning to experience an intense longing 
to live. The salesman stopped in front of the fishing 
rod case and he handed Bill a split bamboo fly rod. It 
was a beauty with German silver mountings and when 
its construction was explained Bill listened attentively. 
He could see himself standing in the edge of a swift 
running mountain stream and as the salesman talked 
he felt a quick bending of the rod and beheld a splen- 
did trout leap from the turbulent waters and as the 
spray flew as the fish made mad dashes to the surface 
Bill knew that the fight was on. He gave and took 
and finally as the speckled beauty seemed to lay gasp- 
ing in the water at his feet the salesman handed him 
a landing net and with it he deftly lifted the trout 
from the water. As he did so he heard the salesman 
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state the price of the rod and net. It was eighteen 
dollars for the rod and three dollars for the net. Bill 
asked that. it be added to the list. 

When Bill stopped in front of the camera case the 
salesman placed one on the case, stating that it was 
the best procurable at the price. The salesman worked 
the shutter and explained to Doc and Bill the simple 
way to take pictures. Bill seemed to be living in 
after years and before him was a book of wondrous 
views of mountains, streams, lake and desert. It was 
wonderful to Bill and with his permission the sales- 
man added fifty dollars to the bill for kodak and 
supplies. 

When Doc suggested a dutch oven and the sales- 
man lifted the cover he painted a word picture that 
gave Bill a whiff of camp biscuits that stirred up his 
fear of indigestion. He wanted some right then. 

The salesman spread a tourist map of the back 
country on the show case. He told of the scenic beauty 
of the trip that would take them to the mountains and 
the desert. He told of the winding roads through the 
valleys, the views from the mountains. 

It would not be worth while relating all the equip- 
ment Doc and Bill purchased. Doc bought a new cas- 
ing and a spare tube in the accessory department and 
Bill added a running board canteen, a luggage carrier, 
an automobile shovel and a spot light. 

When they left the store the salesman bowed them 
out. He had a bird of an order and Bill had a new 
lease on life. He had missed three shots at his row 
of medicine bottles. 

When they arrived at Bill’s office the force received 
a surprise. The first thing Bill did was to shoot his 
medicine bottles into the waste basket. Then he called 
the force in and announced that he was going away 
for a month. He turned his work over to the vice- 
president. He shook hands with his employees in a 
manner which was a surprise to them all and walked 
out of the door and down the steps with his head erect. 


Off to Take the Medicine 


Si mountains were no new thing to Doc. He had 
taken other patients out there and had brought 
them back well. They were prepared for a stay of a 
month—provisions, ammunition, tent, bedding—all 
packed in the rear of Doc’s auto. As Doc guided the 
car over the winding mountain roads Bill viewed the 
scenery. He was doing some thinking and turning to 
Doc he said: 

“Doc, I feel better right now than I have felt in five 
years. I am not yet fifty and a week ago I didn’t think 
I had a fighting chance to live six months.” 

Doc piloted the car through pretty valleys and up 
steep grades, over roads that wound like silvery rib- 
bons through the mountains. That first night they 
made their camp by the roadside in the shadow of a 
mighty cliff. They put up the tent and by dusk Bill 
had his first whiff of frying bacon and camp. coffee. 
When the meal was over Bill had finished the last 
biscuit in the dutch oven. He didn’t have indigestion. 
He slept right through the night and next morning 
after the tent was taken down and breakfast finished 


Doce piloted the car over many more miles of winding 
road. 

They made a permanent camp in a clump of tall 
pines on the bank of a lake nestling in the mountains. 
By the light of the fire that night Bill got out the 
little sixteen and carefully cleaned it. He put the split 
bamboo together and took some lessons from Doc on 
casting. 

At the end of two weeks Bill had forgotten that he 
ever had a heart. Doc had taught him how to shoot 
and how to fish and Bill in return made a specialty of 
beating Doc at the game. He gave Doc all the fancy 
shots and the ducks that Doc missed were the ones that 
Bill mussed up with his little sixteen. When Doe 
taught him how to fish he didn’t know that Bill was 
just natur’ly inclined that way. When it came to 
fishing Bill lived the thoughts that came to him when 
the salesman sold him the rod and reel. The six pound 
lake trout and the five and three-quarter pound small 
mouth black bass got their introduction to the frying 
pan along the line attached to Bill’s rod. 

Bill had an appetite that was abnormal. Doc was 
alarmed—he had outfitted for a stay of a month and 
had it not been for the constant supply of fish and 
game the stock of provisions would have been depleted 
before the month was half over. Nothing was placed 
before Bill that he could not eat. Fish, game, flap 
jacks, beans, canned tomatoes, bacon, ham, spuds—he 
cleaned up any thing and everything. 

(To be concluded in next week's issue) 
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As an Automobile Accessories Prospect 
Bu THE MAN BEHIND THE COUNTER 


GLEEP is necessary to a man but fatal to a busi- 

ness. Our old friend Rip Van Winkle took one 
of the longest naps on record and the only evil after 
effect was his waking up in a world that had out- 
grown his customs and habits. Being a man, he 
could readjust himself to conditions and go on as 
before. However, if Rip had been a business he 
would have come out of his long sleep to find that 
some other element of the business world had 
copped both his trade and his customers, and he 
would have had the habits of a world to break 
down before he could get back on his old plane of 
progress. 

That is one of the things that the hardware 
dealer who carries automobile accessories to-day 
must give careful consideration. It isn’t a pleas- 
ant thing to say, but it is a fact, nevertheless, that 
some of the men who travel under a hardware title 
seem about ready to don pajamas and join Rip 
Van Winkle. They are passing out general hard- 
ware items that the druggist and racket store man 
have left for them to sell, and have even broken 
precedent enough to sell a spark plug or a wrench 
to the car owner who insists, but they have appar- 
ently quit looking for new business. 

They take the old Chinese attitude of living in 
the past, and face a Chinese future. Like Rip, 
some day they are going to wake up in a commun’ 
ity where their business habits are twenty years 
behind those of the buying public, unless they get 





He is your best accessories prospect 


back: into their working clothes now and hustle for 
the profits that are ready to be picked. 
Pleasure Car Not the Only Accessories Prospect 
I AM taking it for granted that the great major- 
ity of hardware dealers have already been far- 
sighted enough to recognize the importance of the 
auto accessories field, and have at least put in par- 


A county tractor demonstration and school 





tial stocks of this line. However, that is only the 
first step. It generally means catering to the man 
who owns a pleasure car, and who seems to be the 
exclusive accessories target of the average hard 
ware merchant. In fact, that is one of the symp- 
tons of the sleeping sickness that I have referred 
to. The really wide-awake dealer has already dis- 
covered that the pleasure car is not the only pebble 
on the accessories beach. It is a big factor in 
accessories sales, I am willing to admit, but it is 
far from being the whole thing. For one thing, 
it cuts out a large percentage of the farmer trade, 
and the farmer of to-day is a ready-money factor 
in accessories sales that do not deal entirely with 
the pleasure car. Bear in mind that I am includ- 
ing the Ford in the pleasure car class, at that. 

It is true that many farmers, particularly in 
the older farming states, own pleasure cars, but 
there are also thousands of farmers who still ride 
to town behind the old horse, and yet buy certain 
types of motor hardware for their gasoline engines, 
trucks and tractors. 

They are just as good pay as their fellows who 
ride on the auto cushions, and their business means 
just as much to the man who fills the hardware 
wants of their communities. 

Let’s cater to the pleasure car owner as in the 
past, but let’s also do a little reaching for the busi- 
ness of the other fellow who buys his accessories 
for some different field of motor activity. It is 
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Gasoline-driven tractor operating a hay baler 





job enough to keep the drowsiest merchant awake, 
and it will yield profits that will allow him to take 
longer naps when he reaches the age limit. 


186,000 Tractors in Service on American Farams 


MOST, hardware men will be surprised to learn 

that there are now approximately 186,000 trac- 
tors of various makes and sizes on the farms of 
the United States, yet that is the figure arrived at 
by Washington officials in a recent investigation 
of the tractor field. It speaks eloquently of the 
growth of the tractor industry when compared with 
the number of such machines in use at the begin- 
ning of 1917, which the office of farm management 
placed at 35,000. It is also estimated that the 
tractor production for 1919 will reach the grand 
total of 314,936 machines, and the investigation 
referred to shows that tractors find their way rap- 
idly into the hands of the farmer users. Last year 
alone 96,000 were sold in this country. Do you 
realize the field the tractor uncovers for motor 
accessories ? 

The tractor manufacturer is optimistic over his 
future business. Already he predicts that the 
motorized farm of the future will call for three 
different motor units, one for plowing and other 
heavy work, one for cultivating and pulling single 
units of haying or harvesting machinery, and one 
for hauling his produce to market. He points out 
that there are even now farms of only 160 acres, 
in the grain belts, where this system has been 
found profitable. 

However, whether we ever reach the three motor 


This model farm “factory” uses two motor trucks, one tractor 


and seven stationary gasoline engines 





unit stage or not, we can be sure that the tractor 
alone is already running into the hundred thou- 
sands and that it is still in its infancy. 

Considering the tractor from an accessories angle, 
we can be absolutely sure of this much: The en 
gines in the gasoline and kerosene tractors are 
practically the same, except for size, as those used 
in automobiles and trucks. They require the same 
types of sundries to keep them in running condi 
tion. In other words the tractor is a prospect for 
the sale of practically the same essential acces- 
sories as the motor car, with the exception of tires, 
windshields and a few similar devices. You will 
even find horns and other warning signals on some 
farm tractors. 

Let that number, ‘‘186,000,” soak in for a while. 
It may ward off that impending nap. 

The Farm Angle of the Truck 

T seems almost a waste of time to take up the 

motor truck as an accessories prospect, because it 
arrived several years ago, and is a recognized fac- 
tor in the field. However, I think that the average 
hardware dealer has failed to get the farm angle 
of the truck problem. During the past two years 
the truck production figures have _ practically 
doubled, and the farmer has received his full share 
of the output. With the high’prices of wheat now 
in effect, he wiil buy many more in the days to 
come. 

To the farmer the motor truck is a matter of 
practical economy. With the truck he can haul 
many times his former load of farm products, and 
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Trainload of tractors going west—Who will sell accessories for them? 


can deliver the produce in less than one-fourth the 
time. It shortens his hauling time and his labor, 
while it practically adds hours to his working day. 
Besides carrying his grain to the railroad or ele- 
vator, it can be used to haul fertilizer to his fields 
and to transfer the farm supplies. If he main- 
tains a truck garden its use is still greater, as he 
can get his produce to market early, before the 
heat of the day, and be back in time to handle the 
regular farm work. 

The accessories possibilities of the truck are 
practically unlimited, and now is the time to let 
your farmer friend know that you are in position 
to fill his motor truck accessory wants. The truck 
has a place for almost every accessory that is used 
by the most up-to-date pleasure car, even to tires and 


pumping water, chopping feed, running separators, 
churns, and washing machines, and for handling 
spray pumps. In many parts of the country the 
spraying of fruit trees is compulsory and practi- 
cally every farmer will be found to own a power 
spray outfit of the gasoline type. 

This field has been somewhat neglected from the 
accessories standpoint, but it is one well worthy of 
extensive cultivation. Practically every farm of 
the better class now has a stationary gasoline en- 
gine as a part of its regular equipment. In the 
great irrigated sections it is almost a necessity, and 
has about displaced the old water wheel of a few 
years ago. Such an engine is also to be found in 
the basement of many a farm home, where it is 
used primarily to pump water and to operate the 


Gasoline-operated thresher requires spark plugs 
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chains and other items that hardly fit the tractor. 
For several years it has been gradually crowding 
the horse off the roads leading from the farms to 
the towns and cities, because it is saving time and 
expense to the farmer. 

It is estimated that the next three years will see’ 
the number of motor trucks on the farms of this 
country practically doubled. Surely the hardware 
dealer can hardly afford to neglect this profitable 
source of motor hardware sales. 


Gasoline Engine as a Motor Hardware Customer 


O NE of the most profitable fields of sale for motor 

hardware is that dominated by the gasoline en- 
gine, either of the portable or stationary type. 
Naturally a great many of these engines are to be 
found on the modern farm, where they are adapted 
to many lines of work. Sometimes they are found 
mounted on improvised trucks so that they move 
about by their own power. They are used for 
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home lighting plant, while it acts as general helper 

to the farmer’s wife in the performance of her other 

household duties. 

On still other farms the visitor will often find 
well equipped machine shops, where the farmer- 
mechanic can take care of his own minor farm 
repairs. These shops are invariably operated by 
a gasoline engine of the portable or stationary 
type. Remember that the gasoline engine of any 
type is a prospect for many motor accessories sales 
as well as for the various oils, greases, etc., that 
add to your yearly profits. 

Farm Machinery Will Increase Your Accessories Sales 
T must be somewhat of a shock to old Dobbin 
when he sees the motor driven seeders and cul- 

tivators that are now making their appearance on 

the more modern farms. I recently talked with a 

farmer who operates several of these machines and 

he was very enthusiastic over them. They enable: 


Tractors sold by Wooster Hardware Co., Wooster, Ohio—They are a sure accessory magnet 
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the driver to make quick even turns at the ends of 
the rows and get into space that is inaccessible to 
the horse or tractor driven machine. They also 
give the owner a clear view of the field when cul- 
tivating, and do away with the tramping down 
and destroying of the young plants. This farmer 
prophesies that the next two years will see the in- 
stallation of thousands of such machines in the 
fields of the great corn belt. 

Likewise in the South, the cotton growers are 
commencing to use mechanical cotton pickers, of the 
tractor type, and it is apparently only a question 
of time until some such machine will be practically 
replacing the hand pickers of the cotton fields. 
Other motor driven farm machines are sure to 
appear in the near future, because the farmer is 
rapidly realizing the value and economy of motor 
power. Every such addition to the farm equip- 
ment means additional sales of motor hardware 
and accessories for some enterprising dealer. 

Let the Farmer’s Dollar Lure You 

HERE are many other angles to be considered 

in the cataloguing of the farmer as an acces- 
sories prospect, but those I have mentioned should 
be sufficient to ward off any Rip Van Winkle stunts 
on the part of the hardware dealer. We are all 
agreed that the automobile accessories line is an 


exceedingly profitable one if handled correctly, and 
we are also agreed that no far-seeing hardware 
deaJer can afford to let go of any really profitable 
lines at this time. The only real reason that the 
hardware trade as a whole has shown such remark- 
able progress is that the dealers have continually 
added to their lines. Whenever they have seen 
real profit possibilities in legitimate lines they 
have not hesitated to go after the business. 

Only a few years ago the automobile accessory 
was an unknown quantity. Now thousands of live 
hardware dealers in every section of the country 
are counting it as one of the big items of their 
business. The only drawback has been that they 
have focused their attention too steadily on the 
pleasure car as an output for the line. They have 
paid too little attention to the other motor ma- 
chinery and to the farmer who, uses it. 

Just now the farmer’s dollar is going farther 
than that of almost any other class. In other words 
his bushel of wheat will buy more than it ever did, 
despite high prices. He has the money and he also 
has the motor machinery, the truck and the tractor. 
If you want to increase your sales of auto acces- 
sories—or if you prefer, motor hardware—turn 
your trade spotlight on the American farmer. 

He is your one best accessories prospect. 


Night plowing with a tractor requires searchlights and spotlights 
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How and Why His Accessories Stock 
Trebled Twice in Five Years 


Proper Display Is Important—Tires Are Profitable If 
Stock Is Carefully Selected and Kept Turning Rapidly 
—The ‘‘Greatest Opportunity Facing Hardware Men” 


By T. F. MILLER, Vice-President, 
C. H. Miller Hardware Co., Huntingdon, Pa. 


IVE years ago this spring we added to our retail 
F department a very limited line of automobile 

accessories, at a total cost of about $500. The 
assortment was somewhat as follows: Tire acces- 
sories, tubes, chains, pumps, plugs, horns, jacks, 
brake lining, oil, wrenches; Ford accessories such 
as fan belts, tire carriers, cutouts, oil gages, license 


What to Buy and How to Display It 
developing the automobile accessory line it is 
advisable to adopt largely staple lines which are 
well advertised. Novelties and special lines should 
be purchased very carefully and the turnover 
watched closely, as in many cases they go out of date 
rapidly and are replaced by other styles or articles. 





Tool boxes, grease, oils and small items attractively displayed in the C. H. Miller hardware store, 
Huntingdon, Pa. 


brackets, anti-rattlers and shock absorbers; and 
various assortments such as cotter pins, lock wash- 
ers, taper pins and nuts. To-day the stock in this 
department amounts to $3,000, exclusive of tires, 
and we consider it one of the most active and profit- 
able lines. 

The hardware store is peculiarly adapted to this 
line inasmuch as it already carries many of the 
articles required, such as tools, paints, varnishes 
and oils. Working from this basis, the first step is 
to secure a live-wire salesman, preferably a young 
man and one who has a working knowledge of the 
line. He should be able to give advice in regard to 
placing any orders and this, combined with the in- 
formation which can be secured from the trade 
papers and from the jobbers’ and manufacturers’ 
salesmen, should enable one to put in a profitable 
stock. A list of cars which are popular in the lo- 
cality with the various sizes and styles of spark 
plugs, jacks, bumpers and other equipment, which 
they require, will prove very valuable. An accurate 
inventory and order system will do much toward 
keeping the stock clean and well balanced. 


Accessories as a whole lend themselves to display 
and every advantage should be taken of this fact. 
A section or two of glass door fixtures with shelves 
or lockers below makes an ideal arrangement and 
can be added to as the line increases. Such fixtures 
will put your goods in full view of the customer 
and they will soon become accustomed to consider 
the hardware store headquarters for automobile 
accessories, as it has always been the headquarters 
for saddlery and buggy hardware. 

A convenient feature which we have installed is a 
testing box which is attached to the regular light- 
ing circuit and which will test spark plugs, mazdas, 
electric horns, spotlights, etc. In addition to being 
a tester we find the demonstration which it affords 
is a good sales help. 

A stock of good tires consisting of six or eight 
sizes will prove a money maker provided this stock 
is kept at a minimum, free from obsolete sizes and 
styles, and provided it is turned over rapidly. The 
margin may seem a little small but a careful eye 
will make it a valuable line. Unless the accessory 
man has had experience it would be safer to have 
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The roomy accessory department in the Miler store INVITES car owners to buy there 


all adjustments made by the manufacturer, and in 
this connection I would like to state, the less men- 
tion made of the mileage guarantee by the sales- 
man to the customer the better. It is an argu- 
ment abused more particularly in connection with 
tires than any other line and may lead to a great 
deal of dissatisfaction. 


Keep a Perpetual Inventory of Tires 


A PERPETUAL inventory covering tires, tubes 
and jacks can be used to very good advantage. 
It will materially assist in placing orders and will 
also keep the stock clean and reduced to a minimum. 

Due to the fact that the accessory industry is de- 
veloping so rapidly the matter of obsolete stock 
should be given particular attention, otherwise the 


dealer will find himself, at the end of one or two 
years, with a stock on his hands which may be in 
good shape but is unsalable, due to the fact that 
the size, style or some other feature has been 
changed. 

Rather extensive advertising may be necessary at 
first in order to get the trade coming your way. 
This is particularly true in the sections where the 
mail-order houses have gained a foothold due to the 
fact that the hardware trade has been slow in 
taking up the line. Newspaper advertisements and 
window displays linked up with the manufacturers’ 
helps will prove effective. 

I believe that automobile accessories present one 
of the greatest opportunities of the hour to the hard- 
ware trade. 


In this mammoth accessories department of Reilly Bros. & Raub, Lancaster, Pa., shoes are shown 
under a counter built on pipe, and tubes are shown on the counter 
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Hardware Hustling Sells Accessories 


A few tires in the storeroom of the 
Swank store 
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This Story of a Sales Increase of One Thousand Per Cent in Four 
Years Reads Like a Romance—How It Was Achieved in Face of 
‘Specialist’ and “‘Garage’’ Competition 
By E. F. GLock 


Swank Hardware Company, Johnstown, Pa 


of automobile accessories. This is at last 

conceded by both producer and consumer. 
With those whose strides in this ever-broadening 
field have kept abreast of their opportunities, ,my 
remarks may only duplicate their own experiences. 
With the minority who hold aloof, or who have not 
enjoyed a signal success in serving their motoring 
customers, I hope to inspire and share greater con- 
fidence in the bright prospects ahead. 

Success, we are told, is a matter of enthusiasm. 
Anyone familiar with the present scope of the auto- 
motive industry cannot remain dormant to its fu- 
ture possibilities. The term “automotive necessi- 
ties” will, I think, more fully describe the stock of 
the future accessories department, since it includes 
supplies, accessories and parts for trucks, tractors, 
motor cycles, motor boats and aeroplanes, as well 
as passenger cars. 

Before telling of the development of a miscel- 
laneous scattered line of accessories into a leading 
department of an old conservative hardware store, 
I must show how statistics of the industry vindi- 
cate our preparation for inevitable expansion in 
this field. 


Tost hardware dealer is the logical distributer 


Why Accessory Sales Must Grow 


[= the United States there are nearly 6,000,000 
motor cars which have seen one year or more of 
service, approximately one car for every 22 persons. 
Manufacturers must still build four times as many 
more cars for the country at large to equal the 
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record of the State of Iowa, where one person in 
six Owns a Car. 

The average yearly purchases of supplies, exclu- 
sive of oil and gasoline, per car is variously esti- 
mated to be from $90 to $250, which, multiplied by 
6,000,000, gives an estimate of the total business. 
In the same way any dealer can arrive at the sales 
possibilities in his territory. There is the sum of 
$1,297,000,000 invested in the automobile industry 
by the most foresighted men of the country who pre- 
dict a 20 per cent increase this year in total number 
of motor vehicles. This increase alone means a 2% 
per cent increase in every accessories department 
holding its own against local competition. 

Quick and cheap transportation, the cry of the 
world, forms the basis of the automobile industry, 
which will thrive whether the nation be wet or dry, 
and will grow as the nation grows in good roads. 


Like Topsy, It “Just Grew” 


ie return to the evolution of a paying accessories 
department of an old established hardware store 
in a main line Pennsylvania town of 100,000 popu- 
lation, I must admit that there was no definite policy 
or planned effort to develop a distinctive department. 
From the period when automobiles were the rich 
man’s fad, motorists’ supplies naturally crept into de- 
partments selling allied goods, as the demand grew. 
About the year 1912 the buyer of paints and oils put 
in a line of auto oils and by 1915 he was buying 
them in carload lots. 

The buyer of mill and mine supplies stocked 
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grease cups, hose, belting, bolts, cap screws, lock 
washers, cotter pins and garage machinery. The 
tool department catered to auto mechanics, and into 
the sporting goods section where bicycle supplies, 
vacuum bottles and flash lights were located, there 
gradually drifted horns, pumps, jacks, spark plugs, 
spotlights, and specialties for the Ford car. 

At the beginning of 1914, when all items classed 
as accessories in the various parts of the store were 
assembled in the tool and sporting goods section at 
our main entrance, they inventoried about $2,600. 
Accessories then became a “sure enough” branch of 
the hardware business, with boosters and backing 
a-plenty. Firearms and athletic ware found refuge 
in the rear of the aisle as though afraid of the 
spotlights and “what nots” in their old trenches. A 
former employee returning after a year abroad with 
Uncle Sam’s motor trucks asked the store mana- 
ger: “Where will you put the rest of the store?” 

Tenfold Increase in Four Years 

T may sound boastful, but it is a fact, that the 

business of this department increased tenfold in 
four years, even though competing with a well- 
financed exclusive auto supplies house and the regu- 
lar garage dealers who had several years of a start 
in this line. In this remarkable growth, it ought to 
be admitted, there were two contributing factors, 
besides the firm’s long-established reputation, viz.: 
the location of the store at the head of “Main 
Street” and near a parking area; and the expan- 
sion of the auto repairing trade in the same dis- 
trict. 

Our ‘automotive necessities” department is now 
conducted by a buyer and a sales manager. The 
former has learned the futility of trying to supply 
every item called for, and finds his continuous stock 
record invaluable in determining the quantities to 
buy, in order to maintain a healthy stock at all 
times. He has decided that advertised brands of 
high prestige have advantages too numerous to re- 
late here. He considers any article made for one 
particular model of any car, except the Ford, to be 
a hazardous purchase unless its sale is guaranteed 
by a “goods-returnable” clause in the contract. In 
buying the many so-called “every-car-must-have- 
one” devices the judgment of a good friend me- 
chanic or of an experienced motorist has saved us 
many disappointments and losses. We aim to avoid 
those “world-beater” devices requiring expert sales- 
manship which invite trouble ever afterward, and 
prefer to adhere to the staple articles as defined in 
the accessories supplements of some catalog houses. 

Markdown Moves Old Goods—Bonus for New 

N the selling end of the game we take advantage 

of every sales aid offered by the manufacturers, 
such as window-trims, counter displays and direct 
mail advertising. Newspaper advertising is used 
only to push specially priced articles, as we consider 
the window display a more economical method, next 
in effectiveness to personal demonstration. A bar- 
gain table of real marked-down values is used to 
help move obsolescent stock and a cash bonus system 
stimulates the salesforce to move new items, and to 
close out dead stock at a profit. This bonus of 10 per 
cent is paid in cash each day and applies only on 
items sold at prices marked on list of items, which 
is given each clerk every Monday. 

Our salesforce is composed of young men eager 
to learn the technical side of the business, because 
the motorist has most confidence in the man who 
can answer his questions and advise him with judg- 
ment. Our sales manager conducts a bi-weekly meet- 
ing of the clerks at which actual sales demonstra- 
tions are conducted, visiting salesmen demonstrate 
their goods, and store system is studied. Unlike 
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most store clubs the interest in this class of self- 
named “Sales Engineers” has not lagged, as the men 
appreciate its value in improving their efficiency. 
Recording Sales That Are Lost 
ANOTHER sales aid we have found effective is a 
daily report on items requested but not sold. 
This little form in pads of 25 is attached to each 
clerk’s salesbook, and is filled out by naming items 
not sold and reason for the lost sale. These reports 
go to the buyer, and then to the sales manager, who 
returns them to the clerk with suitable instructions. 
Last but not least in the automobile business is 
the question: “Does it pay to handle tires?” Twos 
years ago we would have replied: “In dollars it is 
doubtful.” To-day we say: “It is up to the dealer 
to make the tire business. pay.” Furthermore, an 
accessories business without tires is like a paint 
store without white lead, for they are the keels of 
the two lines. Due to the better construction of 
tires, better roads, and to a clearer conception ir 
the public mind of what service to expect from « 
tire, the adjustment bugaboo gives us little trouble. 
One man is placed in charge of adjustments and his 
system must be carried out in every detail to avoid 
confusion. 
Pick a Good Tire and Stick to It 
EGARDING the kind of tires to handle we say, 
“Stick to a good established brand and concen- 
trate your entire sales efforts on it. No one could 
cater to the various preferences in tires and stock 
all sizes and styles in each line. We have built un 
a preference for the tire we sell. Our clerks will 
fight for its good name because they have no other 
“just-as-good” brand to think about. Furthermore, 
with a full stock of one brand, it is not necessary to 


More tires in the Swank store conveniently stocked 
on a hanging balcony 
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The Swank accessories department is one of the busiest and best arranged in Pennsylvania 


force substitutions in size or styie in some other 
brand, a practice which hurts business and hurts 
the tire sold unless unusually good service is ren- 
dered by it. 

In selling tires we never knock another brand, nor 
do we talk price. We speak of guarantee not as a 
fixed number of miles warranted, but as a basis of 
adjustment. And every purchaser of an accessory 
is asked to remember us when he needs a new spare. 

We say the tire business can be made to pay like 
any other small-profit item if efficiently handled 
and if the rate of turnover is built to carry the over- 


head of the large investment. Price cutting is posi- 
tively ruinous. and the business should be conducted 
on a cash basis, to which end we emphasize the dis- 
ccunt for cash. 

That the period of reconstruction in the motor-car 
industry has been passed with remarkable speed and 
smoothness is evidence of its solidity. There is not 
a cloud on the horizon of accessory sales oppor- 
tunity. But let me repeat, however, that careful 
analysis of demand and judicious buying of adver- 
tised brands are essential bases of success, even in 
the bright conditions ahead of us. 


Slanting bins for small items are used generally in the biq accessories department of Reilly Bros. 
ja f 
& taub, Lancaster, Pa. 








Where Quick Service Pays Dividends 
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Electric bulbs for automobiles shown in counter cases in the Foster-Farrar store 


‘ 


By W. W. DARBY 


Advertising Manager, Foster-Farrar Co., Northampton, Mass. 


was started four years ago. At that time we 

put in a stock of accessories on commission. 
The firm placing the goods selected the stock. We 
had considerable sales un- 
der this plan for a year; 
but found that we did not 
have for sale many items 
that were called for, and 
that we had too many un- 
called-for goods. Conse- 
quently we went into the 
game in the regular way 
and our accessory depart- 
ment is now one of our 
regular departments, with 
sales increasing every day. 

The department is in 
charge of W. J. Knowlton, 
a live wire, who knows 
personally the biggest part 
of the automobile owners 
in Northampton and vi- 
cinity. 

Catalogs help us to 
serve every car owner 
every time. 

We always have catalogs on the counter in our 
automobile accessory department for the use of 
our customers. If some question as to the use, size 
or make of any particular item comes up it is only 
necessary to refer to one of the catalogs to obtain 
the desired information. If a customer desires 
some item we do not carry regularly in stock, by 
reference to the catalog we can find just what is 
wanted and it is immediately ordered. If the goods 
are desired in a hurry, the order goes by telephone 
or telegraph, and the goods are ordered shipped by 
Parcel Post “Special Delivery.” We make it a 
special point never to allow orders for any goods to 
lap over into a new day. All orders are cleaned 
up every night before the store is closed. 


QO« automobile accessory department, as such, 





W. J. Knowlton, manacaer 
accessory department, 
Foster-Farrar Co. 


Where Real Service Pays Dividends 
UR mail-order business is assuming large pro- 
portions, some days occupying two large mail 
sacks. We have two parcel post deliveries a day, 
all of which is immediately opened, compared with 
special orders, and the orders sent out to customers 
within a short time after the goods reach the store. 

We also keep charts of the various automobiles 
and the best working materials recommended for 
their various parts, and are in shape to give autoists 
the very best advice as to what to buy to get the 
most mileage with the least trouble. The president 
of our company has for years operated a pleasure 
car and the firm runs a delivery truck, so we are 
able by personal experience to te!l what will or will 
not operate successfully. 

We figure that to make a success of the auto ac- 
cessory business a man must use his brains as 
much as, or more than, in any other department. 
We do not stock up heavily on every new item that 
comes out, as we find we are able to get any new 
items our customers desire in about twenty-four 
hours. Neither do we stock up too heavily in any 
lines, because we have found.that automobile styles 
are more changeable than women’s dresses. What 
sells well to-day and looks like a big repeater may 
be a dead one to-morrow. We buy light but always 
figure to have enough to supply the ordinary de- 
mand. We plan to be just a little ahead of the de- 
mand in supplying any item for which there is 
popular sale. 

On tires we meet the public more than halfwav. 
We sell only standard brands—no seconds—and we 
make adjustments so that our customers are sat- 
isfied. We have found that a man inclined to be 
unfair in his mileage claims will, if you encourage 
him to talk, usually make contradictory statements 
which hurt his case, while the man with a just claim 
usually puts it in such a way that a mutually agree- 
able adjustment is made. 

On oils and greases we have charts giving the 
special greases or oils for various cars, and we have 
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Some of Mr. Darby’s ads that puli 
car owners into the Foster- 
Farrar store 
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been able to do a good business in these two items, 
selling some customers oil by the barrel and half, 
barrel. 


Getting the Garage Business 
GARAGE man or car owner has Confidence that 
when he comes to us he will get just what he 
asks for, and he is sure of the quality. As a result 
we have an especially large trade with the local 
garages and just at this time of the year we have 
been doing a big business in piston rings, selling a 
high-priced ring that is standard equipment on some 
of the best makes of cars. Of these rings we have 
sold more in six weeks than our entire stock usually 
amounts to. 

We started with a few cap screws, set screws and 
nuts, and by gradually increasing our stock in both 
sizes and quantities have increased our sales to 
quantities of several thousand at a time. We find 
the automobile accessory business helps the sale of 
other goods, especially the sale of garage hardware 
to owners of cars. 

On tools for the garage men and chauffeurs we 
hustle for trade and find a ready sale for cotter 
pins, lock washers, shim stock, drills, taps, wrenches, 
hammers, copper tubing and tubing connections. 
We carry a large assortment of pliers and we have 
also found a good sale for taper pins and taper pin 
reamers. In brake lining our stock and sales have 


both been constantly increasing, as it has been our 


aim only to sell a reliable lining that would stand 
service. Chamois, sponges, enamels in colors, 
brushes and other items to enable a car owner to 
do his own painting have helped business and 
brought us trade. 

A complete stock of all the most used automobile 
electric lamp bulbs has proven a good trade getter, 
as we are able to tell a man just the style, size 
and candlepower lamp he needs for his car. 

The Things That Sell 
LINE that we are just building up business 
on comprises ignition parts and brushes for 
motors and generators. In spark plugs we keep 
several brands that we know give good service. 
Ford specialties are also a feature, but we do not 
carry the bulky parts for the cars. 

Electric and hand horns, steel balls in all sizes, 
headlights, tail lights, trouble lamps, jacks, inner 
tubes, reliners, patches, pumps and cement we carry 
in a variety of makes but always goods that we know 
will give satisfaction. Wrenches in sets and ‘too! 
kits are a source of much trouble unless they con- 
tain dependable goods. We aim to sell quality goods 
so that we can sell the same customer more goods 
another day. 

We also religiously read HARDWARE AGE every 
week, especially the advertisements and descrip- 
tions of other stores. We use every feasible plan 
to keep business moving and increasing, realizing 
that whatever benefits the motorist helps our busi- 
ness and keeps the dollars rolling toward Foster- 
Farrar Company. 











Getting More Action on Accessories 


You'll Never Give Your Cash 
Register a Hot-Box by Merely 
“Stocking ”’ a Line— Action 
Is What Counts—First Study 
Your Field, Then Study Your 
Line, Then Talk It 


By FRANK FARRINGTON 


cessories. You sell them. Even if you are one 

of the dealers not yet carrying a stock of regu- 
lar automobile supplies, still you have certain staples 
that you sell for use in connection with automobile 
operations. You sell wrenches and screwdrivers 
and, very likely, dry cells and flash lamps. You 
may not call these automobile accessories, but it 
is not important what you call them. 

So,* being in the accessory trade, whether you 
will or not, why not get in far enough to make it 
count? And if you are advertising and displaying 
accessories and pushing them some, why not go 
farther and carry a more diversified stock, more 
different items, some of the things you have never 
before thought of carrying? 

If you think you can pick out to-day a certain 
number of accessory items and call those the es- 
sential staples in the field and just carry those and 
no others, right along month after month, then 
you are fooling yourself. In three months there 
will be a score of new things in the field and per- 
haps some of the things you have been carrying 
will cease to be important. ° 

Study the Accessory Field 


O the thing to do is to make a study of the field. 

You need to know about automobiles in order 
to have some judgment about what to buy and 
how to advertise it. Your selling force should know 
something about automobiles in order to be able 
to talk to a customer intelligently about the acces- 
sories. It never impresses a car owner to have a 
salesman recommand a spark plug with no more 
intelligent selling talk than, “That’s sure some 
spark plug,” or “It’s the best plug in the market,” 
or “These plugs are hot stuff all right.” 

If you are going to sell a spark plug you need 
to know what spark plugs are for, how they work 
and why they go wrong and what qualities make 
them better—or worse. The customer who knows 
all about them himself appreciates knowledge on 
the part of the clerk, and the customer who knows 
nothing about them certainly appreciates being 
served by someone who does know. 

There are certain lines you expect, of course, to 
stock if you go after the very desirable and profit- 
able trade in accessories. You will carry tires and 
tubes, tire repairing equipment, chains, spark 
plugs, oils and greases and quite a lot of other 
staple items, but the thing for you to do is to watch 
for opportunities to add specialties further along 
the line, things that are new and that will sell for 
better profits. 

You ought to keep in touch with what the manu- 
facturers are doing, with what new things they are 
offering. This means making a study of these lines 
just as you make a study of the usual hardware 
lines. 


O F course you are interested in automobile ac- 
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Auto robes are prominently displayed in the beautiful 
store of the Palace Hardwttre Co., Erie, Pa. 
He Wants It Quick When He Wants It 
you may never have carried piston rings, for 
example. Perhaps you don’t know anything 
about what piston rings are good for or why any are 
needed. Because so many sizes are needed, you 
wouldn’t want to stock a sufficient assortment to 
take care of all makes of cars, but why not inves- 
tigate; get the experience of some good mechanics 
and some old drivers and pick out a make of rings 
that you know deliver the goods, increase the 
power, reduce gas consumption. Then stock some 
of the most used sizes and arrange to get quick 
delivery of any other sizes wanted. 
On this piston ring proposition you have some- 
thing to talk to a motorist about. He wants more 
power. and less cost and the few dollars a set of 
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Tires to the fore in the attractive accessories depart- 
ment of the Albany Hardware & Iron Co, Albany, N. Y. 


piston rings cost will not signify. He will gladly 
buy if he is sure of the results. 

Same way with shock absorbers. Stock a stand- 
ard make that is well advertised. Get the Ford 
sizes and a few others. Be in a position to get 
any sizes and get them quick. 

This “Get ’em quick” proposition is the thing 
that is going to appeal to the motorist for whom 
you have to order something. When a motorist 
makes up his mind he wants some accessory, he 
wants it right away. You can’t get it quick enough 
to suit him. Don’t be afraid to use the telegraph 
and to charge for using it. Not one motorist in 
a thousand objects to the extra cost of a telegraphed 
order if it delivers enough quicker to pay. 

The average car owner thinks of the garage man 
as boosting some particular supplies or accessories 
just because that is the kind that pays best. He 
thinks of the hardware man who is not tied up to 
any special line of cars as having more probably 
picked out his accessories because of their actual 
quality or popularity. He reasons that there is a 
more independent action behind the hardware 
dealer. This works to your advantage. 

Probably you sell a standard motor horn, or 
carry a few and sell one once in a while. Why not 
appeal to the people who have cars with horns or 
signals on them by getting a new kind that is dif- 
ferent and that stands out in the crowd. Lots of 
motorists have a great fondness for a signal device 
that is not like everybody else’s, and they will buy 
such a one and discard the old one. If you carry 
horns simply to sell to people who have none, you 
will make mighty few sales. It will not speed up 
the sales much to add the business obtainable in 
selling to those whose horns wear out. 


Fan Belts and Special Tools 


AKE a thing like fan belts. Probably you do 

not carry them and do not regard them as a 
regular accessory. What difference does that make 
as long as they will sell? The older styles of sewed 
leather fan belts come apart often because the 
stitching rots out with oil or the metal staples 
pull out. Anyway fan belts break, and if they break 
out on the road the break sometimes causes very 
great inconvenience with a hot motor. Get some 
fan belting that you can make into belts of desired 
length of a sort that will wear. Advertise what 
you have and recommend the carrying of an extra 
belt for the emergency. Their cost is not great 
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and you can make scores of motorists see that it 
is worth while to have an extra fan belt in the tool 
box where it will take up very little space. 

Tools that have several or many uses are very 
interesting to the motorist and he will often buy 
such a tool just because it enables him to combine 
in one tool the advantages of several and thus get 
rid of several parts of his equipment. Bear in mind 
that there is a greater number of Fords than of 
other cars and be ready with special Ford acces- 
sories. Also count up the local cars roughly, if 
you are in a small town, or take notice in a larger 
town if you are there, and see which cars pre- 
ponderate. Make your stock fit the makes of cars in 
use around you and don’t worry about the men who 
own the cars that are the rare exception. 


Protective Accessories 


PROTECTIVE accessories ought to be considered, 
too, accessories that comprise things useful in 
protecting any part of the car against excess of 
oils or water or exposure to the weather. Plenty 
of expensive cars are not kept as clean as they 
should be under the hood because oil and grease 
fly and the careless chauffeur sloshes the water 
in when the car is washed. , 

Hoods are available for magnetos and various 
other parts need protection to keep out water and 
sand or dust. Study this up. Talk to a few care- 
ful drivers. Get the equipment and advertise it. 
Every motorist knows, or ought to know that if 
his spare tire is not kept in a tire cover it is all 
the time depreciating in value. These owners need 
to have someone sell them tire covers. They are 
willing to buy, but they forget it and they must 
be sold or they go without. 

Selling action is all that is necessary to make 
lots of accessories go. Merely stocking them, even 
when there is some demand, does not get much 
business. Refraining from stocking until the de- 
mand comes is worse yet. Study the field. Study 
the manufacturers’ products. Talk to your motor- 
ing patrons. The business is ready for the hard- 
ware man, and all he needs to do is to go and get 
it. Watchful waiting never brought in any busi- 
ness in any line. 





Small but striking tire display by Holder Hardware 
Co. B’oomington, IIl 
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Letters of a Sales Manager to His Men 
XV—The Better Work 


This is the fifteenth of a series of sales letters which, though intended primarily for traveling men, will be of 
interest to every member of the trade. They were written by the sales manager of a great hardware jobbing 
house to a corps of salesmen who in the last eight years have doubled the business of the firm. The letters are 
really short editorials which prefaced actual merchandise instruction. The author has consented to their pub- 
lication at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues through the year. 


HE word “DESTRUCTION” has a deeper—more terrifying meaning to-day that it has ever 
had before. To-day the “HUN” has made the word “destroy” mean to completely obliter- 
ate from the face of the earth. 


With a large share of the man power of the world still engaged in destroying things one is 
tempted to ask one’s self, “What will be the attitude toward the works and deeds of other men 
when all these soldiers come back into civil life?” 


Will they continue to destroy, or will they turn their efforts and energies into channels of 
helpfulness? And if the former the civil population would have to look upon these soldiers with 
a lot of tolerance, because it is not easy for a man to change his habits that he has persisted in 
for a number of years. 


Soldiers are not made in a day by taking off a suit of civilian clothes and putting on a suit of 
khaki. 


Neither can a soldier be made into a civilian in a twinkling of an eye. 


The military authorities know this and are taking steps to teach the soldier that “it is better 
to do one’s work than to destroy what some one else has done.” 


That’s just another way of saying, “Do not destroy what another has created unless you can 


”° 


improve it in the rebuilding. 


or— 

“Constructive criticism is valuable. Destructive criticism is damnable.” 

Before we criticise what another man has done we need to ask ourselves, “Can I do better?” 
Then the words of criticism will rarely be spoken. 

If each one of us do our work the best we know how we will have no time to find fault with 
the other fellow. 


Some one must finally decide the business policies of a house, and more often than otherwise 
the job is not an enviable one. It is a thankless job of the most thankless kind. 


It’s so easy when there is no danger of our being called upon to accept the responsibility for 
deciding the policy of a house to say what that policy should be. 

It’s so easy to state what lines we ought to have in stock and what we ought not to have in 
stock. 

But it’s not so easy when the “buck” is passed to us and we must stand or fall on our own 
judgment. 


The most valuable man in any organization is the man who does his own work the very best 
he knows how instead of spending his time destroying what some one else has done. 
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Government Says“Clean Up. Paint Up” 


Uncle Sam Helps the Mail Order Houses—War Department Solicits Their 
Bids for Surplus Material—Peek’s Industrial Board at a Standstill 


By W. L. 


WASHINGTON, April 14, 1919. 
F a truth these be halcyon days for the mail 
() order concerns! With the Post Office Depart- 
ment plugging for them down town and the 
Federal Trade Commission jumping on their competi- 
tors up town they would seem to need no further aid 
from the Administration. 

And yet the interesting fact has come to light that 
for several weeks past they have been receiving special 
consideration at the hands of the War Department in 
the distribution of surplus material under the jurisdic- 
tion of the director of sales. In view of the great 
variety of material of which the Government has ac- 
cumulated a surplus stock during the war and the low 
prices at which much of it has since been disposed of, 
the fact that special care has been taken to bring these 
goods to the attention of the big catalog houses will 
be disquieting news to the retail merchants of the 
country. 


Mail Order Houses Thoughtfully Provided For 


HEN the office of the director of sales was created 

. last January the possibility that the mail order 
houses would be able to obtain an important advantage 
over the small merchants of the country by purchasing 
large quantities of these surplus goods was brought 
to the attention of the authorities by the correspondent 
of HARDWARE AGE. It was frankly admitted by the 
officials that the giant catalog’ concerns might make 
a very handsome profit by buying surplus material at 
auction prices which, presumably, would be consider- 
ably below cost of production, but it was pointed out 
that there was nothing in the law governing the mat- 
ter to exclude the mail order man from the competition 
for Uncle Sam’s leftovers. 

Absolutely no intimation was received, however, that 
the Government contemplated taking special steps to 
bring the surplus property in the custody of the War 
Department to the attention of the catalog houses, 
and yet the fact has now come to light that so long ago 
as Feb, 17 the following order was issued: 

Surplus Property Division. 
Memorandum No. 29. 
Subject: Mail Order Houses. 

1. When any Surplus material is to be of- 
fered for sale in the open market, the large 
mail order houses of the country should be 
given an opportunity to bid on the same. 

2. Negotiators in the Commodity Branches 
take steps to include on their lists for all com- 
modities the names of certain large and reput- 
able mail order houses whom they have reason 
to believe may be interested in the particular 
material under consideration, and see that they 
are supplied with the necessary circulars, 
specifications and form for bids. 

By authority of the Director of Purchases 
and Storage. L. H. HARTMAN, 

Chief, Surplus Property Division’ 


Who Started This? 


HIS order speaks for itself and nothing the officials 
are willing to add to it sheds any further light 
upon its purpose or effect. That representatives of the 
mail order interest took the initiative in bringing about 
its issuance will be suspected by every fair-minded 
man. 
“Certain large and reputable mail order houses!” 
Wouldn’t that jar you? 


CROUNSE 


I am reminded of an occasion when as a cub reporter 
it was my duty to inform Senator Ingalls of Kansas 
that his candidate for Collector of Internal Revenue 
of his home district had been turned down by Presi- 
dent Harrison and that another man would be ap- 
pointed. 

“Whom will the President appoint?” asked the 
Senator. 

“His name has not been announced,” I replied. “But 
it is stated that he has selected an old personal friend 
who has lived in Kansas many years.” 

“Well, I am fairly well acquainted in Kansas,” re- 
torted the cynical old Senator, “but I’ll be hanged if 
I know anybody who corresponds to that description.” 


Industrial Board Marking Time 


EORGE N. PEEK’S Industrial Board, appointed 

to start the wheels of industry revolving by bring 
ing about price cutting agreements, is still up against 
it. The director general of railroads refuses to buy 
either steel or coal at the board’s prices, and until 
Brother Peek can promise that all government bureaus, 
including the railroad administration, will respect the 
board’s agreements no other industry is willing to 
pledge price reductions. 

The Cabinet is split wide open, with Secretary Red- 
field shaking his fist at Secretary Glass, who is giving 
moral support to Director General Hines, who declares 
that he is only protecting the interests of the rail- 
roads, although he has carefully refrained from any 
detailed criticism of the steel prices fixed by the Peek 
board. President Wilson is understood to have de- 
clined to interfere and at this writing it looks as though 
the controversy would end after the fashion of the 
famous battle royal between the two Kilkenny cats. 
Peek’s board may be dissolved on short notice while the 
railroads are likely to be turned back to their private 
owners before Director Hines can be induced to change 
his mind and begin buying steel. * 


How About the Sherman Law? 


A= and disturbing element has been injected 
into this interesting scrap. The best lawyers in 
Washington believe that the proposed price agreements 
are directly contrary to both the spirit and letter of 
the Sherman Anti-trust law, and Attorney General 
Palmer has declared that, when officially called upon 
to do so, he will carefully investigate the work of the 
Peek board and render an opinion as to its legality. 

This is noncommital, of course, but equally, of course, 
no one would expect Mr. Palmer to announce his ruling 
before he makes his inquiry. The doubt raised, how- 
ever, has been sufficient to slow down the entire move- 
ment, and if business lags until it receives a real im- 
petus from the work of the Peek board there’ll be 
nothing doing for a long time to come. 

Boosting the “Clean Up and Paint Up” Campaign 

N the spring the young married man’s fancy lightly 

turns to thoughts of a long ladder and a bucket of 
green paint. Friend wife borrows a brush from one of the 
neighbors and “does over” the kitchen floor in bright 
yellow and forgets to lock up the cat until it gets dry. 
Nevertheless, the sum total of these efforts is a thing 
of beauty and a joy for a long time if not forever. 

Two big governmental departments are co-operating 
this spring in the “Clean Up and Paint Up” movement. 
The Department of Labor is making a special appeal 
to the women and as a side line is speeding up the 
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“own-your-own-home” campaign. Incidentally, the 
scrap dealers will be the beneficiaries of the effort being 
made by both Labor and Commerce Departments to 
conserve the valuable contents of the junk piles of 
the country through systematic sorting and diversion 
into commercial channels. 

Here is an extract from a bulletin with plenty of 
punch in it about to be issued by the Department of 
Labor appealing to the women to get busy with the 
paint brush and the garden hoe: 

“Co-operating in the own-your-own-home campaign 
now being carried on by the United States Department 
of Labor are thousands of men and women who already 
own their homes or who rent dwellings, and their part 
is to aid in the national ‘Clean Up and Paint Up’ ac- 
tivities. The appeal to make every town and city in 
the country a better place to live in has been answered 
east and west, north and south. 

“As the weather permits, improvements will be under- 
taken in every State on a more thorough scale than 
usual, for the home-coming of the soldiers adds a 
special stimulus to the annual labor of removing the 
winter’s accumulations of rubbish. This task, always 
imperative as a safeguard to health, is more than ever 
necessary now, when our armies are coming back from 
overseas. 


Calls On the Hardware Men 


rT 3 ARDWARE. merchants, proprietors of paint 

shops and florists have been asked to aid the 
‘Clean Up and Paint Up’ campaign now being carried 
on in many cities. Requests that window exhibits be 
arranged so that the suggestion of gardening, repair 
work and general improvements may be given to 
passers-by have been quickly complied with, and it has 
been demonstrated that wherever the actual task of 
cleaning up and painting up has been begun the idea 
of making a town or city healthful and beautiful has 
quickly spread. 

“The first thought naturally is the removal of dirt 
and waste matter from alleys and cellars. Business 
centers have been sadly neglected during the war and 
they present tasks that municipal governments must 
perform. In a number of the smaller cities volunteers 
are helping in this work, which is accepted as a pa- 
triotic service, since it makes for health and provides 
against and prevents the spread of disease at a time 
when soldiers are returning from France. 

“Painting restores houses even when they have a 
most dilapidated appearance, and after the houses have 
been painted the next thought is the garden and lawn. 
Thus there is a demand for gardening tools and fcr 
grass seed and flower bulbs. ‘Spring cleaning’ has al- 
ways had a fascination for women, and for the last 
few years national interest in gardening has been on 
the increase. This season probably will show that 
more thought than ever before has been given to the 
surroundings of the home and to city parks, both by 
the housewives and by the community at large.” 


Declares War On the City Dump 


HE Department of Commerce has formally declared 

war on the city dump, into the capacious maw of 
which millions of dollars annually go to waste. Vast 
quantities of material of high value, now lost to the 
manufacturing trades, will find their way into proper 
channels with the working out of the carefully formu- 
lated plans of the Waste Reclamation Service. 

In conjunction with the National “Clean Up and 
Paint Up” Campaign Bureau and the Savings Divi- 
sion of the United States Treasury, the Department 
of Commerce has established a new competitor for the 
waste material. The war savings stamp and the thrift 
stamp will now compete with the city dump for the 
thousands of tons of valuable material which are Jost 
through the present defective method of disposal and 
the junk man will come into his own. 

Statistics carefully compiled by the Waste Reclama- 
tion Service show that in our cities we annually send 
to the dump thirteen tons of valuable waste material 
for every thousand persons living in a community. 
Twenty per cent of this tonnage is waste paper which 





Hardware Age 


is totally destroyed, the aggregate for the United States 
exceeding 150,000 tons per annum. 

Next in order of importance comes old iron, followed 
closely by tin cans, which now are available for various 
purposes, including de-tinning. 

Great Britain has set a fine example for the world 
in the way of conserving waste materials. Under the 
stress of war she has increased her collection of waste 
paper from 1000 tons to about 6000 tons of paper a 
week. 


Uncle Sam Emulates Madam Britannia 


HIS tremendous increase in volume was effected 

through the efforts of an official known as the Con- 
troller of Paper specially appointed to work out this 
big reform. The Department of Commerce proposes 
that Uncle Sam shall see Madam Britannia’s bet and 
go her one better. 

The war savings and thrift stamp campaigns are 
to be utilized to stimulate progress in this conserva- 
tion project and the Waste Reclamaticn Service has 
appealed to its local councils in centers advantageously 
situated to the markets to utilize the stamps in an 
effort to check the movement of waste material toward 
the dumps. The councils have been advised to district 
their communities, assign a waste dealer to each dis- 
trict and urge the housewives to sell their waste for 
thrift stamps. 

The Council of National Defense has also come to 
the aid of the National “Clean Up and Paint Up” 
Campaign Bureau, and, as a means of stimulating local 
industries and intensifying the demand for skilled labor 
in all centers, will include the waste saving feature in 
order to standardize the waste trade in all communities 
and thus assist the Department of Commerce in its 
war on the city dump. 


Big Road Construction Program Afoot 


HE value of good roads to the retail merchant is 

so great that special interest attaches to the work 
the Government is now doing in this direction. Many 
important steps have been taken to expedite road con- 
struction under the enlarged program recently author- 
ized by Congress, and the indications are that a greater 
mileage of highway construction will be completed this 
season than in any previous year in the history of the 
Nation, according to a statement just issued by Secre- 
tary of Agriculture Houston. 

The requisite official machinery, says the Secretary, 
for executing this program—that is, the Department 
of Agriculture, through the Bureau of Public Roads 
on the one hand, and the forty-eight State highway 
departments on the other—is already in existence. A 
conference was recently held by the Secretary with the 
State highway commissioners of the Eastern and Mid- 
dle Western States and all phases of the problem, and 
especially the interpretation of the liberal amendments 
of the Federal Aid Road Act, were considered. 


Work To Be Speeded Up 


'T’HE regulations issued under the act have been care- 

fully revised in the light of past experience and of 
the suggestions offered by the State highway depart- 
ments, the standards for plans, specifications, and esti- 
mates have been modified to meet special conditions ex- 
isting in some of the States, and other changes in prac- 
tices and procedure have been and are being made—all 
with the definite object of speeding up the work. The 
appointment of Thomas H. MacDonald, Chief Engineer 
of the Iowa State: Highway Commission, as engineer 
in immediate charge of the work of the Bureau of Pub- 
lic Roads under the Federal Aid Road Act, has just 
been announced by the Secretary, and it is planned 
that, in the near future, Mr. MacDonald will formally 
assume the position of Director of the Bureau of Public 
Roads. 

It developed at the recent conference that the pres- 
ent freight rates constitute one of the principal ob- 
stacles to the active resumption and extension of high- 
way activities. The situation was laid before the proper 
officials of the railroad administration by representa- 








mo Se OD fete 





April 17, 1919 


tives of the Department of Agriculture and of the State 
highway officials. 

They were given a sympathetic hearing, and the 
question is now under careful consideration by the rail- 
road administration. It is hoped that a favorable de- 
cision will be made in the near future. Secretary 
Houston also has taken up with the Secretary of War 
the question of releasing from the Army highway en- 
gineers in this country and abroad, in order that their 
services may be utilized during the coming road-con- 
struction season. 


House-cleaning by Trade Commission 


HE Federal Trade Commission is working over-time 

with its Spring clean-up of the business morals of 
the country. In the course of a very busy week it has 
jumped on one concern for fixing resale prices, lam- 
basted another for running a line of too sanguine ad- 
vertising, and has come to grips with a mail-order 
lumber concern for a variety of alleged misdeeds. In 
getting after a mail-order house the commission is evi- 
dently desirous of convincing the business man of the 
country that it is not the friend and ally of the cata- 
log concerns, as so many of its recent decrees would 
indicate. 

The manufacturers of a well-known cream sepa- 
rator have keen c‘ted to answer a charge of attempting 
to force dealers to maintain standard resale prices on 
their products and of “making contracts with several 
thousand dealers throughout the United States contain- 
ing the stipulation that the contract dealers will not sell 
the separators of competing manufacturers.” Two 
specific charges of “unfair competition” are involved in 
this case and the defendants have been given until 
May 16 to explain and justify their business policy. 


Lying About Rebuilt Auto Tires 


OUR concerns, distributors of rebuilt automobile 

tires, having been called to book, have agreed to 
the issuance of an order by the commission “requiring, 
them to cease and desist from circulating advertising 
calculated and designed to create the belief and impres- 
sion among consumers of dutomobile tires that rebuilt 
and reconstructed: tires, re-stamped with new names 
and brands, are new tires manufactured from new and 
unused material, unless the advertising clearly, 
definitely, distinctly and unmistakably shows that such 
tires are not composed of new and unused material and 
not manufactured in accordance with the methods and 
processes employed generally by manufacturers of 
standard automobile tires.” 

Readers of HARDWARE AGE will note that the com- 
mission is giving much attention these days to mislead- 
ing advertising, a line of endeavor that was not con- 
templated by Congress when the Federal Trade Com- 
mission act was passed but obviously ought to be pur- 
sued by some governmental agency. Most good lawyers 
will be apt to think that such activities can only be 
constitutionally prosecuted under the police powers of 
the several States and the issue is likely to be finally 
ruled upon by the good old United States Supreme 
Court. 


Mail Order Lumber Concern Called Down 


AC having rebuked several concerns for worry- 
ing mail-order house lumber companies by faked 
applications for quotations and specifications, the com- 
mission switches this week and cites a big Chicago mail- 
order house to show cause why it should not be com- 
pelled to desist from using “false and misleading ad- 
vertising derogatory to ‘regular’ lumber dealers in com- 
petition with it.” Among the statements alleged to be 
contained in advertising circular letters sent out by the 
company, the commission cites the following as false 
and misleading: 

“That purchasers of lumber and building materials 
from the Chicago company may effect a full saving of 
25 per cent to 50 per cent of the cost; that local dealers 
are charged the same prices for goods purchased for 
resale as are charged to customers of the company; 
that builders often find that they can reduce the cost of 
building one-half by buying materials from this com- 
pany; that the company does not belong to a trust, 
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thereby imputing that the ‘regular dealers’ do belong 
to a trust. 

“The concern also is charged with paying secret com- 
missions to local contractors, builders and carpenters 
as an inducement for them to push the sale of the com- 
pany’s lumber and building materials over those of its 
compet'tors.” 

Many other companies have also been assailed by the 
commission for paying secret commissions and it is 
understood that at least one of them is preparing a 
test case to determine, not the morality of the prac- 
tice, but the jurisdiction of the commission over the 
alleged offense. 


Jennings with Knickerbocker Motors 


_——, P. JENNINGS, for several years assistant 
advertising manager of the Sharples Separator 
Company, has been ap- 
pointed advertising man- 
ager by Knickerbocker 
Motors, Inc., Poughkeep- 
sie, N. Y., manufacturers 
of farm tractors and 
Forma-Tractors. Mr. Jen- 
nings was formerly con- 
nected with Marshall 
Field & Co, and with Nel- 
son Chesman Advertising 
Agency. He had charge 
of the western advertis- 
ing department of the 
Sharples Separator Com- 
pany at Chicago. Two 
years ago, after an exten- 
sive trip over the whole 
territory, he was sent to 
the home office of the 
Sharples company to or- 
ganize and assume charge 
of a dealer service department. Mr. Jennings will now 
make his headquarters at the home office of the Knick- 
erbocker Company, Poughkeepsie. P 





A. P. Jennings 


Coming Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Little Rock, May 6, 7, 8, 1919. 
Headquarters, Marion Hotel. J. B. Webster, secretary, 
Southern Trust Building, Little Rock. 

LOUISIANA RETAIL HARDWARE AND IMPLEMENT Asso- 
CIATION CONVENTION, New Orleans, La., May 12, 13, 
14, 1919. Headquarters, Grunewald Hotel. R. D. 
Nibert, secretary-treasurer, Bunkie. 

Paciric NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Seattle, Wash., May 14, 15, 
1919. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

ALABAMA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Jacksonville, Fla., May 20, 21, 
22, 23, 1919. Walter Harlan, secretary, 1426 Candler 
Building, Atlanta, Ga. 

I‘LORIDA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Jacksonville, Fla., May 20, 21, 22, 23, 
1919. Walter Harlan, secretary, 1426 Candler Build- 
ing, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE A*SOCIATION CONVEN- 
TION AND EXHIBITION, Jacnsonville, Fla.. May 20, 21, 
22, 23, 1919. Walter Harlan, secretary, 1426 Candler 
Suilding, Atlanta, Ga. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charlotte, N. C., May 20, 21, 22, 23, 1919. T. W. 
Dixon, secretary-treasurer, Charlotte, N. C. 

NATIONAL RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Pittsburgh, Pa., June 24, 25, 26, 27, 1919. Head- 
quarters, William Penn Hotel. Herbert P. Sheets, sec- 
retary, Argos, Ind. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Amarillo, Tex., May 12, 13, 1919. T. C. 
Thompson, secretary, Canyon, Tex. 
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“Then He Hangs Up 


The Receiver” 


es HAT they are hoping in Washington 

is that the rest of the war workers 
will go home so they can turn over and go 
back to sleep again.” 

The above statement from a business man 
just leaving the National Capitol may well 
express certain undefinable desires, but it is 
a certainty that the business men of America 
are not going to let those self-satisfied indi- 
viduals in charge of the country’s railroads 
go back to Rip Van Winkling without inter- 
ruption. 

HARDWARE AGE is the bureau of complaints 
for hardware merchants. We are the traffic 
cop of this trade, and we listen to a lot of 
trouble. The reason for this is that when- 
ever anyone, anywhere, any time, tries to 
rub it into a subscriber, an advertiser or a 
prospect of this publication, we are perfectly 
willing to swap punches. In fact, there are 
certain kinds of trouble we seek. One of the. 
commonest of this kind is a mixup with a 
public official who makes a poor stab at run- 
ning an individual’s business. 

Naturally we are ready to cross bats with 
the Government officials who are making 
such a muss of the railroads. 

Since they assumed such control we have 
seen railroad equipment gradually grow 
poorer and scarcer. We have witnessed rails 
and engines rusting out without proper re- 
newal, and the repair man has waxed fat on 
the ever-increasing demand for his services. 

Freight cars roll uncertainly in shorter 
trains even on the down-grade. The only 
up-grade they hit with assurance is that of 
freight rates which continue to multiply. 

You may gather from these introductory 
statements that a few hardware people are 
complaining about passenger and freight 
service. 

Well, they are, and their complaints are 
not packed in feather-lined cases. ‘These 
hardware merchants have a direct method of 
vetting at things. They call things by their 
right names, and interpreters or dictionaries 
are seldom needed to make clear their stand- 
ing. They have borne, with a surprising de- 
gree of patience, the advances in rates and 
the red tape of interference. They have ac- 
cepted patriotically the punk service of the 
past two years, and charged it up to the 
necessity of the times, but they rebel at the 
high-handed impudence and the belligerent 
uncompromising attitude of the string of un- 
derstrappers infesting the freight offices. 


The hardware merchants of Greater New 
York met a few days ago to compare notes 
on freight service, and individuals who 
thought they were rare exceptions selected 
as the objects of petty annoyance have dis- 
covered themselves to be but small parts of 
a big crowd of business men who are being 
treated like plain fools. 

In the old days of what some of our politi- 
cians called the mismanagement of the rail- 
roads under corporation control, these mer- 
chants were trained to expect a postal card 
announcement of the arrival of freight. This 
was commonly followed by another reminder. 

Now, the crowd in charge of freight depots 
are still supposed to send out notices, but 
these notices are first and last call. There is 
no follow-up. That wouldn’t be so bad if the 
original notice was mailed at least half of the 
time. The cause of the present belligerent 
attitude of the Metropolitan hardware mer- 
chants arises from the fact that either about 
half the notices are never mailed, or that 
Burleson’s mail service cannot keep pace with 
the postmaster general’s desire to expand. 

Anyway, these hardware dealers often an- 
swer their telephones, to hear on the other 
end of the wire the high-pitched voice of an 
irritated employee of the United States Rail- 
way Administration, who speaks as follows: 

“Your freight from X Company of Blank 
has been here as long as we shall allow: it to 
stay. It must be removed before three o’clock 
or we shall put it into storage, where charges 
will accumulate.” 

Now the merchant first catches his breath. 
‘Then he comes back with a statement that no 
notice of that freight arrival has reached 
him. In reply, the high-pitched voice of the 
Government Administration says, “I don’t 
care. It was mailed. The storage charge 
begins at three o’clock.” 

Then he hangs up the receiver. 

The merchant says “damn!” but that is 
before he looks at his watch to see that it 
is two-twenty. Then he adds all the things 
we cannot print. 

That kind of service is common these days. 
The cost of extra help of hastily hired drays, 
of work hired on the outside by merchants 
who have their own trucks, the extra cost 
piled on these dealers by the rank careless- 
ness of the Government-employed numbskulls 
in city freight offices has taken all the joy out 
of the perfectly beautiful idea of Govern- 
ment-owned public utilities. 

The hardware trade is yearning for the day 
when freight competition will once more 
instil courtesy into railway freight em- 
ployees, and a little business judgment into 
the management of the freight department. 
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NEW YORK 


Office of HARDWARE AGE, 
New York, April 14, 1919. 


USINESS is described by representative wholesalers 

as very satisfactory. Orders are coming along regu- 
larly with no apparent hesitation in buying what is 
needed for legitimate requirements, especially in stand- 
ard and commonly salable goods; also there is a general 
lack of fault finding. 

Wire cloth, probably because of recent cooler weather 
in part, is not moving with as much celerity as it did, 
but that is doubtless only temporary. There are mer- 
chants who carried over a little stock of screen cloth, 
while others have thought there might be something 
coming in the way of reduced prices, which are not 
likely to materialize to any extent, if at all. Steel 
goods are moving more freely and mechanics’ tools have 
taken a more favorable turn. 

There is a better class of clerical help obtainable, 
and this situation is improving rapidly. As usually hap- 
pens, the careless and indifferent, taken on because of 
necessity during periods of stress, are gradually being 
weeded out. The hardware trade requires more capacity 
and dependability than some business lines can get 
along with. 

Farmers trading with hardware men in this locality 
also say they are getting farm hands of better quality 
possessing higher qualifications for less money than 
formerly had to be paid. It may be that as 80 per cent 
of the overseas forces went through New York and 76 
per cent of the supplies were shipped from the same 
terminal that, with the return flow of troops and auxil- 
iaries in large numbers at this port of debarkation, 
enough of them remain in this vicinity to make a con- 
siderable difference in the labor situation. 

There are few price changes of significance, although 
there will be a gradual shrinkage and tapering off for 
some time. Doubtless to effect much in this desirable 
direction, there will have to be a reduction in living 
costs and the price of labor. 

The railroad situation in transportation, both in and 
out, is doing quite well and getting nearer to normal 
conditions constantly. Jobbers say that merchandise 
due them is coming along from factories quite freely 
and that there are but few lines remaining that are 
unusually long on delivery. 

Collections continue good. 


Linseed Oil.—There is an improved demand for oil, 
with available stocks exceedingly low and flaxseed 
searcer. There is a little coming in from Argentina, 
but there are complications somewhere usually when a 
‘argo does arrive. What little seed remains in the 
Northwest and Canada is absorbed naturally by west- 
ern crushers, which compels eastern mills to rely en- 
tirely on seed from South America until another crop 
is grown and harvested in North America. The con- 
tinued strikes in Buenos Aires among harbor workers, 
and similar labor troubles in New York harbor, with 
other hindrances in moving seed, provide a constant 
irritant that continually becomes more erasperating. 
One of the difficulties in getting flaxseed from the River 
Plate ports is the lack of tonnage which, such as is 
available, is being used largely for other purposes 
where labor can be found to put the cargo aboard. The 
recent advance in the price of oil is due not so much to 
better demand as to lack of seed. 


Linseed oil, raw, city brands, in 5 or more bbl, $1.56; less 


than 5 bbl, $1.58; and in carload lots, $1.53 per gal. 


Wire Nails.—The wire nail demand is less and busi- 
ness is exceedingly quiet. Retailers and consumers are 
buying sparingly and generally in hand-to-mouth way, 
which has been true during the past month. There are 
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encouraging signs, however, as sash and blind makers 
regard the outlook as very promising. Of course the 
utilization of their product means a stronger building 
program. There is at present a tendency among buyers 
who can specify for carloads to hold off owing to un- 
certainty among them as to whether bottom prices have 
been reached. Stocks are fairly well assorted in this 
type of nail and better than they have been. 

Wire nails, in store, are $4.25, and carted by the jobber 
$4.35 base, per keg 

Cut Nails.—Stocks of cut nails continue to be badly 
broken, with no immediate prospect of improvement. 
The long-drawn-out fight at the leading nail mill is still 
on with no indication of resumption so far. With but 
one or two other makers producing much of a line, and 
another manufacturing a few nails which go mainly to 
nearby customers, stocks are becoming more depleted 

2ach day. There is but little doing for export, because 
of lack of nails, and there is no object in seeking such 
orders as they cannot be filled. 

Cut nails, in store, are $5.75, and carted by the jobber 


$5.85 base, per keg 


Rope.—tTrade is brightening up a little after the long, 
pronounced inactivity. There have been more orders 
during the past three weeks than for quite a period. 
Business in this line is naturally at its best during this 
season of the year anyhow, and there will undoubtedly 
be many more yachts refitted and put in commission 
than for a long time. There is also the customary 
summer schedule of steamers now gradually getting on 
their regular routes and all requiring more or less rope 
before they go into service. Then there have been some 
satisfactory orders from the national Government, 
which, while not large, have come from a wider number 
of departments. There is also some railroad buying. 
In the line of other cordage transactions, particularly 
twines, business is good with the demand for binder 
twine, both for domestic and*foreign account, increas- 


ing. 

Rope prices are as follows: Manila rope, %-in. diam. and 
larger, highest grade is 27c.; second grade, 26¢., and hard- 
ware grade, 24c. Sisal rope, %-in. diam. and larger, highest 


grade, 23c., and second grade, 2(« base per Ib. Sisal, hay 
hide and bale ropes, medium and coarse, are, first quality 
2314c. and second quality, 2014¢ base per Ih Sisal, tarred, 


medium lath yarn, first quality is 23c. and second quality 
20c. per Ib. base. 

Naval Stores.—The naval stores market is stronger, 
and there have been advances in spirits of turpentine 
and rosin. There is also a better tendency in the primary 
southern markets. Some of the recent buying at points 
of origin are reported as intended for foreign consump- 
tion, but shipments are curtailed by the lack of avail- 
able cargo space for overseas. 

Turpentine, in vard, is 7T8@7%ec. per gal. 

Rosin, in yard, on the basis of 280 Ib. per bbl common to 
good strained, is $11.75 and D grade, $11.80 per bb! 

Window Glass.—This long dormant class of staple 
trade merchandise is beginning to show signs of more 
animation. Orders are coming in larger in scope and 
value than for several months, although not much to 
brag about yet; still the tendency is forward and up- 
ward. A more satisfactory business will depend on a 
better building program and the making of a definite 
peace. The manufacturers of window glass went to 
Washington recently regarding a reduction of prices 
and took with them the president of the window glass 
makers’ labor union. Manufacturers, however, do not 
see how there can be much, if any, reduction in price 
at present, as their contracts for raw material and 
agreement on a wage scale have been made. Some of 
them argue that they should get more, rather than less. 
Business is looking up a bit in Belgium, although there 
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is little prospect of much production in glass for some 
time at either Charleroi or Jumel, because of destruc- 
tion and disorganization generally. Weak holders of 
glass, in this market, are maintaining firmer prices 
than they were doing two or three weeks ago. 


Window glass prices are as follows: Single strength A and 


B, all sizes, 77 per cent; double strength A, all sizes, 79 per 
cent, and double strength B, all sizes, 81 per cent from job- 
bers’ lists. 

Tool Chests——The Union Tool Chest Company, 


Rochester, New York, quotes a fine assortment of tool 
chests as follows, namely: A Covered $12.00; AA Cov- 
ered, $13.80; B Quartered Oak, $10.39; BB Quartered 
Oak, $10.98; BBB Quartered Oak, $14.40; D Quartered 
Oak, $7.20; DD Quartered Oak, $7.68; DD Covered, 
$8.55; DDD Quartered Oak, $8.55; DDD Covered, $9.15; 
E Quartered Oak, $10.20; EE Quartered Oak, $12.00; 
F Quartered Oak, $8.70; F Covered, $9.60; FF Quar- 
tered Oak, $9.60; FF Covered, $10.20; G Plain Oak, 


CHIC 


OFFICER OF HARDWARE AGE, 
Chicago, April 9, 1919. 

HERE have been few price changes during the last 

week. Trading is active and while the dealers con- 
tinue to buy in a pick-up way, the aggregate sales are 
very satisfactory. Builders’ hardware manufacturers 
are feeling more optimistic, as reports throughout the 
country indicate that a large number of building permits 
are being issued. The permits taken out during the 
month of March in Chicago are over 100 per cent larger 
than in March, 1918. 

The seasonable weather has been very beneficial to 
trade in general, and jobbers are being taxed to capacity 
to fill orders taken earlier in the season on such items 
as lawn mowers, garden implements, hose, roller skates 
and Horsie-Toddlers. 

The department of agriculture announced to-day that 
largest crop of winter wheat ever grown was forecast 
for this year, basing its estimates on conditions exist- 
ing April first. ‘lhe enormous yield of 837,000,000 
bushels was announced. This year’s winter wheat crop, 
if no unfavorable conditions develop between now and 
the time of harvest, will be 152,000,000 bushels larger 
than the previous record crop. The production of rye 
was forecast by the Department of Agriculture at 101,- 
000,000 bushels, compared with 89,103,000 bushels last 

ear. 

An interesting feature of the present situation is the 
uniformly good condition in practically all wheat pro- 
ducing states. The result of this bumper crop is obvi- 
ous to the merchants of the country who, having ample 
stocks on hand to fill orders promptly for implements, 
hose, rakes, forks, in fact, all kinds of hardware, are 
the ones to participate in this prosperity. 

Axes.—The demand for axes continues to be fairly 
good, notwithstanding the fact that there is a slump in 
the lumbering districts. Jobbers have good stocks on 
hand and are filling all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: First quality 
single bitted axes, 3-lb to 4-lb., $14 per doz, base. 

Alarm Clocks.—It is not to be expected that there 
will be any lower prices on alarm clocks. Manufacturers 
claim that their costs continue to be very high and that 
there is a shortage of skilled labor in their line. The 
demand continues to be very heavy, and while jobbers’ 


stocks are fair, they are not able to accumulate a 
surplus. 

We quote from jobbers’ stocks, f.o.b. Chicago: The Amer- 
ican Alarm Clock, in less than dozen lots, $11.04 per doz. ; 
dozen lots, $10.64 per doz.; case lots of 4 doz., $10.37 per 
doz. Lookout Alarm Clocks, less than dozen lots, $13.87 per 
doz.; dozen lots, $13.46 per doz.; case lots of 2 doz., $13 07 
per doz. Tattoo Alarm Clocks, dozen lots, $24.95 per doz. ; 
case lots of 50, $24.35 per doz Slumber Stopper, radium 
dial, dozen lots, $32 per doz. 3ig Ken and Baby Ben, $2 
each. 


Babbitt Metal.—The demand for babbitt metal con- 
tinues very good and is increasing daily. Both farmers 
and manufacturers have come into the market this week 
in good numbers. Prices remain firm and no immediate 
change is expected. 

We jobbers’ 
babbitt metal, in full boxes, 9c. 
full boxes, 18c. per Ib. 

Coil Chain.—There has been no change in the situ- 
ation as to coil chain since last reported. Jobbers have 
good stocks on hand, including the small sizes which 
were so scarce during the war. 

We quote from jobbers’ stocks, 
proof, tire welded coil chain, % in., 


Standard 
brand, in 


f 0 b. 
ID. § 


Chicago: 
Revenoc 


stocks, 
per 


quote from 


f.o.b. Standard 


lic. per 


Chicago: 
lb. base. 


Clipping Machines (Sheep).—Sheep clipping machines 
continue to move out in good volume and local jobbers 
report that the demand is unusually heavy, as wool 
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peas GG Plain Oak, $6.51; J. Covered, $21.00; K Gage, 
8.55. 

Niagara Falls Metal Stamping Works.—The Niagara 
Falls Metal Stamping Works, Niagara Falls, New York, 
quotes as follows: Premax coil and expansion dog leads 
5 per cent discount; Premax steel chains, steel sash 
chains, plain or electroplated, copper, brass, nickeled 
or zine 30 per cent discount; Premax special halter and 
coil chains 15 per cent discount and cow ties and tie out 
chains list net. Single and double “Vestpokit” wrenches 
and harness snaps 5 per cent discount. Hame chains 
including Dodson, Zenith, Premax and Loop Lever 10 
per cent discount; Key chains and split steel key rings, 
each 40 per cent discount. Brass or Aluminum letters 
50 per cent discount. Brass figures 10 per cent, and 
aluminum figures 15 per cent discount. Milk can let- 
ters and figures 20 per cent discount and jockey chains, 
spreaders and stallion chains are 5 per cent discount 
from list. 


AGO 


growers recognize the fact that great saving of wool 
can be effected by the use of shearing machines. 

We quote from jobbers’ stocks, f.0.b. Chicago: No. 8 sheep- 
shearing machine, $12 list each; No. 9, $14 list each; and 
New Model, $14 list each. The above prices carry a discount 
of 25 per cent with April lst dating. 

Eaves Trough and Conductor Pipe.—The demand for 
eaves trough and conductor pipe continues to be very 
excellent, as the open weather and heavy rains during 
the last week have stimulated a lot of repair work. The 
recent revision in price has had a tendency to stabilize 
the market and dealers are placing orders in larger 
volumes than heretofore. 


We quote from jobbers’ stocks, f.0.b. Chicago: 29-gage, lap 


joint eaves trough, 6-in., 0.40 per 100 tt.; 29-guge con- 
ductor pipe, 3-in., $5.70 per 100 ft. These prices aie tor full 
crate lots. 


Glass, Putty and Glaziers’ Points.—Despite the limited 
demand for glass, there is little hope of lower prices, 
as manufacturers state that their cost of production 
continues to be very high. Both jobbers’ and retailers’ 
stocks are very low and there will be a shortage when 
building operations get in full swing and the demand 
is well under way. 


We quote from 
strength A, all sizes 
three brackets, 77 
A, 79 per cent off. 


jobbers’ stocks, f.o.b. Chicago: Single 
77 per cent off; single strength B, first 
per cent off; all sizes of doubie-strength 


We quote from jobbers’ stocks, f.o.b. Chicago: Putty, in 
100-ib. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 3, 
1 doz. to a package, 65c. per pkg. 


Cotton Gloves and Mittens.—The recent price revision 
on cotton gloves and mittens has had its effect on the 
market and dealers are buying in good volume. The 
demand is very heavy, especially from the farming 
trade. Automobile owners and property owners in the 
city are using these during the spring clean-up. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
7-oz. knit wrist cotton gloves, $1.65 per doz.; Standard 8-oz. 
knit wrist cotton gloves, $1.80 per doz. 

Guns and Ammunition.—While the demand is about 
normal for this season, it is expected that sales for the 
year will be even heavier than those of 1918. There will 
be a heavy increase in trap shooting, as manufacturers 





are stimulating the forming of gun clubs. Prices re- 
main the same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel competition shot guns, 12-gage, 30 or 32 in. barre.s, plain 
extractor, $7.15 each; with automatic ejector, $7.40 each; 
Standard ry guns, 12-gage, 30 or 32 in. barrel, plain ex- 
tractor, $8.3 each; with automatic ejector, $8.75 each; 
double naerel guns, 12-gage, with hammers, $17 each; ham- 
merless, $20.25 each. No discount. 

No 22 short semi-smokeless cartridges, $5 per thousand; 
No. 22 short semi-smokeless, rim fire, $11.75 per thousand 
No. 22 long semi-smokeles $6 per thousand: No, 32 long 
semi-smokeless, rim fire, $13. 50 per thousand. Discounts 20-5 
per cent. Veters' target shells, smokeless, 3 drams powder, 
1% oz. shot, 1 to 10, $40 per thousand; Peters’ Referee semi 
smokeless, 3 drams powder, 1 oz. shot, 1 to 10, $37 per thou- 
sand, Discounts 10-7%. 


Galvanized Ware.—The recent price change on gal- 
vanized ware has had a tendency to increase the buying. 
Dealers feel that the present price will hold good for 
some time. Jobbers’ stocks are good and are filling all 
orders promptly. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $7.30 per doz.; No. 1, $9 per doz. ; 
No. 2, $10.15 per doz.; No. 3, $11.85 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $15 per doz.; No. 200s, 
$17.50 per doz.; No. 300s, $19.50 per doz.; common galvan 
ized pails, 8-qt., $2.75 per doz.; 10-qt., $3.15 per doz.; 12-qt., 


$3.45 per doz.; 14-qt., $3.90 per doz.; 16-qt., $4.75 per doz. 

Garden Hose.—Garden hose is in good demand at this 
time and from all indications sales for this season will 
be especially good. Manufacturers are making very 
satisfactory deliveries and jobbers expect to be in a posi- 
tion to fill all orders promptly. 
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We quote from jobbers’ stocks, f.ob. Chicago, as follows: 
Crow brand Competition hose, not guaranteed, in 50 ft. 
lengths, 10c. per ft.; 3-ply %-in. guaranteed hose, 11 '4c.: 
3-ply %-in. guaranteed hose, 13c.; 4-ply '%-in. guaranteed 
hose, 15c.; 4-ply %-in. hose, lé6c. 

Wood Handles.—There will be no change in the situ- 
ation as to wood handles. The supply continues to be 
very limited and manufacturers of garden tools find it 
difficult to get sufficient handles to keep up their output. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hick- 
ory axe handles, $3.75 per doz.; No. 2 hickory, $3 per doz. ; 
extra quality hickory, $4.50 per doz.; No. 1 railroad pick 
handles, $4.50 per doz.; second growth hickory hatchet and 
hammer handles, 14-in., $1.50 per doz.; medium quaiity, 14- 
in., 85c. per doz. 

Jack Screws.—Sales on jack screws continue to be 
very satisfactory and are expected to be much heavier 
when the spring work gets under way. Jobbers’ stocks 
are fair. 

We quote from jobbers’ stocks, f.o.b. Chicago: Jack Screws, 
standard makes, 40-10 per cent discount from lists. 

Lanterns.—F rom all indications, the sale of lanterns 
for this season will be exceptionally good. Manufacturers 
are in a position to make prompt shipment and stocks 
of jobbers are very satisfactory. 

We quote from jobbers’ stocks, f.o.b. 
lanterns, No. 0 tubular, $6 per doz.; No. 
$8.65 per doz. 

Lace Leather.—At present, the heaviest demand for 
lace leather is coming from the manufacturing centers. 
Sales, however, are improving in.the agricultural dis- 
tricts. Prices remain the same as last reported. 


We quote from jobbers’ stocks, f.o.b. Chicago: Raw-hide 
lace leather, %-in., $1.65 per 100 ft.: %4-in., $2 per 100 ft.:; 
Chrome lace leather, Y%y-in., $1.50 


%-in., $1.20 per 100 ft.; 
per 100 ft. 

Nuts and Bolts.—The retail demand for nuts and bolts 
is growing rapidly, and as the farming trades are get- 
ting their machinery in shape for the season’s work, it 
is expected from now on sales will be very heavy. Job- 
bers are buying in good volume, apparently feeling that 
the new price basis has reached the low level for the 
season. 


We quote 
bolts up to 


Chicago: Competition 
2 tubular cold blast, 


from jobbers’ stocks, f.o.b. Chicago: Machine 
% x 4 in., 50-10-5 per cent off; larger sizes, 40-5 
per cent off; carriage bolts, up to % x 6 in., 50-5 per cent 
off; larger sizes, 30-10 per cent off. Lag screws, 50-10 per 
cent off; stove bolts, 75 per cent off; tire bolts, 60 per cent 
off. 

Wire Nails.—The demand for wire nails has increased 
during the last week and jobbers report very satisfac- 
tory sales. There has been a reduction in the price of 
cement coated nails. Manufacturers are making a 
differential of 40c. per keg below that of common wire 
nails. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
wire nails, $3.90 per keg base; cement coated nails, $3.50 per 
keg base. 

Lawn Mowers.—The lawn mower season has opened 
up very satisfactory to the jobber, and retailers seem 
disposed to order in good volume. Manufacturers have 
ample stocks on hand to meet all requirements. It is ex- 
pected that the lawn mower season will open up for the 
retailer earlier this year than ever, on account of the 
warm weather prevailing, as already the grass has 
started to grow in this locality. 

We quote from jobbers’ stocks, 
Hardware Co.’s Nipper Lawn Mower, 8-in. wheel, 3 
plain bearing, 14-in. cut, $4.70 each; 16-in., $4.85 each; 
$5.05 each. Reading Hardware Co.’s Quality, 9-in. 
4-blade, ball bearing, 14-in., $6.55 each; 16-in., $6.80 
18-in., $7.05 each. Reading Hardware Co.’s Empire, 
wheel, 4-blade, ball bearing, 14-in., $10.50 each; 16-in., 

each; 18-in., $11 each; 20-in., $11.25 each. 

Post Mauls.—The demand for post mauls is very 
heavy as the farmer evidently is doing a lot of fence 


Reading 
blade, 
18-in., 
wheel, 
each; 
10-in 
$10.75 


f.o.b. Chicago 


building. Jobbers have ample stocks on hand to fill all 
orders promptly. 

From jobbers’ stocks, f.o.b. Chicago: Handled post mauls 
7-Ib., $7.25 per doz. 


Roofing and Building Paper.—It is expected from now 
on that there will be an increase in the sales of building 
and roofing paper. There will be a large amount of re- 
pair work necessary, also there is a lot of new work be- 
ing started that will require this commodity. Jobbers 
have good stocks on hand in anticipation of a good 
spring business. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certain-teed 
roofing, one-ply, $1.53 per sq.; Certain-teed roofing, two-ply 
$2.04 per sq.; Certain-teed roofing, three-ply, $2.55 per sq 
Major roofing, one-ply, $1.28 per sq.; Major roofing, two-ply 
$1.69 per sq.; Major roofing, three-ply, $2.10 per sq.; Sentinel 
roofing, one-ply, S3ec. per sq. ; Sentinel roofing. two-ply, $1.04 
per sq.; Sentinel roofing, $1.25 per sq.; tarred felt, 
$2.60 per 100 Ib.; red and gray rosin paper, $47 ‘per ton 

Razors and Blades.—There continues to be a heavy 
demand for razors and razor blades of all kinds. Manu- 
facturers are now in a position to fill all orders promptly 
and shortages have disappeared. Price on both razors 
and blades continue to be firm. 
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We quote from jobbers’ stocks, f.o.b. Chicago: full hollow 
ground, open blade razors, square point, flat rubber handles, 
$17.25 per doz., three-quarters hollow ground, square point, 
oval rubber handles, $14.75 per doz. 

SaFetTy Razors.—We quote from jobbers’ stocks, f.o.b Chi- 
cago, as follows: Gillette. $45 per doz.; Auto-Strop, $45 per 
doz.; Gem, in one doz. lots, $8.40 per doz.; 3 doz. lots, $8 


per doz.; Ever-Ready, in one doz. lots, $8.40 per doz.; 3 doz 


lots. $8 per doz 

BLADES. — We quote from jobbers’ stocks, f.o.b. Chicago: 
Gem, in 1 doz. sets, 7 blades to a set, $429 per doz. sets 
Ever-Ready 1 card containing 1 gross blades, 14 doz, to a 
package, 24 packages to the card, $6.72; Gillette, in 1 doz 
packages, 6 blades to the package, $4.50; Gillette, 1 doz 
packages, 12 blades to a package, $9; Auto-Strop, No 610% 
in doz. packages, 6 blades to a package, $4.50; Auto-Strop. 
No. 610, in doz. packages, 12 blades to a package, $9 

Hand Toilet Clippers.—Jobbers report that never in 
the history has the demand for toilet clippers been as 
great as the last few weeks. The high prices now being 
asked by the barber for hair cutting have greatly stimu- 
lated the demand. Manufacturers are behind with their 
orders and jobbers find it difficult to obtain enough clip- 
pers to meet their requirements. 

We quote from jobbers’ stocks, f.o.b. Chicago 
clippers, Khedive, $1.55 each; Triumph, ball 
each; Liberty, $2.50 each; Bay State, $3 each 
hair clippers, 85c. each. 

Rope.—Sales on rope are comparatively light, as the 
dealers seem to be somewhat confused over the many 
price changes which have been put into effect during the 
last month. Dealers also report in most cases they 
have plenty of rope on hand, as they took advantage of 
the low level and bought earlier in the season. Manu- 
facturers report that business is fair. 


We quote from jobbers’ stocks, f.o.b. Chic ‘AKO: No 1 manila 
rope, 274%4c. per lb. base; No. 2 manila, : per Ib. base; 
No. 3 manila, 24%c. per Ib. base; No. 1 sisal, 23%c. per Ib.; 
No. 2 sisal, 20% c. per Ib. 

Spark Plugs.—At this time of the year when auto- 
mobiles are being overhauled for the season’s service, 
the demand for spark plugs are unusually large. Manu- 
facturers state that they are behind with their orders, 
but with added equipment, expect to be in a position to 
make better deliveries in the future. No price changes 
have appeared and local jobbers say that none are ex- 
pected. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules 
Giant, lots of 1 to 50, 65c. each; lots of 50 to 100, 62%e 
each: lots of 100 and upward, 60c. each; Hercules Junior, 
lots of 1 to 100, 40c. each; lots of 100 to 150, 3744c. each; 
lots of 150 and upward, 35c. each. Hel-Fi standard spark 
plugs, lots of 1 to 50, 45¢. each; lots of 50 to 100. 42%e 
each; lots of 100 and upwards, 40c. each; Hel-Fi Super spark 
plugs, lots of 1 to 50, 65c. each; lots of 50 to 100, 62%4c. each; 
lots of 100 and upward, 60c. each. 

Sand Paper.—Sales on sand paper are reported as not 
very heavy. The only demand is coming from the manu- 
facturing districts. Both dealers’ and jobbers’ stocks 
are low, but are ample to meet all requirements. 

We quote from jobbers’ stocks, f.o.b. 
No. 1 sand paper, best grade, $5.40 per 
$4.85 per ream. 

Solder.—Jobbers have not changed their quotations 
on solder and the market seems very firm at this writ- 
ing. The demand continues very satisfactory. 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 

0-50 solder, case lots, 40c. per lb.; No. 1 plumbers’ solder, 
case lots, 34c. per Ib. 

Roller Skates.—Never before was the demand for 
roller skates as heavy as at the present time. Retailers 
in this district claim that their sales, at this date are 
more than during the entire 1918 season. Jobbers’ 
stocks are in good condition, but it is advisable that the 
dealer cover their requirements now in order to make 
sure of having a stock during the summer months. 


Hand toilet 
bearings. $2 
Competition 








Chicago, as follows 
ream; cheaper grade, 


We quote from jobbers’ stogks, f.o.b. Chicago: lither ; ‘on- 
ron or Barney & Berry roller skates, ball bearing, boys’, $1.75 
per pair; girls’, $1.90 per pair. 

Steel Sheets.—Stocks in general are very low. The de- 


mand is not especially heavy. The recent price revision 
has had a tendency to encourage buying 

We quote from jobbers’ stocks, f.o.b. Chicago: No 
sheets, $5.37 per 100 Ib.; No. 28 galvanized, $6.72 per 

Sash Weights.—There has been no change in the situ- 
ation as to sash weights since last reported. Sales are 
very limited and neither jobbers or dealers are stock- 
ing up on sash weights at the present price. 

We quote from jobbers’ 
weights, in ton lots, $44 per ton; in less 
per ton. 

Stove Pipe and Stove Boards.—The demand for stove 
pipe and stove boards continues very good, but all or- 
ders are being booked for future delivery. It is ad- 
visable that all dealers, if they have not already done so, 


28 black 
100 Ib 


stocks fob. Chicago Sash 
than ton lots, $46 


cover their wants for next season immediate ly. Prices 
are the same as last quoted. 
We quote from local jobbers’ stocks, f.o.b. Chicago: Stove 


28-gage, 6 in., $17.25 
corrugated, 6 in., $1.80 per doz.; 
common adjustable, $1.60 per 


, 30-gage, 6 in., $14.50 per 100; 
per 100; elbows, heavy 
medium, 6 in., $1.50 per doz. ; 
doz. 








stocks, f.o.b. Chicago: Square 
crystal stove board, wood lined, 24 x 24, $11.05 per doz.; 
26 x 26, $13 per doz.; 28 x 28, $15.25 per doz.; 30 x 30, 
$17.15 per doz.; 33 x 33, $20.65 per doz.; 36 x 36, $24.65 per 
doz. Square crystal stove boards, paper-lined, 18 x 18, $5.90 
per doz.; 24 x 24, $7.15 per doz.; 26 x 26, $7.85 per doz. ; 
28 x 28, $8.75 per doz.; 30 x 30, $10.40 per doz.; 32 x 32, 
$12.30 per doz.; 35 x 35, $15.35 per doz. Prices subject to 
10 per cent discount in case lots. 

Tacks.—It is expected that from now on the demand 
for tacks will be good, as during the moving season 
large quantities are used. There has been no further 
price revision since last reported. 

We quote from jobbers’ stocks, f.0.b. Chicago: 
tacks, _6- 0z., 25-lb 3, 18c. per Ib.; bill posters’ 

-0Z., 25-lb. boxes, 17 


We quote from jobbers’ 


Upholsterers’ 
tacks, 





struction work “that is tad is bound res wool a 
heavy demand for wheelbarrows. Manufacturers claim 
that they expect the present price will be about as low 
as they can go this season, as the cost of production 
continues very high. 
We quote to retailers, 


f.ob. Chicago: No. 4 tubular bar- 
$2 


rows, all steel, $7 each; common tray or stave barrows, $2.25 
each; angle leg garden barrows, $4 each. 

Wire Products.—The recent price decline has had a 
good effect on the market and has increased the demand 
for all wire products and especially barb wire. Jobbers 
state that dealers who had bought barb wire earlier in 
the season find that they did not purchase enough to 
carry them through and are coming into the market 
every day with re-orders. Jobbers have not accumulated 
surplus stocks, as deliveries from the mills continue to 
be somewhat retarded. 


We quote from jobbers’ stocks, f.o.b. Chicago: 
galvanized barb wire, $4.75 per 100 
$3.65 per 
staples, plain polished, 
We quote from jobbers’ stocks, f.o.b. Chicago: 
weaving, 


wire, $4.05 per 100 lb.; 
lb.; No. 9 plain wire, 
wire, $4.35 per 100 Ib.; 
ting, galvanized before 
vanized after 

WIRE CLOTH. — We 
cago; 


This price is for sizes from 24 in. 
hundred higher, sizes above 48 in. are 40c. per 


are 10c. per 
hundred higher. 


weaving, 45 per 


12-mesh black, from $2.15 to $2.25 per 


Hardware Age 


Painted barb 
100 lb.; No. 9 galvanized 
$4.05 per keg. 
Poultry net- 


50 per cent discount; gal- 

cent discount. 
quote from jobbers’ stocks, f.o.b. Chi- 
100 sq. ft., base. 


to 48 in. Sizes below 24 in. 


Game Traps.—Orders for game traps for next season’s 
requirements are being placed freely by the retailer. 
This last season was a very profitable one for the trap- 
pers and it is expected that game traps will continue to 


be in good demand. 
We quote to retailers, 
lows: 
-——Per Doz.— 


Victor With Without 
Size Chains Chains 
Ma ~ BS cis $1.40 $1.07 
a ae 1.65 1.23 
No. 1%... 2.48 1.98 
| a ee 3.46 2.96 
PO Bas wee 4.89 4.19 
i a ee 5.87 5.16 
a oe 2.82 1.89 
No. 91144 3.29 381 

Oneida Jump— _ 
mo: Os 540% 91 $1.46 
a Pee 2.25 1.69 
No. 1% 3.36 2.69 
a ae 4.94 4.23 
a Fre 6.58 5.63 
ie 4s oes 7.765 3.80 
oe ) 2.81 2.23 
No. 91144 3.99 3.28 


BOSTON 


Office of HARDWARE AGE, 
Boston, April 12, 1919. 
OCAL heavy hardware interests all say that busi- 
ness in general is disappointing. Some go so far 
as to state that if they were dependent wholly on sales 
of steel, iron, bolts, nuts, washers and rivets they would 
have difficulty in making both ends meet. Fortunately 


Mill and Hardware Supplies 


The second and fourth issues of each month 
contain 7 other pages of hardware prices 


DRESSING—Belt— 

Jobbers’ Mfg. Company: 
Blue Ribbon, Stick, ® M. 380¢ 
Paste, 5 & 10 M™. cans, 


v ¢ 
Liquid in gal. cans, @ gal.$3.00 

DRILLS AND DRILL 
STOCK 


8ARS—Crow— 

Steel Crowbars, 10 to 40 Ib., 
8% @9%¢ 

10 to 40 I1b., 
8%@9%¢e 


Pinch Bars, 


BEAMS—Scale— 
Chatillon’s No. 1, 
List Sept. 25, 1918 





2¢ 800 400 600 1000 Ib. ar, 
$3 » p, 2 $6.00 $8.00 $14.00 hae = ae. ro + aes 50% 
SMO, Beccwccveses 25 wtst, Laper and sStratg 
a oe < eds ° grapples 38% -5% 
List Sept. 25, 1918—16% % Wire Gauge, Jobbers’ and R. 8. 
Sargent & Co., Blacksmith ........+.. 8314 -5% 
List Sept. 7, 1918—16% % Brace Drills for Wood... .45&5% 
sELTING—LEATHER— EMERY—Turkish— 
"rom No. 1 Oak Tanned Butts. Out of market at present time. 
Belting, Ex. Hvy., 18 0z....35% Domestic, 1b. ....s..eeeeeees 10¢ 
Belting, Heavy, 16 oz....... 40% x 
Zelting, Medium, 14% « 02...45% HAMMERS AND 
Belting. Light, 13 oz. 350% SLEDGES— 
second ‘Quality, Sides... .... 6 A OS SRS ern 45&5% 
second Quality, Shoulders....60%  Qver 5 Ib........-eeee- 45&10% 
‘ut Leather Lacing, Strictly 
| a Senne Sin eee: 45% OILERS— 
eather Lacing Sides, per aq. Steel, Copper Plated........ 60% 
ft. Raw Hide, No. 1 4n Chace, Brass and Copper... .10% 
sides 17 _8q. x. and over...47¢ Chace, Zino Plated....... 33% % 
Onder 17 0G. ft..ccccsccde 45 Ratlroad, coppered ......... 30% 
Hn lla RaGiroed, OFE08 ..cccccess 2045 % 
JVompetttion (Low Grade) .50&10% PICKS AND MATTOCKS— 
a 10n ee 6 Raliroeé ...... vege BEG 2585 % 
‘ontractors’ . -20@20& 
8LOCKS—Tackle— Contractors’ Picks. 1@20&10% 
Common wooden .......005. 25% ROPE— 
Dp, > 9A OG 
RE er err Yo Eastern Retail Trade. Per ld. 
Drill— Manila, % in. diam. and larger: 
sthol Machine Co. : Highest Grade .........+- 27¢ 
Drill Blocks ......... List vet Becond Grade ......+.+++++ 26¢ 
Bolts— Hardware Grade .......++. 2 
Carriage, Machine, &c.— Sisal. % in. diam. and larger: 
ommon Carriage (cut thread): Highest Grade .....+.+00+ 23 
3% a2 6, and smaller. ..40&10% Second Grade aso pin ga taikeoue 20¢ 
Oommon Carriage ‘rolled thread) Sisal, Hay, Hide and Bale Ropes, 


Medium and Coarse 


% a¢ 6, and smaller.40&10&5% “ 

Larger or longer... .80&10&10°¢ First Dea 23 ave ; socont 
*htla., Eayle. $3.00 list. 60%, CME cs cnceaas acca ¢ 
Bolt Ende ii. 3 Nats...... "400, Sisal, Tarred, Medium Lath 
dachine (cut thread): yarn: ; 

% @ 4, and smaller......50% First Quality .ccccccccsces 23¢ 

Larger or longer...... 406 Second quality .......++++ 20¢ 


Cotton Rope: 


CHAIN—Proof Coil— Best 5/16-in. and larger...50¢ 


American Coil, Straight LAnk: Medium, 5/16-in. and larger.48¢ 
8/16, 06; me 415 .00; a/36. Common, 5/16-in, and larger.46¢ 
$12.50 %, 1.00; 7/16 Jute: 
$10.50: %, $10.28; of: $9.75 No. 1, Yn. and up....18%¢ 
%, $9.50; %, $9.2 1 o. No. 2. %-in. and up....17%¢ 


No. 3. %-in. and up....16%¢ 


they are busy, 
money. 


with a balance in favor of cheerfulness. 


f.o.b. Chicago, game traps 


as fol- 


Per Doz. 


Newhouse With 
Size Chain 
a ee ee ere $3.28 
ee reer gsr 3.85 
ME aa 5e cate vs Maree 4.48 
See eee eae 4.88 
eee 5.78 
Ve) ere 6.93 
) Xo ec ee 7.33 
2 ae eee 8.54 
| a Serer eee 13.44 
oe eee 10.56 
Sk AAG ae 11.39 
SS Aer 15.05 
| ay Peery 13.44 
ae 2 ee 33.75 
: ES ree eran rer 100.00 
ae See ee 227.81 


but on other materials, and making 
Sentiment as regards the future is mixed, 


Certain it is 


that construction work is on the increase although to 


date it has called for comparatively little steel. 


But 


we understand that some of the architectural construc- 


tion iron workers are mannan on ym, 


SAWS AND FRAMES— 
Hack— 


Saws, 6 to 14 in. ine....... 25% 
Saws, Machine Blades, 
TR OD 36 Di ccevcsccns 10&10% 


Saw Frames— 


Iron, adj., POT GOZ..ccceces $3.75 
Steel, adj., 8 to 12 in., 


Steel adj., steel hdle., per doz., 

11 
Adj. Pistol-Grip, per doz...$17.80 
SCREWS— 

Coach, Lag and Jack— 
Lag, Cone Point............50% 
Coach, Gimlet Point........50% 

Jack Screws— 
SeanGes DE ciccccvcevcse 25% 


Machine— 
Cut Thread, lron, 
Flat Head or Round Head, 


60 @60&10% 
Fillister or Oval Head, 
50@50&10% 
Brasa- 
Flat Head or Round Head, 
50 @50&10% 
Fillister or Oval Head, 
40@410&10% 
Rolled Thread Iron, F. H. or 
PEE EE 80% 


Fillister or Oval Head.75&10% 
Rolled ee Brass: 


R. H....60@60&10% 
Fillister or Oval Head..... 60 % 
Set and Cap— 
BOE GE cc ccs sneenerined 65% 
Set (Steel) net advance over 
DE cca ansehen eee ee saree 1% 
ee 0a 5 ee wesw net 60% 
ee. Bs We icivsecvexeas 60% 
Fillister Head Cap....... 45% 
Wood, 


77 &20K10% 
c20K10% 
C20K&10% 


Flat Head, tron... 
Round Head, Tron 
Flat Head, Brass..i 








Round Head, Brass &20K10% 
Flat Head, Bronze .47 Y&20K10% 
Round Head, Bronze .45&20&10% 


STOCKS, DIES AND 
+. Ps— 


Hand Taps, % tol in...... 45% 
— Taps, smaller than % 


t 
SOR MR. < caxas cade ae 474 
M. 8. Taper Taps, larger.. 
TURNBUCKLES— 
National Mfg. Co. Screen Door. 
No. 195, Japn’d, per dozen.$1.20 


as are the 


ese meats iar oh ao 
a a i Mfg. Co.: 
, $21.50; No. 2, sis 507 
wo. 8, $15 5.50. 
W ASHERS—Cast— 
Over — barrel lots, per 
100 $8. 


Iroag or Steel 
Per 100 Ib. 


Bize bolt 5/16 % 
Washers $13.40 12.50 11.40 
11.20 11.10 
pre ni 
Agrtoultural ..cccccsccccses 40% 
Alligator > Crocodile. - 50% 
Drew FPOGSE Bicecvccccvess 20% 
Stilison pattern ......... 60-10% 
Genuine Walworth Stillson, 
50&10% 
METALS— 
Tin— 
Srentte, PAS cccce ° oom 1b¢ 
90¢ 
y ED ‘pig, “99° per ‘cent, 
T0@72¢ 
Copper— 
eee 18@19¢ 
WOCUROIFEIS oo cca rcccene 17@18¢ 
re ree 16% @17%e 


Spelter and Sheet Zinc— 

Western, spelter 

Sheet Zinc, No. 
12¢; open, 13¢. 


Lead— 

American pig...Per lb., 64@7¢ 
* rere Y Per Ib . 1% @8%e 
Solder— 

2, . % guaranteed ......... 45¢ 

PEPOCO YT rere erry y 40¢ 
Retued error rere errr. 4¢ 


Prices of solder indicated by 
private brand vary according te 
-omposition. 


Babbitt Metal— 


Best grade, per 1........... 90¢ 
Commercial grade, per Ib... .55¢ 
Antimony— 

Asiatic, per Ib......... -8%¢ 
Aluminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingote for 
remelting, per Ib...... 37 @39¢ 
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manufacturers of gravity conveyors and other important 
lines, which would indicate a much larger consumption 
of steel and iron if jobs they are figuring on go through. 
But at the same time it is only fair to state that the 
average manufacturer and consumer of merchandise is 
still of the opinion that prices for raw products are too 
high and that a further reduction in values will have to 
be made before general business assumes normal volume. 
This feeling is clearly shown by a letter from the Co- 
burn Trolley Track Manufacturing Company of Hol- 
yoke, maker of sliding door hangers, overhead carrying 
apparatus, standard fireproof doors, etc., to the Boston 
News Bureau. The letter says in part: 

“We are compelled to curtail production on account 
of lack of orders. Our orders have shown a decrease 
since the armistice was signed. We are working half 
time with the rate of wages same as the war rates. 
If the general situation as it is now should continue we 
should be obliged to readjust wages and salaries. We 
think the raw material producers will be obliged to re- 
duce their prices to nearly pre-war quotations plus 
extra expense for wages, freights, taxes, etc. In our 
opinion the steel prices should have been cut $16 per ton 
and then a building boom would have been with us in the 
fall. We have some doubts about the $7 cut being 
enough to attract capital into large building operations. 
All other lines of building material should follow in 
line. 

“Going back to President Cleveland’s administration 
I remember well of buying steel plates at 87% cents per 
100 pounds at the mill. The same plates to-day at the 
recent cut price are $4.05 per 100 pounds. The thought 
that comes to my mind is that since that time many im- 
provements have been made by large steel mills in the 
way of production and maximum of efficiency has been 
installed, and if there was a profit at 87% cents per 100 
pounds, there must be a very good profit at $4.05.” 

The shelf hardware jobbers are very busy shipping 
garden tools, fencing, poultry supplies, netting, wire 
cloth and similar seasonable goods. Aggregate weekly 
sales are running well ahead of last year, collections 
are good and general conditions very much better than 
was thought possible earlier in the year. The jobbers, 
as a rule, have been quick to see what lines would sell 
best and have given the bulk of their attention to same. 
Articles that sell slowly are more or less neglected, the 
idea being to make quick turns on a comparatively small 
number of goods. In addition there is a slow weeding 
out process of undesirable labor in offices and store- 
rooms so that the efficiency of each individual house is 
steadily improving. Building hardware, as has been 
the case for many months, is the one unsatisfactory spot 
in the shelf hardware business to-day, but nobody is 
carrying excessive stocks and the market really is 
healthier than conditions warrant. 


Automobile Accessories.—Automobile accessories of 
all kinds are in excellent demand. Fortunately the aver- 
age local jobber is carrying ample supplies, which 
allows for quick deliveries to and turnover of capital 
by the rank and file of retail trade. The usual rush for 
Massachusetts automobile permits was not experienced 
last month, due to the fact that a majority of persons 
owning cars did not wait for the call of spring this year 
before registering. Up to April 1, the total registra- 
tion in this state was 116,163, as compared with 86,820 
for the corresponding period last year. At the same 
time there has been an expansion of 25 per cent in 
motor truck listings, the total listings of this type up 
to April 1, amounting to some 30,000 cars or so. Ac- 
tual figures from other New England states are not 
available at the moment, but it is understood that the 
percentage of registration very nearly corresponds in 
proportion with that by Massachusetts. Next to 
Massachusetts, Connecticut is understood to have made 
the best showing. But taking Massachusetts’ figures 
as a basis it is easy to understand why automobile acces- 
sories enjoy the prominence they do to-day in the hard- 
ware field. 


Barbed Wire.—The barbed wire situation has not 
changed materially since last reports. More or less 
stock is moving out of jobbers’ hands each day, but the 
aggregate tonnage sold weekly is somewhat disappoint- 
ing. The distributing trade here is inclined to attribute 
business conditions to the press reports from Washing- 
ton appearing daily as regards the railroad administra- 
tion’s attitude toward steel and iron in general. Ad- 
vices received here from the mills, on the other hand, 
do not suggest any immediate revision in prices, but 
this news when conveyed to a prospective buyer fails 
to create confidence. 

We quote from jobbers’ stocks: Catch weights, 80-rod reels, 
1s "aman barbed, $4.64; plain two-ply twisted, 80-rod reels, 
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barbed 
Two-ply 


We quote, f.o.b. factory: 80-rod reels, galvanized, 
wire, in less than carload lots, $3.84 per 100 lb. 
twisted, in less than carload lots, $3.55 per reel. 

Bolts and Nuts.—A large number of orders for 

small quantities of bolts and nuts serves to keep local 
jobbers moderately busy. The aggregate business 
weekly, however, is considerably below normal. In some 
quarters it is felt that consumers before long will be 
obliged to enter the market for larger quantities. In 
other quarters no material increase in the demand is 
looked for until the consumer is convinced that prices 
have reached a stable basis, and the average large con- 
sumer of goods does not seem to have that confidence 
to-day. 
_ Machine bolts, C. T. & D. nuts, 4 x 4% and smaller, 35 and 
5 per cent discount; 44% x % and larger, 30 per cent dis- 
count; with H. P. nuts, 4 x % and smaller, 45 per cent dis- 
count ; 4% x % and larger, 35 per cent discount; common 
carriage bolts, 6 x % and smaller, 40 per cent discount: 
6% x % and larger, 30 per cent discount; tap bolts, less 10 
per cent; Eagle carriage bolts, 70 per cent discount; stove 
bolts, large quantities, 70 and 10 per cent discount; bolt 
ends, 30 per cent discount; tire bolts, 50 and 10 per cent dis- 
count; semi-finished nuts, 9/16 and smaller, 70 per cent dis- 
count; % and larger, 60 per cent discount; finished case 
hardened nuts, 60 per cent discount; H. P. square blank in 
full keg, list; tapped, list; hexagon blank, list; tapped, list; 
Cc. P. C. & T. square blank, plus le.; tapped, list; hexagon, 
blank, list; tapped, list. 

Brass Goods.—There has been a decline in local 
quotations on brass goods such as hinges, hasps, refrig- 
erator locks, etc., but it amounts to less than 10 per 
cent. 

Bright Wire Goods.—The local market for bright 
wire goods, hooks, etc., has declined slightly during the 
past week. Opinion among the jobbers seems to be that 
the market has just about reached its low level for some 
time, at least, but retail dealers as a rule are inclined 
to look for still lower values owing to the unsettled 
condition of the market during the past two months or 
so, and for that reason are not buying as freely as they 
might under normal conditions. 

_ Clocks.—It is interesting to note that for the first 
time since the United States entered the World War 
German-made clocks have been offered in quantities to 
the local jobbing trade at rather attractive prices. But 
we are glad to state that so far as can be ascertained 
Boston houses have been far from receptive to such 
goods. We know of at least one instance where the 
buyer«for the jobbing house seriously questioned the 
patriotism of the salesman offering the goods. 

Files.—Local stocks of files in jobbing hands are com- 
paratively small, but the demand corresponds and the 
market has, therefore, adjusted itself to the new prices 
without much disturbance. 

We quote from jobbers’ Chelsea hand cut files, 
list; American machine cut files, 50 and 10 and 5 per cent 
discount 
_ Freezers.—Little new has developed in the freezer 
field. Orders are confined largely to future delivery, but 
here and there we learn of requests for immediate or 
prompt shipments, which suggest that perhaps regular 
line demand for this class of goods is starting a little 
earlier than usual. No change in local quotations is 


stocks: 


reported. 

We quote from jobbers’ stocks: White Mountain freezers 
1-qt., $2.43; 2-qt., $3.03; 3-qt., $3.60; 4-qt., $4.23; 6-qt., $5.37 
S-qt., $6.93 ; 10-qt., $8.85; 12-qt., $11.25; 15-qt., $13.35; 20-qt 


$17.31; 25-qt., $22.20 each. 

Galvanized Bars.—Local jobbers who are fortunate 
enough to have ample supplies on hand are selling 
moderate amounts of round galvanized bars to the 
awning trade and flat bars to the cornice makers. Some 
of the shipyards continue to buy stock, but the demand 
from this source has dropped off materially since the 
Emergency Fleet Corporatién curtailed its ship con- 
struction schedule. 


We quote from jobbers’ stocks: Flat galvanized bars in 
stock, 1 x \ in., 12 ft. long, $7.70 per 100 Ib.: 1 x 3/16 in.., 
12 ft. long, $6.90; 1 x \4 in., 16 ft. long, $6.90; 1% x \ in. 
16 ft. long, $6.90. 

tound galvanized bars in stock, 1% in., 18 ft. long, $6.90 


per 100 Ib.; 5% in., 18 ft. long, $6.80; % in., 18 ft. long, $6.70 

Galvanized Goods.—A further downward revision in 
local quotations on galvanized pails is noted this week. 
Quotations on other articles coming under this head 
have not changed. The recent slump in galvanized 
values evidently has frightened buyers, for there has 
been a decided check in the local outgo of such mer- 
chandise during the past week or ten days. 


We quote from jobbers’ stocks: Pails—Common galvanized 


pails, light finished, 8-qt., $3.10 per dozen; 10-qt.. $3.50: 
12-qt., $3.85; 14-qt.. $4.32. Common pails, heavy finish 
(5 Ib. to the dozen), 14-qt., $7.25 per dozen: lighter weights, 
14-qt., $5.63. 


Coat Hops.—Medium grade (wood handle), japanned, size 
15, $3.80 per dozen; size 16, $4.06: size 17, $4.50. Galvanized, 


size 15, $5.75 per dozen; size 16, $6.37: size 17, $6.87; size 18, 
$7.47. 

Tuss.—Galvanized, No. 200, $16.25 per dozen: No. 300, 
$18.20 
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Garden Tools.—The garden tool market to-day is 
largely a weather affair. Many thousands of Greater 
Boston people daily visit the so-called big markets for 
something to eat. In this market on almost every hand, 
before one passes the fresh beef, poultry and fruit and 
vegetable stalls, one sees seeds, young trees of all kinds 
and a lot of other things that simply get in under the 
skin of the fellow who lives out of town and has a house 
and a little land, as well as the chap who has a small 
patch of unused land back of his flat. 

He looks at these packages of seeds, little hemlock 
trees with roots done up in burlap, hedge and boxwood 
and all the other things, day after day in the same man- 
ner that the hungry man looks through the window of 
Child’s at the white-frocked Swiss turning over the flap- 
jacks. Before he realizes it he is drawing pictures in 
his mind that almost satisfy that longing. Along comes 
a warm springl’ke day. The chap with a few feet of 
land simply cannot resist. He buys some seeds and a 
garden tool or two, goes home and get the wife all en- 
thusiastic. After supper they go out in the back yard 
and plan their campaign. The people above or below see 
them, get interested, come down and finally get inter- 
ested themselves. A new garden tool customer is born. 
But it usually takes a warm springlike day as a stage 
setting for this little drama. A cool or damp, cold day 
with coal at $11 a ton, usually takes all the joy out of a 
prospective gardener. Just as sure as we have a warm 
day, just so sure do local shelf hardware concerns have 
orders for garden tools from the retail trade. And it is 
a pretty safe bet that the retailer is not buying tools 
unless he has a call for them. 


Hack Saws.—The New England hardware trade seems 
to have been hack-sawed to death during the past fort- 
night. The manufacturing interests have been ex- 
tremely busy putting their wares before the buyers and 
it is generally understood they met with considerable 
success. The jobber caught the fever and tried to push 
sales, but most of them did not have the luck the manu- 
facturer did. 

We quote from jobbers’ stocks: Hack saws, one gross or 
more, 15 per cent discount. 


Horseshoes.—The blacksmith trade has not been slow 
in taking advantage of local horseshoe prices as named 
a week ago. In fact jobbers report business as just a 
shade below normal, which is really the most encourag- 
ing bit of news we have received of late from the heavy 
hardware houses. The market for this product, as a 
result of a disagreement among the manufacturers serv- 
ing the New England field, is on a basis which indicates 
that there is little or no money in the business to-day. 
It is a matter of guesswork how long this competition 
will continue. In the meantime the average blacksmith 
is buying fairly freely and as often as possible. 


We quote from jobbers’ stocks: Standard makes in 100-Ib. 
kegs, to blacksmiths and consumers in Maine, New Hamp- 
shire, Vermont. Massachusetts and Rhode Island points $5.40 
per keg base. Direct shipments in any quantity from the 
mill $5.40. with freight allowed on any quantity. Base prices 
are for No. 2 or larger. To Connecticut blacksmiths and 


consumers the base price is $5.15 per 100-lb. keg. No freight 
is allowed on store shipments. 

Fancy SHors—Side weights, $12 per keg; track side 
weights, $12.25; toe weights, $10.75; steel shoes, $9.25; toe 
creased, $7.75: side wear, $9.75; calked, $9 25; extra light 
calked, $10.25: iron countersunk, $8.25; steel countersunk, 
$10: tins, $9.25; light driving, $9.25; featherweights, $9.25; 


mule, $8; all assorted shoes, 50c. per keg extra. 


Iron.—Although the demand for iron is better than 
it was prior to the recent announcement of the cut in 
prices, it is well below normal and naturally disappoint- 
ing from the jobbers’ viewpoint. There still persists 
a belief that a big trade is in the making, but nobody 
seems able to start it, the average consumer still feeling 
that possibly prices may be lower. The best informed 
heavy hardware jobbers here are confident, however, 
that the market is as low as it will be for some time. 

We quote from jobbers’ stocks: Best iron, flats, rounds 
and square, $5.50 base per 100 lb.; H & P ovals, half ovals 
and beve's, $6.59: H & P half rounds, $5.50; refined iron, 
$3.45; Norway iron, $20. 

Jar Rubbers.—The largest manufacturer of jar rub- 
bers in the country, the one that sold more than 8,000,- 
000 dozen or 100,000,000 last year, anticipates hang- 
ing up a new sales record in 1919. The concern is so 
confident it is embarking on an extensive advertising 
campaign, which should help the retail hardware fellow 
to sell not only this particular line, but others as well. 
During and since the war the number of converts to 
home-made preserves has grown by leaps and bounds. 
From necessity it has been proved that in the long run 
it pays to have a garden that will provide sufficient 
vegetables for summer consumption in addition to can- 
n'ng for winter usage. Many people, unable to have a 


garden, have learned to go into the market and buy 
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peaches, green corn, tomatoes, beans and many other 
things to can. The saving in dollars and cents, espe- 
cially when there are more than two in a family, more 
than offsets the cost of jars, rubbers or any other ex- 
pense that may arise. 

In the process of canning the jar rubber plays a very 
important part, and the retail dealer if he wants to 
hold his trade should give considerable thought in select- 
ing stocks of same. The hardware people we have 
talked with regarding the subject are unanimous in say- 
ing cheap composition rubbers are no longer profitable, 
for the average woman buying them rarely returns for 
more. The market to-day is flooded with competitive 
rubbers that sell for prices covering a wide range, and 
for that reason some of the retail trade will have trouble 
in picking a line which in the long run will net the 
biggest profit. 


Lawn Mowers.—The fact that the grass in this sec- 
tion of the country is green has failed so far to increase 
sales of lawn mowers according to the jobbers. The buy- 
ing continues on a hand-to-mouth basis, and there is 
nothing in sight that indicates a change in bus‘ness con- 
ditions, 

We quote from jobbers’ stocks: Lawn mowers, 12-in., $4.65 
each; 14-in., $4.80; 16-in., $5; 18-in., $5.20. 

Nails.—Horseshoe nails are enjoying a fairly good 
call. Wire and cut nails are moving all the time, but 
not in quantities. In spots a moderately good consump- 
tion of coated nails is recorded, but everybody admits 
there is lots of room for improvement in the general nail 
business. 

We quote from jobbers’ stocks: Wire nails, $4.25 per keg 
base. Cut nails, $5.35 base. For galvanized nails an extra 
charge of 50c. per keg is made. 

Poultry Supplies.—No letup in the demand for poul- 
try supplies of all kinds is noted. Statistics covering a 
period of past years show that New England does not 
supply its needs of eggs and poultry and that we have 
to draw upon the West for the deficiency. Efforts have 
been made annually to interest the farmer in this sec- 
tion of the country to go into the hen and chicken game 
on a much larger scale, but comparatively little head- 
way has been made. The farmers this year, so far as 
can be learned, are not warm‘ng up to the hen proposi- 
tion in any better shape than they have in the past, but 
we understand from good authority that more people. 
will raise poultry this year than ever before in the his- 
tory of New England. This statement as made to us 
means that the increase in large flocks of hens will be 
comparatively small, but the increase in the number 
of small individual flocks will be tremendous. If more 
people than usual are to ra‘se hens and chickens it 
means heavier sales of poultry supplies, naturally, and 
the present activity of the market unquestionably bears 
out statements made us as indicated above. 


Rivets.—Conditions governing the rivet market are 
much the same as recorded under the heading of bolts 
and nuts, and washers. The average local jobber reports 
more or less stock moving all the time, but business is 
weli below normal and there is nothing which indicates 
an immediate improvement in trade. 

We quote from jobbers’ stocks: Norway iron rivets, 50 and 
10 per cent discount; structural rivets (full kegs), $5.50 base 
per 100 Ib. 

Rope.—Sales of rope continue fairly satisfactory in 
the aggregate, but business is inclined to be spotty, one 
firm reporting good bookings and the next one saying 
there is almost nothing doing. The undertone of the 
market appears to be on a steady basis. 

We quote from jobbers’ stocks: Manila, 
basis; sisal, 25c.; tarred lath yarn, 22c. 

Rubber Hose.—The average jobbing and retail house 
in New England has comparatively little rubber hose on 
hand. Occasionally, however, one finds a firm who was 
stuck last season owing to the limited demand. Only a 
few of the hardware interests have placed orders for 
this season’s goods as is clearly shown by production 
figures of manufacturers. One of the largest garden 
hose makers, usually turning out 1,000,000 ft. per month 
at this time of the year, to-day is operating on a basis 
of less than 500,000 ft. 

People have not bought hose because they thought 
prices would be lower, no change in lists having been 
announced since last August. But lower prices have not 
come nor are they likely to right away. Here is the 
reason in a nutshell from the leading manufacturing 
interest. When the war began this firm held off buying 
cotton, rubber and other raw stock on the belief that 
the fight would be over over there in a short time. But 
it continued, and the manufacturer still put off buying. 
Then, just a short time before the armistice was signed, 
he jumped in and bought stuff right and left, paying al- 


29c. per pound 
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most any old price. This raw material is stored in 
every available place in that particular plant. We do 
not know how the other hose manufacturers are situated 
as regards raw material, but the one we have talked 
with assumes they are all in the same boat. 

If there was a way the manufacturers could duck tak- 
ing the raw material they certainly would. Being 
stocked with it they naturally do not feel like taking 
a loss until they actually have to. That is why they 
are not going to change prices right away. But of course 
there must be a readjustment of prices sooner or later. 
Indications all points to the revision being made on or 
about July 1, next. 

In the meantime the manufacturer is hoping enough 
business will materialize to work off at least a part of 
his raw material. With this “inside” information the 
hardware jobber and retail dealer will have to de- 
cide when is best to buy. In making a decision one 
must bear in mind that under conditions 1,000,000 ft. 
of hose in stock to-day looks mighty big to the average 
manufacturer, and of course he is not stocking any more 
than he has to. If everybody waits until July 1 to buy 
the chances are a whole lot of people will get left. The 
art of making hose, even with the best equipped fac- 
tories, does not permit the manufacture of large quan- 
tities on short notice. To tune up machinery and work- 
ing crews to a maximum output capacity requires time, 
often two or more weeks. If, therefore, a big demand 
for hose develops after July 1, the manufacturer will be 
swamped and absolutely unable to handle the situat‘on. 

We quote from jobbers’ stocks: Leader, %-in., 10%c.; 
%-in., 114c.; %-in., 12%c.: Olympia, %-in., 12%c.; %-in., 
1314¢c.; Milo, %-in., 44%4c.; Bull Dog, %-in, 18%4c. per foot. 

Sash Cord.—There has been a revision in the local 
jobbing price of Acme sash cord, but quotations on other 
makes and brands are unchanged. The demand for sash 
cord is a shade better than it was a month ago, but 
still far kelow normal. The manufacturers are “up in 
the air” over the raw cotton market, and some of them 
seem to feel that if a revision in prices is necessary 
during the next month or so it will have to be upward. 

We quote from jobbers’ stocks: Braided cotton sash cord, 
Samson. 90c. ner pound base; Silver Lake, 88c.; Phoenix, 
64c.; Acme, 50c. 

Screws.—It is understood the American Screw Com- 
pany and the other manufacturers have notified the 
hardware trade that present lists will stand until July 1. 
This action takes all the uncertainty from the New 
England selling market, and it should result in a freer 
movement of goods, especially as the average retail firm 
is not carrying anything like normal stocks. 


We quote from jobbers’ stocks: Wood screws, flat head, 
bright, 771%4 per cent discount; flat head, blued, 77% per 
cent discount; round head, blued, 7214 per cent discount; flat 
head, brass, 52% per cent discount; round head, brass, 50 
per cent discount; flat head, galvanized, 621% per cent dis- 
count; flat head, nickel, 65 per cent discount; round head, 
nickel, 65 per cent discount; the regular price beyond the 
print is 19 ner cent, and the extreme price beyond the print 
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St. Paul and Minneapolis, April 10, 1919. 


HILE the full effect of the price revision has not 
yet been felt here, there is a steady increase in 
business in general that is very hopefully gratifying. 
A steady development in trade has been experienced 
since the new prices have come into effect, but it is 
not believed that this is due entirely to the price revi- 
sion. It is true that prices have influenced business 
to some extent and that further downward revision 
would have even a greater influence, but the natural 
result of two or three years of restriction on building 
would force a certain amount of building. 
Building is increasing rapidly here. One local daily 
paper notes that $500,000 worth of work has been started 
in one city alone in the past week, which includes work 
on nineteen apartment houses, ninety-six residences, 
and two large flat buildings. Considering the time of 
year, this is a very fair showing. 

Dealers evidently are rounding out their spring as- 
sortments as jobbers note a very good business along 
these lines. Gardening and lawn tools are beginning 
to move more freely, some people having gone so far 
as to have their garden all planted. Lawn mowers 
are selling very slowly as yet, the greatest movement 
here being from jobber to dealer. Dealers have been 
showing spring goods for several weeks, but sales of 
them have been negligible so far. With the present 
protracted rains there will be large amounts of seeds 
and supplies sold. 


Axes.—Sale of axes is light at present. One jobber, 
on being asked the prices, gave them with the added 
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Cap and set screws: In full packages, set screws, including 
headless, 65 per cent discount; squares and hexagon head 
cap screws, 50 per cent discount; fillister head cap screws, 
35 per cent discount; flat head cap, 25 per cent discount: 
round and button head cap, 20 per cent discount. In broken 
packages, set, including headless, 40 per cent discount; square 
and hexagon head cap, 35 per cent discount; fillister head 
cap, 20 per cent discount; flat head cap, 10 per cent discount ; 
round and button head cap, 10 per cent discount. 

Steel.—The expected increase in the demand for steel 
as a result of the recent revision in prices has not re- 
sulted. As one of the heads of a leading jobb'ng house 
says: “The market sentimentally is better but morally 
not better.” A great many small orders are received 
here daily, but the aggregate of these each week does not 
amount to anything like a normal demand. Jobbers’ 
stocks here and there are fairly large, but the average 
house is not carrying a great deal of stuff. And the 
average jobber, like the average consumer, is not buy- 
ing any more than is absolutely necessary. Everybody 
agrees that it will take time for the situation to adjust 
itself to the new conditions. 

We quote soft steel bars from jobbers’ stocks: Flat bars, 
stock lengths, not wider than 6 in. or thicker than 1 in. per 
100 lb., $3.45 base; rounds and squares, 1% in. and under, 
$3 45 base per 100 Ib. 

Angles and channels, under 3 in., stock lengths, $3.45 base 
per 100 lb.; over 3 in., $3.55; tees, under 3 in., $3.60 per 
100 1lb.; over 3 in., $3.65. 

Cold-rolled steel, rounds up to 1 15/16 in. and squares and 
hexagons, list; flats, list. Tire steel, 1% x 1% in. and larger, 
$4; thinner and narrower, $4.50 

Hoop steel, $4.75 per 100 Ib. base; band steel, $4.15. 

Washers.—The market for washers of all kinds is 
slow, the recent revision of prices having put a damper 
on the consumptive demand. It seems to be the best 
of opinion here that prices are about as low as they will 
be for some time, but the average consumer, when so 
informed, does not enthuse much. 

We quote from jobbers’ stocks: Malleable washers, 12c¢ 
per lb.; cast washers, % and smaller, 6c.; larger, 5c.; cut 
washers, in full kegs (200 Ib.) of a size, list; extras to con- 
sumers of less than keg lots of a size. add to list as follows: 
100 to 199 lb of a size, 1c. per Ib.; 50 to 99 Ib. of a size, 2¢ 
per Ib ; 25 to 49 lb. of a size, 3c. per lb.:; 10 to 24 lb. of a 
size, 4c. per lb.; 1 to 9 Ib. of a size, 5e. per Ib. 

Wire Cloth.—A further improvement in the demand 
for wire cloth is reported by most local jobb‘ng houses, 
but business is not as brisk as the average concern would 
like to see. It is understood that there is a considerable 
movement of stock from the factories on orders placed 
through New England jobbers. 


We quote from jobbers’ stocks: Black wire cloth, 12 mesh, 


$2.40 per sq. ft., f.0.b. Boston. Black wire cloth, 12 mesh, 
$2.30 per sq. ft., fo.b. factory. Silver wire cloth, 12 mesh, 
$3.10, f.o.b. Boston, and $3.05 per sq. ft., f.o.b. Pittsburgh 


Bronze w.re cloth, 9c. per sq. ft., f.0.b. Boston store, and &§%ec 
per sq. ft., f.o.b. factory. 

Wire Screening.—Little new has developed in the wire 
screening situation. Sales with the average jobbing 
house are fairly satisfactory and the market appears to 
be on a firm basis. 

We quote from jobbers’ stocks: 
per 100 sq. ft.; 18 to 24 in., $5.25; 


CITIES , 


information that they were in effect, “where they had 
axes.” This indicates light stocks and slow shipments 
from the mills. 


We quote from local jobbing stocks: Sager single bit, base 
weights, at $14.50 per dozen; double bit at $19 per dozen; 
Plumb single bit, base weights, at $12.50 per dozen; double 
bit at $16.50 per dozen; Sager handled single bit at $18.50 
per dozen; double bit at $23 per dozen; Quaker City Boys at 
$12 per dozen. 


12 to 18 in. 
24 to 48 in., 


screening, $5 


$5.50 


Brads.—Shipments from mills- continue slow, with 
retail sales showing a steady improvement. Price has 
not changed. 


We quote from local jobbers’ stocks: 
at 70 per cent from standard lists. 


Brads in 25-lb. boxes 
Bolts.—Call for bolts seems to have been improving 
slightly in the past week. Stocks are arriving from 
mills rather irregularly but better than the last year. 
Price shows no further change from last quotation. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 40-10 per cent, large carriage bolts at 30-5 per cent, small 
machine bolts at 50 per cent, large machine bolts at 30-10 
per cent, lag screws at 50 per cent, stove bolts at 70 per cent, 
and tire bolts at 50-10 per cent discount from standard lists 

Clippers (Hand and Power).—Dealers are beginning 
to sell horse clippers, and there is some call for power 
shearing machines, although this is light so far. Job- 
bers indicate a growing demand from their customers 
in this line. Prices have not changed. 

We quote from local jobbers’ stocks: No. 1 Stewart hand 
power clippers at $9.25 list, Stewart hand power shearing 
machines No. 8 at $12 list, No. 9 at $12.75 list, Stewart single 
power shearing machines at $22.50 list, with a discount of 
25 per cent. 
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Clocks.—New stocks of clocks seem very hard to 
obtain. Clock makers are so far behind on orders it 
will take them several months to begin to clean up old 
orders. Retail sales are good in every way, the price 
and war tax only acting as a restraining influence. 

We quote from local jobbers’ stocks: American 1-day alarm 
clocks at 89c. each, Lookout 1-day alarm clocks at $1.15 
each, Sleepmeter 1-day alarm clocks at $1.22 each, Auto- 
matic 8-day alarm clocks at $3.50 each, Automatic Luminous 
dial 8-day alarm clocks at $4.25 each. 

Drills.—Drills continue to sell very well, shops and 
factories demanding a large amount of them. Retail 
trade is improving also, as spring work develops. 
Prices have not changed. 

We quote from local jobbers’ stocks: Straight shank and 
earbon drills at 40 per cent, bit stock at 50 per cent, and 
ratchet shank at 5 per cent from standard lists. 

Eaves Troughs, Conductor Pipe and Elbows.—It was 
expected that lower quotations on this line would be 
announced but so far no developments have made their 
appearance. Sales are improving as repairing and con- 
struction work progresses. 

We quote from local jobbing stocks, 28 gage lap joint 
eaves trough, crate lots at 70-21% per cent, conductor pipe at 
60 per cent and elbows at 70 per cent discount from stand- 
ard lists. 

Files.—It still is difficult to obtain good shipments 
from the mills on files, and stocks are rather ragged 
in consequence. Sales are increasing both with shop 
and retail trade. There are no changes in price. 

We quote from local jobbers’ stocks: Nicholson files at 50- 
10 per cent, Riverside files at 50-5 per cent, Royal at 60 per 
eent, and Arcade at 60 per cent. 

Galvanized Ware—Is selling more freely than it has 
for the past several weeks.’ Call is growing for gal- 
vanized material for contractor’s use and stocks are 
moving somewhat better. 

We quote from local jobbing stocks: No. 0 galvanized tubs, 
$8.20 per doz.; No. 1, $10.10 per doz.; No. 2, $11.35 per doz.: 
No. 3, $13.25 per doz. Extra heavy, $16.25 per doz.: No, 2 
extra heavy, $17.15 per doz.; No. 3, extra heavy, $19.30 per 
.-; common §&8-qt. galvanized pails, $3.15 per doz.: 10-qt., 
$3.55 per doz.; 12-qt., $3.90 per doz.; 14-qt., $4.40 per doz.; 
16-qt., $5.30 per doz.; 16-qt. stock pails, $9.50 per doz.; 18-qt 
$11.10 per doz.; 20-qt., $13.50 per doz. 

Glass.—There is some call for glass for spring trade 
for fixing up and repairing regular window sash, al- 
though the sale is not as heavy as in the fall for 
repairing storm sash. There is no change in price. 

We quote from local jobbing stock, single strength grade 
A glass for three bracket. 79 per cent, larger 78 per cent, 
double strength A grade glass, 79 per cent from the standard 
list 





Handles.—The shortage on handles, particularly in 
the small tool handles, continues. Prices still seem to 
be holding steady with no apparent opportunities for 
change and there is no diminishing in the quantity of 
orders for this class of goods. 

We quote from local jobbers’ stocks: Single bit axe han- 
dies, Gold Seal, $5.50 per dozen; Red Seal, $7.75 per dozen; 
White Seal, $2.60 per dozen; broad axe handles, Blue Seal, 
$5.50 per dozen; wood choppers’ pail handles, $3.25 per 
lozen; carpenters’ adze handles, extra, $3.75 per dozen 


or 9 7F 


No. 1, $2.75 per dozen; railroad adze handles, extra, $3.75 per 
dozen; No. 1 at $3.25 per dozen; sledge handles, Daniel 
Zoone, 30-in., $3.75 per dozen; 36-in., $4 per dozen; extra 
30-in., $2.75 per dozen; 36-in., $3.50 per dozen; No. 1, 30-in.., 
$2.25 per dozen; 36-in., $2.75 per dozen; railroad pick or 
mattock, extra, $4.50 per dozen; No. 1, $4 per dozen; No, 2 
$2.75 per dozen; Red Seal, $3.75 per dozen; adze eye ham- 
mers, Daniel Boone, $1.75; Beauty, $1.25 per dozen; black- 
smith hammer, Daniel Boone, 16-in., $1.75; 18-in., 92 per 
dozen; Jeauty, 16-in., $1.25 per dozen; 18-in., $1.30 per 
dozen: machinists’ hammer, Daniel Boone, 14-in., $1.75 per 
dozen; 16-in., $2 per dozen; 18-in., $2 per dozen; Beauty, 
14-in. and 16-in., $1.25 per dozen; 18-in., $1.30 per dozen; 
D-handle shovel handles, spade handles, scoop handles, rake, 
fork and hoe handles, 30 per cent from standard lists 










Heaters.—With the milder weather there is an in- 
creased call for oil heaters. Stocks are heavy in both 
wholesale and retail dealers’ hands and prices are 
holding their own, showing no change whatever. 

We quote from local jobbing stocks: Japanned polished 
body oil heaters, $4.25 each; nickel polished body oil heaters, 
$4.75 each; large japanned nickel plated trimmings, $7 each: 
perfection oil heaters in lots of less than 10 at a time, 30 
per cent; perfection oil heaters in lots of 10 or over at a 
time, 30-5 per cent. 

Hose.—There is beginning to be a call for garden 
hose, although most of the queries are in the nature 
of price inquiries instead of actual orders ahead. The 
high price will undoubtedly curtail sales to some extent, 
although people who have waited one or two years to 
replenish their stock will undoubtedly have to purchase 
this season. 

We quote from local jobbing stocks: Competition, %-in. 
3-ply hose at 9c. per foot; 5-ply, %-in. at 12%c. per foot; 
cotton %-in. at 13%c. per foot. 


Lanterns.—Calls for lanterns grow lighter with the 
longer daylight hours, stocks are in good condition and 
prices show no change. 
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We quote from local jobbing stocks: Tubular long globe 
lanterns at $11.50 per doz.; tubular short globe lanterns, 
$11.50 per doz.; tubular dash globe lanterns, $15 per doz.; 
Dietz Delight short globe, 912 per doz.; Dietz Wizard short 
globe, $11.15 per doz.; Dietz Victor short globe, $7.50 per 
doz.; Dietz No. 2 Blizzard globe, $11.35 per doz.; Dietz No. 2 
Blizzard dash globe, $17 per doz.; Dietz Buckeye dash globe 
$10.15 per doz. 

Milk Cans.—Sale of milk cans continues to grow with 
prices holding steady and strong. 

We quote from local jobbing stocks: Railroad, 5-gallon 
milk cans at $3.80; &8-gallon at $4.65 each; 10-gallon at $4.85 
each. 

Mops.—Sales of mops are still in small quantities due 
undoubtedly to the high prices. There seems to be no 
prospects of any lower prices, however, and the volume 
of sales is fairly satisfactory. 

We quote from local jobbing stocks: Royal American mops, 
70c. per Ib.; C. G. mops, 65e. per Ib.; Priscilla mops, 46c. per 
lb.; Eureka mops, 44c. per Ib. 

Mowers.—Lawn mowers are beginning to move, al- 
though very slowly as yet, but dealers are receiving 
many inquiries on price. There is every prospect for 
a good season in this line, as many people have waited 
for one or two years to purchase new mowers. 

We quote from local jobbing stocks: Styles C and E, Phila- 
lelphia lawn mowers at 35 per cent; Philadelphia Style A 
at 30 per cent.; Philadelphia Style K at 35 per cent.; River- 
side ball bearing, 16-in., at $7.50 each net. 

Nails.—Nails are beginning to sell more freely with 
the inciease in contractor trade. Jobbing quotations 
are holding very steady at the new established base. 

We quote from local jobbing stocks: Standard wire nails 
at $4.15 per keg base, coated wire nails at $4.05 per keg 
base. 

Nuts.—No change shows in the price of nuts, and 
sales are holding up fairly well. Stocks are in good 
condition, although mill shipments are rather slow. 

We quote from local jobbing stocks: Sq. iron machine screw 
nuts at 25 per cent; hexagon iron machine screw nuts, 25 
per cent; brass machine screw nuts, 15 per cent; hot pressed 
sq. blank nuts at $1; hot pressed sq. tap nuts, 80c.; hexagon 
blank nuts, 80c.; hexagon tap nuts, 60c. from standard list: 
hexagon semi-finished nuts, small size, at 60 per cent; % and 
larger, 55 per cent. 

Netting.—There has been a further advance in the 
local jobbing price of netting, with sales running ex- 
ceedingly strong. The local retail trade seems to be 
prepared to take more netting this year than for sev- 
eral years past, due to the increase in number of people 
keeping a few chickens in their own back yard. 

We quote from local jobbing stock: 
netting at 40 per cent from standard list. 

Paper.—Building paper is beginning to sell more 
freely, although the price is still holding high and 
strong. With the increase in building there will un- 
doubtedly be more saies than for some time past. 

We quote from local jobbing stocks: Barretts No. 2 tarred 
felt at $3 per cwt.; Barretts stringed felt, 500-ft. roll, 36 in. 
it $2.54 per roll; 25 Ib. red rasin paper, S5c. per roll; 30 tb 
red rosin paper, $1.02 per roll; 35 Ib. red rosin paper, $1.1 
per roll; 40 lb. red rosin paper, $1.36 per roll. 

Registers.—Registers are moving a great deal better 
than for several weeks past. No changes in prices and 
stocks are in good condition. 

We quote from local jobbing stocks: Black japanned regis- 
ters at 40 per cent discount; black japanned registers, faces 
up to 14 x 14, 40 per cent; larger registers, 60 per cent. 

Rivets.—With the change in market conditions rivets 
in the local jobbing market show some decline in price. 
Sales are fairly good with stock in good condition. 

We quote from local jobbing stock: Oval head iron rivets 
at 50 per cent discount; copper rivets and burs at 25 per 
cent discount from the standard list. 
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Rope.—Rope market appears to be very strong at 
the present time, retail sales show some increase with 
jobbing stocks plentifully supplied so there is appar- 
ently no shortage in any size. 

We quote from local jobbers’ stocks: First grade Manila 
rope at 28c, per pound, base; first grade sisal rope, 24c. per 
pound, base; cotton rope, 50c. per pound, base; Swedish wire 
rope at net list; crucible steel rope at list less 174% per cent; 
Monitor hoisting at list less 15 per cent; tram and pillar rope 
net list: plow steel cable at list less 30 per cent. 

Sandpaper.—Sandpaper is beginning to sell in a retail 
way much better than it has for many months past. 
Paint repair jobs are responsible for considerable 
volume of this business. Local jobbing prices show 
no change. 

We quote from local jobbing stocks: Flint paper at new list 
less 5 per cent. Garnet paper at new list less 20 per cent 
Emery cloth at new list less 10 per cent. 

Sash Cord.—Call for sash cord is increasing as the 
repair work and construction work increases. Prices 
are holding steady, with stocks in fair condition. 

We quote from local jobbing stocks: Common sash cord at 
35e. per Ib. base; Silver Lake sash cord at 92c. per Ib. base; 
Samson Spot at 92c. per Ib., base. 

Sash Weights.—Local foundries are prepared to take 
care of any amount of business in sash weights now. 
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Prices are holding steady, the reduction in general mar- 
ket quotations on metal having had no effect locally on 
this product. 

We quote from local jobbing stocks: 
weights at $2.50 per hundredweight. 

Solder.—With the increase on metal work, solder sales 
seem to be improving. No change in price. 

We quote from local jobbing stocks: Strictly half and half 
solder at 4lc. per lb., warranted half and half solder at 44c. 
per lb., wire solder at 47c. per Ib. 

Screws.—Sales of screws show some improvement in 
the past few weeks. The decrease in market quota- 
tions will undoubtedly have some effect on sales, al- 
though this is not apparent as yet. Mill shipments are 
rather slow and specifications are not filled completely. 

We quote from local jobbing stocks: Flat head bright 
screws at 77% per cent; R. H. blued screws at 7214 per 
cent; flat head brass screws at 44 per cent: R. H. brass 
screws 40 per cent; regular cap screws 50 per cent; set 
screws 50-10 per cent; machine screws 75 per cent; brass 
machine screws 50 per cent. off of standard list 

Skid Chains.—Sale of skid chains continues to be very 
good, owing to the wet weather we have been having. 
Cross chains have been selling quite freely also for 
repair work on skid chains. There is no change in 
price. 

We quote from local jobbing stocks: Weed chains, 30 x 3% 
at $4.61 per pair; 34 x 4 at $6.45 per pair; Rid-O-Skid chains, 
30 x 3% at $2.92 per pair; 34 x 4 at $3.60 per pair. 

Staples.— With the increase in sale of fence wire and 
poultry netting, staples are beginning to sell much 
more favorably. Prices are steady at old quotations. 

We quote from local jobbing stocks: Polished finished 
staples, $4.30 per hundred weight, galvanized staples at $5 
per hundred weight, galvanized poultry netting staples at 
$6.25 pey hundred weight. 

Steel Sheets.—Stock on steel sheets is in good con- 
dition with the exception of a few of the thinner gage 
sizes. Apparently the mills are not turning these out 
as yet. Calls are increasing on this material, with no 
change in price. 

We quote from local jobbing stocks: 28-ga. black sheets at 
$6.09 per cwt.; 28-ga. galvanized at $7.44 per cwt. 

Tacks.—There is no indication that local jobbing 
houses have so far adopted the new list discount prices 
on tacks, perhaps we should say the new list and late 
additions to the list price on tacks. Stocks only in 
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fair condition with sales running better than for several 

months past. 

: We quote from local jobbing stocks: Upholsterers’ tacks at 

list plus 10 per cent; bill posters’ at list plus 15 per cent 
rinware.—There is a gradually increasing amount of 

calls for tinware with price holding steady at last 

quotation. 

_ We quote from local jobbing stocks at 25 per cent discount 

from Standard Lists. 

Tinplate.—Stock on tinplate is assuming better form 
every week. Calls are light as yet, but with spring 
work developing undoubtedly there will be a good mar- 
ket this season. 

We quote from local jobbing stocks Flour City I. C. S-Ib. 
20 x 28 tin at $18.00 per box. Ideal bright 8 lb. coating I. C 
tin, 20 x 28 at $22.00 per box; 14-in. Valley tin soldered and 
painted on both sides at $8.60 per 100 ft 

Wire and Wire Goods.—Calls for wire are improving 
every day, showing a wonderful increase over condi- 
tions for the past several months, and sales so far this 
year are ahead of anything in the past several years. 
The new low price established will have a good effect in 
this way also. 

We quote from local jobbing stocks: Bright wire goods at 
75 per cent discount; brass wire goods at 70-10 per cent from 
standard list. 

Black annealed wire at $4.25 per 100 Ilb.; galvanized an 
nealed wire at $4.95 per 100 lb.; painted Glidden cattle wire 
80-rod spools, $3.75 per spool; galvanized Glidden cattle wir 
80-rod spools, $4.30 per spool; painted Glidden hog wire. 
$4.02 per spool; galvanized Glidden hog wire, $4.60 per spool 

Wire Cloth.—It is quite evident that mills and sash 
and door factories did not put in a heavy stock of 
wire cloth last season,.as has been their custom for 
several years. Re-orders are beginning to come in 
freely, even this early in the season. Prices are steady 
and strong. 

We quote from local jobbing stocks, black painted gal 
vanized wire cloth at $2.15 per hundred sq. ft. base; galvan 
ized 12 mesh at $2.55 per hundred sq. ft. base 

Wheelbarrows.—Calls for wheelbarrows are increas- 
ing, especially on the wood tray, and garden style wheel- 
barrows. Contractors so far are not ordering heavily 
on this class of goods. Prices show no change. 

We quote from local jobbing stocks, wheelbarrows, full) 


bolted, at $33.50 per dozen; tubular wheelbarrows at $7.95 


each; garden wood wheelbarrows, $5.40 each 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, April 14, 1919. 


HE muddle in the steel trade, due entirely to the 

refusal of Director General of Railroads Hines to 
accept the steel prices as agreed upon at Washington 
recently, and which were to have gone into effect on 
March 21, is still very much alive, and at this writing 
the situation as to the future is very dark. Director 
General Hines came out on Friday, April N, with a 
long official statement, giving his reasons for refusing 
to accept the new steel prices, and in which he reit- 
erated his intention to refuse to do so. His announce- 
ment was followed by another from Chairman. Peek of 
the Industrial Board of the Chamber of Commerce, 
and the only thing definite that the trade has had since 
this trouble broke out at Washington are these two 
statements, and they seem to make the matter worse 
than ever. In the meantime, new business in the iron 
and steel trades is practically paralyzed, jobbers and 
consumers being afraid to place new orders for fear 
the whole steel market may be declared open at any 
time. 

Since our report in the HARDWARE AGE of April 10 
was written there have been daily conferences at Wash- 
ington between the iron and steel committee and Di- 
rector Hines in an effort to straighten out the trouble 
but absolutely without avail. It is now stated that it is 
the intention of the parties in a dispute to appeal to 
President Wilson and ask him to interfere and settle 
the trouble, but if this has been done no reply has been 
received from President Wilson up to this time. While 
it cannot be stated definitely what the final outcome of 
this whole matter will be, all indications at this writing 
point to an open steel market, which means that each 
and every pig iron and steel making concern will make 
its own prices for its products and will not be restricted 
in any way by committees at Washington, the Admin- 
istration or anyone else. 

In the meantime no jobbers or consumers are buying 
a pound of steel or, in fact, anything else they can get 
along without, all waiting until they know what is 
going to happen to prices. Merchant blast furnaces, 
and by this term is meant blast furnaces who do not 


have any steel works connections and sell their pig 
iron in the open market, are steadily going out of blast, 
having no demand whatever for their iron, and they 
do not care to pile iron in their stockyards at present 
high cost of making it. It is true also that a large 
number of blast furnaces belonging to the steel com- 
panies have also gone out of blast because their owners 
do not have enough orders for steel products to warrant 
them running all their furnaces. 

The present outlook in the pig iron and steel trades 
is not very encouraging, but it is firmly believed that 
if the market is declared open and a decline in prices 
will follow, there would soon be an active buying move- 
ment that would start prices upward very quickly. 
It is said that even with prices as adopted recently at 
Washington, and supposed to be effective from March 
21, are not being rigidly held, concessions of at least 
$2.00 per ton having been made on steel bars and prob- 
ably on some other steel products. 

Axes.—Jobbers and retailers report only a fair de- 
mand for axes, not as heavy aS last year. Deliveries 
from the makers can be obtained promptly, but jobbers 
and retailers are inclined to keep their stocks down to 
the minimum in view of possible lower prices in the 
near future. 

Jobbers quote as follows: F.o.b. Pittsburgh first quality 
single bitted axes, $11 to $12 per doz double bitted axes 
to $15 to $16 per doz 

Coil Chain.—The very heavy reduction in prices on 
chain of all kinds, amounting to as much as $60 per 
ton on some sizes and $20 per ton on nearly all other 
sizes, has stirred up the trade a good deal, and there 
has been a fairly large amount of orders r!aced with the 
chain manufacturers since the heavy reduction in prices 
went into effect on April 1. The United States Chain 
& Forging Co., Pittsburgh, organized about a month 
ago, and which took over four or five of the largest 
chain companies in the country, reports it is having 
a fairly large amount of business and is operating its 
plants nearly full time. The following schedule of re- 
duced prices on chain was printed in full on page 81 of 
the issue of HARDWARE AGE of April 10, to which we 
refe ur rea?ors, 
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Nuts and Bolts.—It is stated that the new demand 
for nuts and bolts has shown a fair increase since the 
reduced prices went into effect on March 28. However, 
orders are not yet large enougn to allow the manufac- 
turers to operate their plants in full, and some are run- 
ning only to about 50 per zent. Jobbers and retailers 
are inclined to place new orders for nuts and bolts with 
some care until they are fully satisfied that the present 
prices are minimum of the market. Makers state they 
must have reductions in labor if any further decline of 
prices in nuts and bolts takes place. The new discounts, 
as effective from March 28, are as follows: 

Large atructural and ship rivets......ccsccsecoee $3.70 base 
Ce nar re errr rr res 
7/16 in. x 6 in. smaller and shorter rivets. . : 
65-10-5 per cent off list 
Machine bolts, hp. nuts, % in. X 4 in.: me 

Smaller and shorter, roiled threads. .65-10-5 per cent off list 

ORE IE bo Seis. Nw bobo oes see va 60-10-5 per cent off list 

Larger and longer sizes......... ; .. 60-5 per cent off list 
Machine bolts, c.p.c. and t. nuts, 4% in. x 4 in.: nd 

Bmalior ANG SROPter. ..562 ses cevs 45-10-10 per cent off list 

Rareer Ghd TORRES! . 6c6.66s 26s sea e ees 10-10-5 per cent off list 
Carriage boits, % x 6 in.: 

Smaller and shorter, rolled threads. . 

Cut threads ........ccccecseercees- 00-105 per cent off list 

Larger and longer sizes.............. 15-10 per cent off list 
Os a eee re ree re .65-5 per cent off list 
Piow boits, Nos, 1, 2, $3. ..6.00 . .60 per cent off list 
Hot pressed nuts, sq. blank...... K off list 
Hot pressed nuts, hex., blank... . off list 
Hot pressed nuts, sq., tapped..... . off list 
Hot pressed nuts, hex, tapped.. vag . off list 
«{.p.c. and t. sq. and hex. nuts, blank....: off list 
C.p.c. and t. sq. and hex. nuts, tapped......se off list 
Semi-finished hex. nuts: 


. .60-5 per cent off list 








B. in, Gl IGERET os cece iene E . 70-10 per cent off list 
S/2G: fet, WA PIE oo. io sb 50s eer daene 80 per cent off list 
Stove bolts in packages............ 75-10-10-5 per cent off list 
OVD TOTES s.0.5i00 6.68 69% 0. Ce KEE 2 per cent extra for bulk 
oy Spee er ere eer 60-10-10-5 per cent off list 


The above discounts are from March 21, 1919. 

All prices carry standard extra. No freight allowance. 

Iron and Steel Bars.—The new demand for iron and 
steel bars has been slightly better since the reduced 
prices went into effect on Marck 21. However, jobbers 
and consumers are inclined to place new orders only 
for actual needs until they are fully satisfied that prices 
will not be lower. Most of the mills rolling iron and 
steel bars are operating to only about 50 per cent of 
capacity, owing to dull demand. 

We now quote soft steel bars rolled from billets at $2.35, 
at mill, in large lots, the usual advances being charged by 
jobbers and mills for quantities less than carloads. We quote 
common iron bars at 3c. to 3.15¢. ; bar iron made from selected 
scrap, 3.75c. for base sizes, and refined iron bars, 4.25c. per 
pound, all in carloads, f.o.b. Pittsburgh. These prices are 
subject to extras as adopted by the American Iron and Steel 
Institute, the usual advances being charged for small lots. 

Sheets.—Makers report that after the reduction of 
$5 per ton in prices on black anda galvanized sheets was 
made, effective March 21, the new demand picked up a 
good deal, but after the muddle in prices at Washington 
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developed, the new demand fell off again, and is now 
only fair and for small lots to meet actual needs and 
for prompt shipment. It is stated sheet mills are oper- 
ating from 50 to 60 per cent of capacity, but do not 
have many orders ahead. 

Effective from Friday, March 21, the base price of No. 10 
blue annealed sheets is 3.55c, the base price of No. 28, box 
annealed, one pass black sheets is 4.35c. and for No. 28 gal 
vanized sheets is 5.70c. in carloads and larger lots, f.o.b 
Vittsburgh or Youngstown mill. It should be noted by the 
trade that the above named prices are for carloads or large: 
lots, the usual advances for small lots being charged over 
the above prices. 

Tin Plate—The new demand is reported only fair. 
Very few of the large consumers, such as the can 
makers, meat and vegetable packers and cthers, having 
placed their contracts for ti: plate for shipment up to 
July 1. There is still a feeling in the trade that pos- 
sibly prices on tin plate may be lower, and whey are 
not inclined to place orders until fully satisfied that 
prices have touched bottom. ‘Tin plate plants are oper- 
ating to only 50 per cent of capacity, or less, on ac- 
count of the dull demand, and several large plants in 
the Pittsburgh district were closed down tight last 
week, their stocks being heavy, and waiting for enough 
orders to accumulate to warrant starting up again. 
Prices to the large trade, effective from March 21, are 
given below, the usual advances to small puyers being 
charged. 

We quote tin plate in large lots at $7 base box, f.o.b. Pitts- 
burgh. 

New prices on terne plate, effective 





lows: 8-lb.—200 Ib., $14.15; 8-Ib.—I. C. 
$16.15; 15-Ib.—I. C., $17.15; 20-lb.—I. C., 
$19.65; 30-lb.—I. C., $20.65; 35-lb.—L. (¢ 
$19.65. All f.o.b. Pittsburgh. 


Wire Products.—Makers report that the new demand 
for plain wire and for barbed wire is fairly heavy, but 
for wire nails is dull. It is very evident that the buying 
trade is not entirely satisfied that prices on wire prod- 
ucts will not be lower, and they are not inclined to carry 
heavy stocks until the situation in prices is clearer than 
it is now. The large wire and wire nail mills are not 
operating to more than about 50 per cent of capacity, 
owing to the dull demand. The new prices on wire and 
wire nails in effect from March 21, in carloads and 
larger lots, to jobbers, are as follows: 

Wire nails, $3.25 base per keg; galvanized, 1 in. and 
longer, inciuding large-head barbed roofing nails taking an 
advance over this price of $1.50, and shorter than 1 in., $2.00. 
Bright basic wire, $3.15 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $3.00; galvanized wire, $3.70; galvanized barbed wrie 
and fence staples, $4.10; painted barbed wire, $3.40; polished 
fence staples, $3.40; cement-coated nails, $2.85 base; these 
prices be.ng subject to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 60% per cent off list 
for carload lots, 59% per cent for 1000-rod lots, and 58% per 
cent off for small lots, f.o.b. Pittsburgh. 


CINCINNATI 


Office of HARDWARE AGE, 
Cincinnati, April 12, 1919. 

HE country and suburban merchants appear to be 

getting more business than the city merchants at 
the present time, and it is noteworthy that their charge 
accounts are comparatively lower than they have been 
in a number of years. At the present time paints seem 
to be leading, and there was never a better demand for 
spraying compounds and also fertilizers. The seed 
business also shows considerable improvement, and 
from present indications there will be very small stocks 
left on hand at the end of the present season. 

Builders’ hardware is moving more rapidly, but busi- 
ness in this line is not up to normal, although there 
are indicat‘ons that before the end of the summer 
season it will come into its own again. 

As stated above, both city and country merchants 
are enthusiastic in their reports over the phenomenally 
large percentage of cash business transacted. Many 
merchants who cater to the farming trade insist on cus- 
tomers giving notes for time purchases, and they have 
found that tarmers are not averse to this method of 
transacting business. 

Sheet metal contractors are more hopeful of the 
future in spite of the fact that building operations are 
still at a low-water mark. However, repair work is 
taking up a large part of their time, and many of them 
who have well-equipped shops are now making spec- 
ialties, such as milk cans, etc. 

Air Rifles—Business is slow and on account of city 
regulations the country merchants are about the only 
ones making any sales at the present time. 

Jobbers quote single shot rifles at $10 per doz.; 500 shot, 
$12; 1000 shot, $19.75, and pump guns at $32 per doz. 


Anvils.—Dealers have been anticipating a change in 
prices but have been disappointed, and quotations re- 
main as given below. 

The wholesale quotation on 80 and 
per Ib. 

Automotive Equipment.—This -is one branch of the 
business that has increased so fast that merchants who 
are just putting in the line are hardly able to keep up 
with the demands made upon them. At a recent meet- 
ing of the Cincinnati Hardware Guild the experience of 
several dealers who have been handling automobile 
accessories for some time proved to be very interest- 
ing. These “veterans” stated that when they first 
commenced to handle tires they found it expedient to 
start in with comparatively small stocks of tires to 
fit wheels of popular cars, and later they were able to 
carry other sizes so that all orders from car owners 
could be filled promptly. A prominent example of the 
interest in the automobile accessory line is a recent an- 
nouncement by the Kruse Hardware Co., a large jobbing 
house in Cincinnati, that it would enter the field and 
would carry a full line of automobile supplies for its 
customers. 

Axes.—Retailers’ sales are fairly good, but only the 
country merchants are making these reports. 

Jobbers quote 34% x 4 Ib. axes at $19 per doz. 

Babbitt Metal.—Sales of babbitt metal are fairly sat- 
isfactory and stocks are low. 

Jobbers quote Wing's babbitt metal at 28c. per Ib. 

Bale Ties.—The farming trade has lately been buy 
ing quite freely, and as a consequence dealers have had 
to increase their orders. 


Barb Wire.—The readjustment in prices has brought 


100 Ib. anvils is 238¢ 
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E quote below Circular issued 

by the Department of the In- 
terior, Bureau of Mines, Explosives 
Regulation, Washington, dated March 
15, 1919, for your information and 
guidance: 


Changes in Government 
Explosives Regulation 


“Because no longer required for the 
Public Safety, the Director of the 
Bureau of Mines, in charge of Explo- 
sives Regulation, has made the fol- 
lowing changes in the General Infor- 
mation and Rulings under the Act of 
October 6, 1917, (40 Stat. 385) and as 
amended by the Sundry Civil Act of 
July 1, 1918: 


“1. All regulations relating to the 
purchase, possession, and use of ex- 
plosives for reclaiming of land, 
stump blasting, ditching and other 
agricultural purposes are revoked 
and no further license will be re- 
quired. 


“2. These revocations do not al- 
low enemy aliens or subjects of a 
country allied with an enemy of the 
United States to manufacture, pur- 
chase, or sell, use or possess explo- 
sives at any time. 

“3. PROVIDED, that nothing in 
the above sha!l release any person 
whosoever from complying with the 
law in the matter of safeguarding and 
storing of explosives. 


“Very truly yours, 
“CLARENCE HALL, 


“Chief Explosives Engineer.” 











out some business. However, the low stocks that have 
been carried by retail merchants during the past few 
months has considerable to do with the orders now re- 
ceived by the jobbers. 

$4.40 


hog wire in SO rod reels at 


Jobbers quote 4-point 
$4.10 


per reel, and 4-point cattle wire at 

Carriage Bolts.—Business continues more encourag- 
ing, but a change in prices is anticipated. The quota- 
tions given below are only nominal ones. 


%-in, xX 6-in. and 
and longer, 20, 10 


follows 


larger 


Jobbers quotations are as 
smaller, 40 and 10 per cent off list 
and 5 per cent off. 

Coasters.—A demand for coasters, especially in Cov- 
ington and Newport, Ky., is increasing, and city mer- 
chants are also doing a fairly good business. No changes 
have been made in previous quotations. 


follows No 


Jobbers’ quotations on wood coasters are as 
: $4.65. 


1 coaster, $3.70; No. 2, $4; No. 3, $4.40 and No. 4, 

Drills—Machine shops and other manufacturers are 
only buying a limited quantity of carbon drills but, 
according to one jobber, business in this line for the 
first three months of the year will exceed the same 
period in 1917. 


40 and 10 per cent off list 


Carbon drills are quoted at 
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Galvanized Pails and Buckets.—Orders from dealers 
are much larger than they were two weeks ago, on ac- 
count of the large number of sales being made. City 
merchants are probably more fortunate than the coun- 
try dealers. 

Galvanized Garbage Cans.—With the coming of the 
summer season more strict regulations are in sight, and 
as a consequence the city merchants are selling more 
galvanized cans than usual. 

Granite Ware.—Jobbers are receiving some very nice 
orders from retail merchants and believe that these will 
be increased not only in number but in size as the sum- 
mer season advances. 

Jobbers quote a discount of 25 and 10 per cent off list 

Glass.—Quite an improvement is noted, due to the 
fact that merchants who handle glass have allowed their 
stocks to run very low and are now desirous of buying 
sufficient glass to take care of the inevitable summer 
season’s requirements. 

The William Glenny Glass Co. quotes window glass 
to dealers as follows: S. S. . 
LD. S. A., 79 per cent off; D. S. B., 81 per cent off. 

Gas Mantles.—The first three months of the year 
proved to be very satisfactory for all merchants who 
handled gas mantles. They are now more inclined to 
order in larger quantities than heretofore. 

The Welsbach Co, quotations to dealers are as follows 
No. 1 Reflex inverted mantels, $11.70 per 100; No. 107 Reflex 
upright, $11.70; No 4 upright, $9.45; No. 4 inverted, $9.45 
No. 126 upright, $7.25 and No. 127 inverted, $7.25 

Files.—Stocks on hand are low and, as there has been 
a change in prices downward, merchants are not in- 
clined to stock up heavily. 

Black Diamond files are 
list 





prices 
all sizes, 77 per cent off list; 


quoted at 50 und 10 per cent off 

Finished Material.—The steel houses are selling more 
reinforcing concrete rods and also some small structural 
shapes. Most of this material is for additions to man- 
ufacturing buildings of different kinds. The rolling 
mills report a fair demand for sheets to be shipped be- 
fore July 1. 

Jobbers’ prices are as follows: 
base; bands, 4.038c. base; structural shapes, 
\%-in. and heavier, 3.63c. base; No. 

3c 


Steel and iron bars, 3.33¢ 
$3.43c.; plates, 
10 blue annealed sheets, 


Horseshoes and Horseshoe Nails.—For some reason 
orders received by jobbers have fallen off lately, al- 
though merchants interviewed state that they are doing 
a normal business. 

The jobbers’ price on horseshoes averages $6.50 per keg 
base, containing 100 shoes. Leader horseshoe nails are quoted 
at a discount of 40 and 5 per cent off list 

Farm and Garden Tools.—The very early season this 
year has brought out a most unprecedented call for all 
kinds of farm and garden tools. A point that cannot 
be emphasized too much is the fact that purchasers of 
these tools almost invariably pay cash for them. This 
applies both to the suburban gardener and to the farmer 
who makes larger purchases. The jobbing houses are 
able to fill all orders promptly. 

Jobbers’ prices are as follows: 4%-ft. socket 
per doz.; cotton hoes, $5.05; planters’ hoes, $9.05 
forks, $9.54; 4-tine manure forks, $9.93; 
$12.03, and 6-tine manure forks, $13.78; 
li-tine, $6.92; 16-tine, $7.51 per doz 


hoes, $6.75 
; 3-tine hay 
5-tine manure forks, 
garden steel rakes 


Machine Bolts.—Quotations given below are nominal 
and, while there have been no changts in wholesale 
prices, it is expected that a revision may be made at 
an early date. Business is quiet. 

Jobbers quote % x 4-in 
cent off list; larger and longer, 


and smaller at 40, 
10 and 10 


10 and 10 per 


Nails.—The wholesale quotation on wire nails is 
$3.85 per keg base and some business is being booked 
for prompt shipment at this figure. Retail merchants 
are only ordering to fill their early requirements. How- 
ever, the orders now received are more numerous than 
they were before the change in price. 


Oil Stoves.—Quite a number of cooking stoves are 
being sold in the country district and some merchants 


report orders from owners of fishing camps in this 
vicinity. 
Perfection cooking stoves are quoted to dealers at $21 less 


30 per cent discount. 
Poultry Netting.—Business is exceptionally good, and 
shipments from stocks can be made promptly. 
The general jobbers’ discount on poultry netting 
galvanized is 40 per cent off list 


ifter being 


Rivets.—A change in the discount has been made and 
rivets to-day are quoted at 50 and 10 per cent off list. 
Business is only fair. 

Roofing.—With the exception of a reduction in the 
price of building papers to $40 per ton there is nothing 
new to report. However, the spring demand hus devel- 
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oped fairly well, but before the summer season closes 
it is blieved that the record will be much ahead of last 
year. 

The following are wholesale prices: 
ply, $1.25; two-ply, $1.60; three-ply, $1.95. Medium grades, 
one-ply, $1.15; two-ply, $1.50; three-ply, Cheaper 
grades, one-ply, $1.05; two-ply, $1.40; three-ply, Sanded 
one side roofing, one-ply, 90c.; two-ply, $1.25; three-ply, $1.55. 
Tarred felt, $52 per ton, and building papers, $40 per ton, 
both in carload lots. 

Sad Irons.—With the exception of a call for electric 
irons there is not very much business, although in the 
country districts an occasional order is received for 
some plain sad irons. 


Standard grade, one- 





Hardware Age 


5c. a lb., and nickel plated at 


PP hee sad irons remain at 
» 72 C. 

Shells.—At this season of the year very few shells 
are sold by retailers, but merchants are already order- 
ing to take care of their fall trade. 

The wholesale discounts are as follows: Shells, 15 
per cent off list; cartridges 10 and 7 per cent off list. 

Shovels and Spades.—Business is very good and mer- 
chants are continually ordering to replenish their stocks. 

Jobbers quote shovels and spades at $13.50 per doz. 

Wood Screws.—A reduction in the price of wocd 
screws has brought a discount of 77% and 20 per cent 
off. Business is only fair. 


and 1} 








TRADE CONDITIONS IN 
Paints, Oils and Colors 








Office of HARDWARE AGE, 
Chicago, April 9, 1919 
HE manufacturers of zinc oxide, which enters 
largely into the manufacture of paints, have issued 
a new schedule of prices which are from one-half to 
two and one-half per cent below present quotations. 
Of great importance to the paint manufacturers is the 
announcement which states that the “Red Seal” grade, 
which is free of lead, will hereafter be available for 
their use. This type of zinc has not been available 
for the makers of paints during the war period. 

Over a million bushels of flax was shipped from 
Argentina to the United States during the month of 
March. This has not affected the price of oil, but the 
fear of anything like a real famine seems to be greatly 
lessened. Stocks of seed in this country never have 
been lower than they are to-day, and if not for the 
shipments from the hyanttiaan the situation would be 
serious. The demand for oil is improving as spring 
approaches. 

The Flax Development Committee recently held a 
meeting, the object of the meeting was to stimulate 
the planting of flaxseed this spring. The Government 
and state officials agreed to start a campaign on this 
subject through their country agents, also send- 


ing out posters and bulletins. It was the consensus of 
opinion that the guaranteed price of wheat would make 
the farmers neglect largely all other kinds of grain, 
“ena campaign is more necessary this year than ever 
efore 


Brushes.—Manufacturers report that orders for 
brushes show a great improvement. Prices remain firm 
and are expected to remain high for some time to come. 
Under these conditions the jobber and retailer will con- 
tinue to buy only actual requirements. 


Mixed Paints.—The demand for mixed paints is show- 
ing a marked improvement. Local dealers, however, 
continue to buy in a conservative manner, but aggregate 
sales are reported very heavy. It appears that the gen- 
eral paint situation is showing an improvement and that 
a big spring business will open up. 

We quote Chicago : No. 1 house 
per gal.; No. ‘$1. 80 per gal. 

Dry Colors.—While the market on dry colors is not 
active, there has been a limited demand for dry colors 
during the past week. Stocks continue to be very 
light, but are ample to meet all requirements. 

We quote from jobbers’ stocks, f.o.b. Chicago: English 
Venetian red. in barrels, $2.50 to $4 per ewt.; gilders’ whiting, 


to retailers, f.o.b. paint, $3 


2, $2.50 per gal.; No. 3, 








Paint material prices as quoted in New York April 14, 1919 
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in barrels (barrels 50c. each), $1.75 to $2.50 per cwt.; New 


York plaster of paris, in barrels, $4.25 per barrel. 

‘Linseed Oil.—Quite a number of linseed oil mills 
throughout the country are shut down for the want of 
flaxseed. Both jobbers and retailers report that the de- 
mand for oil is improving and expect that sales will be 
heavy as spring approaches. Stocks are fair and seem 
to be ample to meet all requirements for the time being. 

We quote from jobbers’ stocks, f.o.b. Chicago: Strictly pure 
linseed oil, in barrels, single barrel lots, raw, $1.72 per gal 
boiled, $1.74 per gal.;: 5 bbls. and over, one delivery, raw, 
$1.64 per gal.; boiled, $1.66 per gal. 

Turpentine.—The price on turpentine advanced one 
half a cent per gallon during the last week. There does 
not appear to be a shortage and from inquiries made 
among the trade, there is a fair amount of turpentine 
on hand. Fair sales are reported by both the retailer 
and jobber. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
turpentine, in barrels, 92c. per gal. 

Denatured Alcohol.—There has been no increase noted 
in the demand for denatured alcohol. Prices remain firm 
and are same as last reported. 

We quote to retailers, f.o.b. Chicago: 180-deg. denatured 
alcohol, in barrels, 50c. per gal.; 5 and 10 gal. kegs, 20c. per 
gal. higher; 1 gal. cans, 25c. per gal. higher, which price 
includes containers. Where sold in bulk in less than barrels 
the price is 10c. per gallon more, with extra charge for the 
cans. 


White Lead.—Sales on white lead are improving and 
are expected to be unusually heavy now that the spring 
season is opening up. Stocks are only fair. 

We quote to retatilers, f.o.b. Chicago: 100 lb. kegs, per Ib., 
13c. in quantity; single kegs, $13: 50-lb. kegs, per Ib., 13\c. 
in quantity; single kegs, $6.75; 25-lb. kegs, per Ib., 13%4c. in 


Strictly pure 


quantity ; single kegs, $3.45; 1214-lb. kegs, per Ib., 134c. in 
quantity; single kegs, $1. 80 (500-Ib. lots or more, 4c, per Ib 
less). 


Shellac.—The market on shellac continues to be very 
quiet, although the demand has improved during the 
past two weeks. 





We quote to retailers, f.o.b. Chicago: Pure white shellac 
(4-lb. goods), in gallon cans, 5 per gal. pure orange 
shellac (4-Ib. goods), in gallon cans, $2.75 per gal 





Boston Paint Market 


Office of HARDWARE AGE, 
Boston, April 12, 1919 

URTHER increased sales of mixed paints are re- 

ported by the local wholesale houses and all signs 
point to larger volume of business through retail hard- 
ware concerns. The average fellow who has a paint- 
ing job to be done has or practically has made up his 
mind that paints are not to be cheaper within the im- 
mediate future and that the cost of labor is steadily in- 
creasing. It behooves him, therefore, to get busy, which 
in a large measure accounts for the freer movement of 
stock. It is very doubtful, however, if the volume of 
spring business totals up to that in years previous to 
the war. Granting that there is an enormous amount 
of needed painting throughout New England, wholesale 
houses here say the attitude of the average consumer is 
to get along on as little stock as possible. There will be 
enough curtailment in purchases to make a comparison 
with sales in former years unfavorable, it is now gen- 
erally believed. On the other hand the percentage of 
increase in the paint business should run well ahead of 
the average mercantile line. 

Dry Colors.—Little new can be said in regard to dry 
colors. There is a fairly good movement of stock to 
and from distributing hands, and prices appear on a 
very firm basis. 

Barrel < yee laster of paris, $4 to $4.25 per bbl. ; whiting, 
commercial (bolted), 2c. per Ilb.; whiting, gilders’, 24 c. per 
Ib.; dry zine (American), 20c. lb.; lamp black, bulk, 15c. Ib. ; 
lamp black, in 1-lb. packages, 19c.; raw and burnt umber, 
8 to 12c, lb.; raw sienna, ldc. lb.; burnt sienna, 18c. to 15c.; 
Princes’ metallic brown, 3\c.; yellow ochre, 3'\4c.; Venetian 
red, 2%4c. Ib 

Pound Lots—Paris green, in 
Y%4-lb. packages, 5le. Ib.; ™%-Ib. 
rine blue, 24c. Ib. 

Glue.—The glue market is a 
it was a week ago, 
normal. 

Glue, ground, 16c. Ib.; plate, 35c. lb.; bonnet, 45c. Ib. 

Lead.—The recent reduction in lead prices by the 
American Smelting & Refining Company had no in- 
fluence on local paint lead prices inasmuch as they have 
been fixed to July 1. Zinc is lower, however, as a result 
of the recent action of the New Jersey Zine Company 
in the matter of prices for its products. 

White, in oil and dry, 12%-lb. kegs, 13%4c. Ib.:; 25 and 
50-Ib. kegs, 134¢.; 100-Ib. kegs and larger, 13c.; for 500-Ib 
lots and over deduct 5 to 10 per cent. Dry red lead and 
litharge, 121%4-lb. kegs, 13%c. Ib.; 25 and 50-Ib. kegs, 13\c.; 
100-lb. kegs and larger, 13c.; 
14c. Ib.; 25 and 


l-lb. packages, 50c. Ib.: in 
packages, 52c. Ib. ultrama 


shade more active than 
yet business is still well below 


red lead, in oil, 


121%4-lb. kegs. 
50-Ib. kegs, 13%4c. Ib.; 


100-Ib. kegs and 
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larger, 
25 and 


13%c. lb. Orange mineral, 124.-lb. kegs, 13%c Tb 
50-lb. kegs, 13%4c.; 100-1b. kegs and larger, 13% 

Oils—Aside from an advance of 2c. per callin in 
turpentine, as a result of a greatly increased demand, 
the general run of local oil prices shows little change. 
The demand for linseed oil holds up strong and all 
kinds of alcohol are selling well notwithstanding the 
high prices asked. 

Cylinder oil, 50c. gal.; gasoline, 50 gal. or more, 2544c. gal. ; 
kerosene, 50 gal. or more, 13',c. gal.; lard oil, $1.80 gal.; 
alcohol, denatured, 45c. gal.; wood, $1.40 gal.; linseed, raw, 
in barrel lots, $1.63 gal.; in 10-gal. lots, $1.68; in 5-gal. lots, 
; in 1-gal. lots, $1.73; boiled, in barrel lots, $1.70 to $1.73 
gal.; neatsfoot, $1.85 gal.; sperm, $2.30 gal.; paraffin, 35c 
gal.; floor oils, 50c. gal.; turpentine, 85c. gal. in barrel lots: 
in 10-gal. lots, 90c.; in 5-gal. lots, 92c.; in 1-gal. lots, 95c. 

Shellac.—Some of the local wholesale houses have re- 
duced prices on bleached white shellac 10c. a pound, not 
because of further weakness in the market for gums, but 
simply because when values were readjusted some weeks 
ago the bleached white was not marked down enough. 

er uc gums come quantities), D. C. (orange), 83c. Ib.: 
V. . O., TO0c. Ib.; N., 60c. Ib.; bleached white shellac 
65e Sb. 

Sundries.—There has been a further cut in paraffin 
wax prices, this time %c. a pound. Since the new prices 
were announced there has been a pronounced improve- 
ment in the demand. Putty and paint removers continue 
to sell fairly freely. 

Putty (best), in 125-Ib. drums, 7c. Ib.; commercial putty 
(in drums), 5c. ; pari affin wax, in 225 . cases, 118-20 melt- 
ing, 10\%4c. Ib. ; 123-25 melting, 10'%4c.; 128-30 melting, 11 '4c. 
paro, in 230-Ib. 12%c. lb. P. aint re movers, $2.50 list. 

Varnishes.—The market for shellac varnishes is a 
little easier owing to more or less competition among 
low-grade manufacturers. 





Cc ases, 


Twin Cities Paint Market 


St. Paul and Minneapolis, April 10, 191% 


AINT departments are busy every minute of the 

day and at the busy hours are nearly rushed off 
their feet. Wholesale paint concerns are putting in 
overtime packing orders for both country and city ship- 
ments. This indicates briefly the general condition in 
this line of goods. Retail sales are running very heavy, 
although volume per customer is still rather small. 
House jobs are not very frequent as yet, but the season 
is still young. Prices show very few fluctuations, even 
turpentine prices showing very little change. 


Mixed Paints.—Mixed paint is beginning to sell in 
larger quantities, although sales are not heavy as yet. 
The bulk of the paint sales is for inside use, call being 
mostly for floor paint, porch floor paint and flat paint. 
Prices show no changes. 

Turpentine.—The market on turpentine is holding 
very steady with the volume of sales showing a very 
good increase. Stocks are in good condition. 

We quote from local jobbing stock: 
at 87e. per gallon. 

Denatured Alcohol.—Sale ‘of denatured 
diminished considerably with the coming 
weather. Price is still low. 

We quote from local jobbing stock on denatured 
180 deg. at 45c. per gallon. 

White Lead.—White lead is beginning to sell some- 
what better with the increase in paint work. The sales 
are still light, however. 

We quote from local 
lots at $11.81 per cwt 
of package and quantities. 

Shellac.—Sale on shellac 
stocks in good condition. 

We quote from local jobbing stock 
lon cans at $2.75 per gallon; white 
$3 per gallon. 

Whiting.—Calls for whiting remain at about normal 
with no apparent change in price. 


We quote from local 
$2.35 to $2.75 per ewt. 
ewt. to $3 per ewt., with 


Turpentine in bbl. lots 


alcohol is 
of warmer 


aleohol 


White lead in 100-Ib 
differentials for size 


jobbing stock: 
with the usual 


is increasing slowly, with 


shellac in gal 
in gallon cans at 


Orange 
shellac 


jobbing stock: 
extra gilders’ 
a charge of 50c¢ 


Common whiting at 
whiting at $2.50 per 
extra for the barrel 

Putty.—Sale of putty shows some improvement with 
the increase of paint work. Stocks are in good condi- 


tion. 

We quote from local jobbing stocks: Commercial bladder 
putty in bbl., $5 per cwt.; strictly pure bladder putty in bbl 
at $5.55 per cwt. ; commercial putty in 100-lb. drums at $5.25 
per cwt strictly pure putty in 100-lb. drums at $5.75 per 
cwt. 


Steel Wool.—Steel wool is selling better than for sev- 
eral months past. Quantities of this material are used 
in paint work for rubbing down and cleaning purposes. 
Stocks are in good condition and shipments are coming 
through promptly from the mill 


We quote from local jobbing stoc nec No. 00 wool at 90c 
per Ib.; No. 0 wool at 58e. per Ib.; No. 1 at 41e. per Ib 
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Automobile Accessories—An Opportunity That Hardware Men Are 
Grasping—Why and How to Advertise to the Car Owner 


By Burt J. PARIS 


HE whole upshot of the matter was that we 

were on the warpath, as wild as any Texas 

ranger who ever packed guns and camped in 
the brake. We had been patient about this thing, 
but we decided that we simply had to turn loose— 
you folks who are now making a lot of money push- 
ing accessories heard us warble. 

On March 1, some years back, we were happy and 
contented. We saw our pals stealing down to 
their garages of a Sunday morning, lookin’ her over, 
and we saw one gasoline enthusiast making notes 
on the back of an envelope of what He would require 
in the way of accessories; and others told us what 
THEY would have to have. 

Then in March and April, the same “some years 
back,” we waited. Waited for the opening guns of 
the hardware men of the country to signal the start 
of the spring drive for the scalp of the motorist. 
That’s all there was to it—waiting. Nary a sign 
of life could we espie. Accessory publicity we 
wanted to lay our hands on was not forthcoming. 
A feeble spark and splutter here and there—that 
was all. 

Yes, sir, we were restless and fidgety, and then 
we got whooping mad. And what man who has the 
interests of the hardware merchant at heart 
wouldn’t have been disgusted after making the 
rounds of the accessory dealers and tire shops and 
finding business booming, cash registers playing 
merry tunes, orders going out to manufacturers pell- 
mell, and even EXTRA MEN being taken on to 
handle the rush. Now, wouldn’t that have given you 
a frost on a fine spring day, “some years back’’? 


The Mississippi River—a Parallel 
OU know the Mississippi is a big river and a big 
force. It wants to go a certain way, and shapes 
out its course accordingly, but that course doesn’t 
suit the river folk, so they build a neat dike and 
make the stream go the way THEY want it. Here 
hardware folks were sitting quiet, some years back, 
while the great river of golden dollars flowed into 
the pockets of other men. 

But then HARDWARE AGE cut loose. It showed you 
hardware men the profit possibilities in accessories. 
It showed you how to advertise accessories, how to 
sell them. And you did the rest, some years back. 

You cut a ditch wide and deep and built the dike 
and switched that flow of dollars to your hardware 
stores. 


And now it’s time, this year, to unload your acces- 
sory publicity again, before the river becomes a 
dried-up stream. You’ve got the finest dredge ever 
built, but it won’t do you any good if you sit tight 


Here’s where you have the accessory man on the hip. 
It’s going to be a great season for real estate and 
new garages. Do like the Schlafer Hardware Co., 
Appleton, Wis., is doing. Feature garage hardware 
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The doors in the picture are equipped with Stanley Garage Hardware— 
Hinges, holders, bolts, latch end pull. 


For Your Garage 

REPAREDNESS is the wisest kind of economy 
—that is why you should put a pair of Stanley 
holders on your garage doors before it’s too Jate. 
The Stanley Garage Door Holder is an arm of 
steel. It locks your garage doors open, preventing 
the wind from slamming them against your car,— 
smashing a lamp or fender. A pull on a chain 
releases the holder. It is as necessary as the lock 
on the door if you want to protect your automobile. 


Stanley Garage Hardware 

If you are building a garage you will also be 
interested in Stanley Garage Door Hinges. Doors 
swung on them open out and take up no inside space. 

Then there are Stanley Garage door bolts, 
latches and pulls,—all designed especially for gar- 
age use. 

We have a complete stock of Stanley Garage 
Hardware. Come in and look over our samples. 
We can also supply you with a full line of. auto- 
mobile accessories. In fact you can get here what- 
ever you want for your car or garage. 

See our window display this week. 


Schlafer Hardware Co. 
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and don’t put it to work. Get that PUBLICITY 
dredge to work, fellows. For the love of Mike, roll 
up your sleeves and dig. 

That’s the only simile we can think of when we 
gaze at the weekly automobile page of the local 


\ 


Volume 1. 


Early Chicks Mean Sure! ° 
Profit to the Poultry 
Raiser. 
They become “‘Springers” 


when those are top prices 
and they become “‘layers” 


pay for themselves the 
first year. We would like 


a SURE HATCH incuba-| 
tur from us and reports 
that he is going strong. 
Leonard -knows how to; 
raise chickens and kn ws | Kelly-Springfield’s. 
too that proper 
ment is essential if suc- 
cessful poultry raising. is 
to be hoped for 
why Leonard is ordering! 
a SURE HATCH brooder, 
too, and thats why he 
uses Vermin and moisture) 
proof salvanized m@tal 
chicken coops. 


We 


Better get medicated 
nest eges while you can! 
at 30¢ a dozen. Usual! 
price 40c to 50c dozen. 
tomato by kerosene light? 
Re ; LITE GAS LAMP. 


Time to plant 
and cabbage seed. 


of garden seed in bulk. 
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Here’s how Wilson of Waterloo, Neb., makes his 


Note that his business is booming NOW. He’s 


newspapers. Tom Jones, the accessory man, puts 
in a dinky ad and over in another column is an 
article by Tom (with the assistance of the local ad 
solicitor) which talks—gee whiz, never mind what 
it talks, but get the big point—Tom Jones basking 
in the spotlight and hypnotizing the autoist, whose 
brain is clean batty with spring ozone. Boys, you 
can put in a bigger ad than Tom Jones—you’ve got 
more back of you, and the ad solicitor will see that 
YOU get YOUR talk in the news columns if you 
take him aside and just acquaint him with the situ- 
ation. He’ll do it, never fear. He ‘“dassn’t’” do 
otherwise. What’s sauce for the goose, ete. 


Thousands of Ways to Advertise 


SK us how? We wouldn’t know where to begin. 

There are thousands of ways to advertise a 
subject folks are- DAFFY on seeing advertised. 
Why, take the Foster-Farrar Company up in North- 
ampton, Mass. Don’t suppose they are using their 
regular letterhead NOW, do you? Not on your fur- 
nace shaker—THEY are using a beautifully dolled 


THE HARDWARE NEWS 
"= LOOK! 
KELLY-SPRINGFIELD TIRES 


WHY KELLY-SPRINGFIELD'S? 
BECAUSE 


vhen fresa eggs are as are using the FitZall col- 
$C 2 as an's teeth. lars a Te > 4 
scarce as hen's teeth They are better automobile tire. Var Ralph Todd, Rex 

Many are setting thei Timmons and = Charles 
incubators now. One in-, AND WHY Noyes are among those 
cuvator can hateh = out} = who have recently pur 
more chicks than two doz-, are they better? chased FitZall collars 
en hens. They are sani- C ‘. . F 

ompare the weight of the Kelly-Springfield : 

tary and wilt more than P 8 dA tn We have repaired and 


with the weight of the medium-priced tires and 
you will have the answer. 


to show you the “SUNEt! rial ina casing is represented by weight, and Kel- weeks. Why don't you 
HATCH. and we want) 1y.§pringfield’s have both weight and wearing "5 yours in? 
you to see our Rat and lit ‘ 
Vermin Proof METAL quality. The Sumnick boys are 
CHICKEN COOPS and + busy these days clipping 
“CLEAN WATER" chick- JUS I LOOK e their numerous horses 
en waterers. and mules with the new 
\ Kant-Slip Tread. 7,500 Miles. STEWART clipping ma- 
Leonard Morris bought! FORD SIZES (Plain aread 6,000 Miles.!chine purchased at our 


IT IS NOT UNUSUAL 
To get 10,000 and 12,00 miles service out of 


equip-, tires and tubes in all sizes. 


That's; Our Auto-Motive Equipment 
Business Is Booming 


Here are a few recent sales we have made— 
Willard Flor—Casing. tube and tire chains. 
Earnest King—Automobile casing. E. N 
; Safford Bros Two pair WEED Tire Chains. 
John Todd—tTire chains. 

ETC 


LET US SERVE YOU. 


Why will folks ruin their eves trying to read 


nace in the Pike home, 
which heats the house in 
all temperatures. MThere- 
Coie in and see the QUICK-, fore they need no other 
It is better than twenty kero- heating device and can 


member we have all Kinds! sene burners to give light. 
chased one of these lamps this week 
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up one furnished by Diamond tires, classy motor 
car, green spring grass, new tires—why, the very 
look of it is enough to bring a man into the store. 
That’s being ALIVE to the situation, man. Get in 
your poke, dig, swipe, wallop, punch, wherever you 


Number 7. 
FITZALL, “four sizes 
}in one’ Horse Collars are 
rapidly taking the place 
of the old style “one-size” 
collars 

There Is a Reason. 

Many farmers in this 
community and elsewhere 


oiled about twenty sets of 


The amount of mate- harness in the past two 


store 


We are delivering some 
to the Hofeldt 
home this week, and a 
splendid bed mattress to 
Todd 


furniture 


have Kelly-Springfield 


Lowell 


George Powers pur 
a large heater to 
be used in .heir new din 
ing room, which is near 


completion 


chased 


ing 


Pike vought one 
of our Perfection 4-burn 
er oil cook There 
is a splendid Vacuum fur- 


stoves 


use an oil stove for cook 
ing the year round 


John Graff Jr. pur 
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store paper work for his accessory department. 
one of the exceptions. Glimpse that sales talk 


can. Overlook not a single bet. Beat the smooth 
gents with the two-by-twice “holes-in-the-wall”’ to it. 
They’re a lap ahead now, but they’ve no show at all 
if you start after ’em with the old reliable hard- 
ware punch with which you jam through other im- 
portant lines. 

Jump to your newspaper space the first thing, and 
don’t forget the interview with the ad solicitor 
Jam ahead on tires for a while. When a man pulls 
out the bus in the spring, his first problem is tires. 
You can sell more new tires for old cars, and new 
ones for extras on new cars, now, with a little effort, 
than later, working like a truck horse. Sail on the 
newspaper sea now while the wind is fair and the 
water calm. The “wheel itch” is in its worst stage 
now, and selling ’em is like taking candy away from 
a baby. 

Spring Needs 
LUGS are needed, and cleaners and grease. The 


old tire pump is most likely on the bum and the 
jack got lost on the road last fall; and all kinds 
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Cord tires are going big this year. Motorists are 

wising up that the extra cost is lost in the tremen- 

dous service they give. Look over this snappy tire 
and soap ad from Krakauer, Zork & Moye’s 








Wh ay 
aA} 


« 
4M 
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Of Interest to Automobile Owners 


¢ Announce the Arri 


u Arrival of 
Norwalk Cord: Tires 





CLEANS QU -Y 
RESTORES THE LUSTER 
SAVES THE FINISH 
SAVES PAINTER’S BILLS 
HARMLESS AS CLEAR WATER 





M** ® ly 
aw iting ved 1Ye-ld. can « 506 b. pails $3.00 
tires, The aw 5-Ib. can . $1.50 | 15-1. pails $6.50 
3 SR 
Sass $5, NON-SKID seas Investigate the Merits of 
34x41, S. 5. RIBBED $69.50 Stanley Garage Hardware 
34x41, 5. S. NON-SKID $74.60 ‘ 
36x41 S. $. NON-SKID $78.20 
35x55. S. $86.35 
355 S. S. NON-SKID $92.70 
carry complete # 


ZORK, & MOYE’S S., 1. 


117 San Francisco St. Tel. 1040 











Buckeye Cleanser 
The soap that el 


ans and polishes. 





For Auto Use__— 





of finishes, patent oil cleaners, varnishes, dressings. 
etc., are what they want NOW. Tools—you can talk 
yourself dizzy on-tools and they’ll follow you to the 
last ditch. Trunks and trunk holders, and suitcase 
clamp sets for spring touring, soaps to get off last 
winter’s mud and grime, new hose for the radiator, 
fire extinguishers, and a flashlight to carry in the 
car. 

Two important spring needs are brake lining and 
piston rings. The big sale for these items is at the 
beginning of the season. 

Give special attention to these items: bumpers, 
lenses, locking devices (the increasing number of 
cars being stolen will warrant good space on any 
protective devices you sell), running-board pumps, 
towlines (for spring mud and breakdowns), cleaning 
brushes, vuleanizers (here is a good chance to wean 
motorists away frum tire repair shops), motometers 
for the new cars, certainly, new bulbs for head and 
tail lights, fan belts, radiator leak compounds (most 
every radiator has a leak in the spring; go after 
this big), grease guns and polish (think of the old 
cars kept over for this year and the amount of 
polish they’ll need), windshield cleaners, and tire 
chains for spring rains, etc. 

Give a little space to those niceties—small items, 
but comfort bringers—heel plates, accelerator foot 
rests, running-board step plates and mats, not for- 
getting door leathers. 

A spotlight is a good thing to push. Few cars 
at moderate prices are equipped with one of these 
handy devices. A folding chair for that “extra 
party.” Valve grinding compounds and _ shellac. 
Folding water buckets. (Oh, boy, when you want 
one of these you want it bad!) 

Shock absorbers go big with new car owners. 
Chalk up an ad or two for these. 

A Game That’s Worth the Candle 

E haven’t begun to enumerate a real accessory 

line. We have just given you a list of things 
MOST NEEDED now. From the items we have 
mentioned you ought to see your opportunity with 
half an eye. Consider just those we have mentioned, 
and then think of their advertising possibilities 
Tell you what, it’s a game that’s worth the candle. 

The time is NOW, the place is in your newspaper, 
your store paper, your circulars, your letters, your 
behind-the-counter suggestion. The HOW is to get 
busy at once. Don’t be fussy about how to get up 
the stuff. The principal thing at this stage of the 
game is to move quick. Hesitate, and be lost. Look 
over your stock, check off from our suggested ad 
list and start. Make your first ads cover a number 


of items so as to get a running lead. ,Get out a 





Hardware Age 


quick circular for your customer list. Head it 
like this: “Here are the things you need to put 
your car in top-notch shape.” “We have EVERY. 
THING in the auto accessory line.” 

Stop kidding yourself. No matter how big and 
bright your accessory department is, it might just 
as well be at the North Pole if you don’t let the 
public in on it. We show a few ads as a matter 
of inspiration, but boys, IT’S UP TO YOU. What is 
needed is ACTION! 


Talk up your tire lines like E. Hackley, Earl Park, 
Ind., does in this ad. Don’t always run sizes and 
prices. Talk quality and thereby create preference. 
This is a manufacturer’s ready-made ad. Ask 
YOUR manufacturer for electros. Do it now 





Try One 
Brunswick Tire 
Then Decide 


One Brunswick is enough to 
convince you that here is a supe- 
rior tire, one you prefer for full 
equipment. One is enough to 
Start with— you’re bound to have 
all four Brunswick sooner or later. 








Brunswick Tires are sold on a 
5000 mile adjustment basis — with 
a Brunswick pledge that a better 
tire is impossible. 


Denes 


The Brunswick is far from the average 

tire. The very name certifies an extraor- 

“a dinary tire, such as 

you have not been 

able to obtain here- 
tofore. 


We have a com- 
plete stock of 
Brunswick Tires 
and Tubes, includ- 
ing fabric and 
cord, with several 
types of treads. 


It is a pleasure 
for us to meet 
critical motor- 
ists and discuss 
tire qualities, 

One Brunswick 
convinces, 


E. Hackley 


EARL PARK, IND. 


Hardware Guild Annual 


HE Hardware Guild of Cincinnati held its annual 

meeting at the Cincinnati Business Men’s Club on 
the evening of March 20. After the transaction of rou- 
tine business the following officers were elected to serve 
during the ensuing year: President, C. L. Gwaltney; 
vice-president, Joseph Bevis; secretary, Carl Schott; 
treasurer, Charles Zimmer; board of governors—F re‘ 
Doepke, Carl Koehler and Frank McNutt; entertain 
ment committee—John Weigel, Charles Kobmann and 
C. L. Smith. The guild will hold its annual dinner at 
the Cincinnati Business Men’s Club on the evening of 
April 10, and members of the Hardware Club of Cin- 
cinnati and the Cincinnati Sheet Metal Contractors’ 
Association will be invited. 





















ROGERSVILLE, TENN.—The F. H. Rogan Hardware 
Company has taken over the stock of the Ripley Rogan 
Hardware Company. 

CRAWFORD, NEB.—Groton & Broadhurst have disposed 
of their stock to H. Broadhurst. 
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Outside view of doors trimmed Inside view of doors trimmed 
with set “‘D”’ with set ‘“‘D’”’ 


SELL THESE FOR GARAGES 


HESE handsome sets are just the thing for 

a car owner who has a pride in his garage 
and wants something suitable, handsome and 
durable. They are quick sellers, and come in 
sets, convenient for prompt, easy handling. 


STANLEY 


© 3ARDWARE 





The Stanley line comprises every article of hardware equipment for a garage 
of any size or type, and each article is designed and manufactured especially 
for garages. 


*‘Any old hardware’’ won't do for most car owners; they want something har- 
monious and good looking as well as easy operating, serviceable and strong. 
You give them all these things in the Stanley line. That's why leading dealers 
all over the country are pushing it. Complete catalog free—send for it. 


THE STANLEY WORKS 


NEW BRITAIN, CONN. 
New York TRADE Chicago 


100 Lafayette Street 73 East Lake Street 


MARK 


























Trosco Brad Setter 

The illustration below shows how 
easy it is for the Trosco brad setter 
to pick up a brad without even touch- 
ing it with the fingers. Inside the 
metal barrel is a little magnet power- 
ful enough to pick up any _ brad 
whether large or small. The maker, 
the Trosco Mfg. Co., Citizens Build- 


The Trosco brad setter 





























ing, Cleveland, Ohio, guarantees the 
magnet to last indefinitely. 

The brad setter, it is stated, works 
equally well in soft or hard wood, 
paper or leather fillet. It is only 


necessary for the user to throw his 
weight against the tool. There is 


nothing about it to get out of order. 
The metal parts are highly nickeled. 
According to literature issued by the 
maker of this tool, it is sold on a 
money back guarantee of absolute sat- 
isfacticn. The tool retails at a nomi- 
nal price. 
Rapid-Fire Pop Gun 

The “King” rapid-fire pop gun, No. 
25, is°a joy-maker that’s safe, sane 
and substantial. It loads automati- 
cally, explodes with both forward and 
backward movement of the hand piece, 


eR 7" 


“King” 











rapid-fire pop gun 


and has a beautiful nickel finish on 
all metal parts. The stock and hand 
piece are of genuine polished black 
walnut. 

The gun is 27 in. long, weighs 13% 
oz., and is packed 3 doz. in a case. It 
is made by the Markham Air Rifle 
Company, Plymouth, Mich. 


. 99 . 
‘“‘Family’’ Mop Wringer 
The Bouquet-Brownson Company, 
St. Paul, Minn., is making a “Family” 
mop wringer which is operated so that 
the hands do not touch the dirty 


water. It is simple in construction, 
and easy to manipulate, It is mounted 
in a 12-qt. galvanized steel bucket, 








The “Family” mop wringer 


is double seamed all around and has 
hardwood rollers. 

The mop wringer weighs less than 
5 lb. To dry the mop, it is merely 
necessary to step on the board next 
to the roller, pull the mop up, and it 
is dry. 


Electric Bicycle Lamp 
The F. A. Smith Mfg. Company, 
Inc., Rochester, New York, has an- 
nounced a new Smith model electric 
bicycle lamp, No. 30, made with a 

bracket which fits all handle bars. 
It has a slide switch and only the 





Smith electric bicycle lamp No. 30 
standard “Ediswan” bulb and con- 
nectors are used. The lamp is attrac- 
tively finished in black baked enamel. 
It has solid brass inner reflectors 
which are non-corrosive. 


‘*Niagara-Lite’’ Cabinet 

The “Niagara-Lite” sales winner 
cabinet, as illustrated, has been re- 
cently brought out by the Niagara 
Searchlight Co., 71-73 Murray Street, 
New York City. It is a new departure 
in the marketing of flashlights and 
batteries. This display and stock cab- 





inet is supplied complete with battery 
tester, fitted with lamp bulbs of proper 
capacity, and is so arranged that each 
standard size of battery has its proper 
place. The battery stock is carried 
in vertical slides,“ new stock being 
placed on the top, and by arrangement 





*Niagara-Lite” sales winner cabinet 


of spring pulls, batteries are always 
sold from the bottom of the pile. This 
automatically assures that the oldest 
stock is first disposed of, 

The battery tester contained in this 
cabinet is novel. It is so designed that 
an improper connection cannot be 
made, hence lamp bulbs are not burned 
out in testing. 

Extreme care has been given in 
working out the details of this cab- 
inet so that it meets most every need 
of the distributor of flashlights and 
batteries. The stock is kept clean and 
fresh. All stock is in view through 
the glass front and each in a particu- 
lar place so that reordering can be 
done intelligently at a glance. Pro- 
vision is made for carrying necessary 
supply of renewal lamp bulbs and 
searchlights as well as an extra re- 
serve stock of batteries. The cabinet 
is attractively finished in oak with 
nickel-plated fittings and is a sales 
fixture suitable for every store. 


Motive Power Specialties 
The Strong Machinery and Supply 
Company, 21 Walker Street, New 


York City, has just issued an attrac- 
tive 230-page catalog showing its tre- 
mendous_ well-known 
power specialties, 
Reading matter continues on page 248 
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One set of R-W Door Hardware in a 


community always sells many others. 


Manufacturing (0. 
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LOS ANGELES MINNEAPOLIS 
ni Aurora Iuuimors,USA. ang 
CHICAGO Richards —Wilcox Canadian Co.,Ltd.,London.Ont. ST.LOUIS 
‘“‘A hanger for any door that slide :;’’ \ 



















Billmont Wrench 


The new Billmont master wrench, 
manufactured by the Edgar C. Guth- 
ard Co., 361 E. Ohio Street, Chicago, 
Ill., is essentially a universal socket 
wrench, and is designed to do the 
work of a dozen or more wrenches. It 
will reach the fourth connecting rod 











Billmont 


new master wrench 


nut on a Ford car with ease, it is 
said, and “spin it off,’’ thereby saving 
in time from fifteen minutes to three 
hours. 

The Billmont, the company advises, 
has a persuasive way of its own in 
removing all obstacles. It “spins off” 
with ease those nuts and bolts that 
every mechanic knows are so located 
that they are difficult to get at with 
an ordinary wrench. tadiator stud 
bolts, exhaust and intake manifold 
bolts, last valve, rear motor support 
bolts, hub bolts, tightening clutch, re- 
moving starting motor bolts—in fact, 
practically any part of the motor or 
body of a car, large or small, is 
reached with ease by the Billmont. 
The wrench is so constructed that it 
can be held in place with one hand (a 
knurled handle keeps it from slipping) 
and operated with the other 


Pep Spark Plug 


The Pep Spark Plug Company, 934 
McKnight 3uilding, | Minneapolis, 
Minn., is making a self-cleaning spark 
plug called the Pep, which, it is stated, 
will not short-circuit with carbon or 
oil. 

The disk electrode, covering the 
lower end of the Pep spark plug, gives 
2 in. of sparking surface, and the 
size of the disk causes the electrics 
current to expand The result, the 
company advises, is a ring of large, 


hot sparks, all around the outer edge 
of the disk, giving splendid combus- 
tion, even on a poor mixture or with 
a very weak battery or magneto cur- 





The Pep spark plug 


rent. There is a snappier action of 
the motor and less pull on the battery 
or magneto. 

The disk electrode closes the lower 
end of the Pep plug, and prevents oil 
and carbon from reaching, and there- 
fore from collecting on lower end of 
porcelain. 

It is asserted that the disk 
keeps the terrific heat and shock of 
each explosion from direct contact 
with the porcelain, adding very de- 
cidedly to the life of the plug. It is 
self-cleaning because the ring of hot 
sparks is constantly loosening and 
burning away any particles of carbon 
which may form, and because the con- 
tinuous back and forth movement of 
the gases, from alternate compres- 
sion and explosion, the company men- 
tions, keeps the carbon and oil from 
stopping in one place long enough to 
become fixed. The plug is sold with a 
money-back guarantee. 


F. O. B. Auto Lock 


The F. 0. B. Mfg. Company, with 
executive offices in the Real Estate 
Trust Building, is marketing an auto 
lock which, it is advised, cannot be 
picked. 


also 





Motor 


CCESSOrIeS 


The lock is a combination affair 
similar to the safe locks, and can only 
be unlocked by the car owner know- 


ing the correct combination. Each 
one has its own combination. It is 
made from aluminum alloy with a 


tensile strength of more than 20,000 

















Fr. oO. 8 


auto lock 


lb. to the square inch. It can’t be 
hammered or pried off, so the com- 
pany states. It fits on the steering 
column and locks the car by means of 
a bolt entering the steering post. 
When locked the car can move in only 
one direction—straight ahead. 


License Plate Holder 


The Affa Specialty Company, 35 
Southbridge Street, Worcester, Mass., 
has introduced the Affa license plate 






MI 


The Affa license plate holder 





holder for all cars, made of pressed 
steel, black enameled, which will hold 
the plate above or below the tie rod. 
It fits all sizes of tie rods and grips 
the plate so that it cannot vibrate. 
The plate holders retail at a very 
small price. 


Reading matter continues on page 250 
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April 17, 1919 HARDWARE AGE 





UNIVERSAL 


OVERLAID TABLE SERVICE 


GIVES 50 YEARS OF SATISFACTORY SERVICE 








The value of Flatware depends In selecting a 
upon the amount of silver it line of Silverware 
possesses and the neatness of a very essential 
design. fact should be 


The UNIVERSAL Say- hair eereggir na 
brook and Farmington Pat- iemaiinaenk: Cat 
terns have these features in ver-plated a ag el 
every detail and are the best come ak, tal 
at the most popular resale ani. Mia: adeas seine 
price to the consumer and at black. UN I\ ERS \I 
the same time a satisfactory Resistain and Silva- 
margin of profit to both dite. tebe editions 
jobber and retailer. A job- vuak. skate, cat Sneia 
bing stock is more com- 


lhe blades can be as read 
> . 4 T T T + ) p . . . 
plete with UNIVERSAL ily sharpened as Crucible 



















Sj rer y ° ° 

Silver. steel. No polishing or 
scouring, no matter how 
long in use. They wear a 


lifetime. 


The manufacture of Silver- 
ware is not a new departure 
in manufacturing, but just an 
expansion of our facilities with 
its advantages. 


The Trade Mark Known 


{UNIVERSAL} 


in Every Home 











Saybrook Teaspoon—No. 519 








Farmington Saybrook 
Pattern Pattern 
No. 639 No. 538 





Farmington Teaspoon No. 619 


LANDERS, FRARY & CLARK 


NEW BRITAIN, CONN. 




















Notes of the Retail Hardware Trade 


GRENADA, CAL.—McGregor & Darby have moved their 
hardware stock from Montague. 

CEDARTOWN, GA.—The Dodd Hardware Store has dis- 
continued business. 

DAwsoN, GA.—The Watkins Hardware Company has 
disposed of its stock. 

Roy, IpAHo.—C. C. 
Young Bros. 

3ARRINGTON, ILL.—L. F. Schroeder has moved his 
stock to a new location. The store which he now occupies 
is modern and up to date, and equipped with Warren 
shelving. Power washing machines, bathroom acces- 
sories, etc. have been added. Mr. Schroeder has been 
in the hardware business for the past 45 years, and his 
two sons H. T. and B. A. are associated with him. 

LINCOLN, ILL.—John J. Cooper has sold his stock to 
Louis Kief. 

FREEPORT, ILL.—The Quality Hardware Company of 
Galena and Van Buren Streets, has been dissolved. Mr. 
Wurtzel has disposed of his interest in the concern to 
Mr. Deily, who will continue the business under his own 
name, and carry a stock of b‘cycles, buggy whips, build- 
ers’ hardware, children’s vehicles, churns, cream sepa- 
rators, cutlery, dairy supplies, dog collars, fishing tackle, 
heating stoves, lubricating oils, mechanics’ tools, pre- 
pared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods and 
washing machines. 

OTTAWA, ILL.—The Jordan Hardware Company has 
been incorporated by Richard C. Jordan, president, and 
John Manley Jordan, secretary and treasurer. The 
business was established in 1840. The lines carried will 
include automobile accessories, bathroom fixtures, build- 
ers’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, 
heat'ng stoves, heavy hardware, home barbers’ supplies, 
kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, sporting goods, tin shop, toys and games and 
washing machines. 

BERNE, IND.—Baumgartner Bros. 
hardware stock to Lehman Bros. & Co. 

DECORAH, IowA.—Gilles Oehler has taken over the 
business of the Oehler-Hiller Hardware at 124 Water 
Street, and requests catalogs on the following: buggy 
whips, bu‘lders’ hardware, building paper, children’s 
vehicles, churns, cutlery, dairy supplies, dog collars, 
fishing tackle, galvanized and tin sheets, heating stoves, 
mechanics’ tools, paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, ranges and cook stoves, 
shelf hardware, tin shop and washing machines. 

HINTON, IowA.—The Hinton Hardware Company, 
purchaser of the stock of the Haas-Shuenk Company, 
requests catalogs on builders’ hardware, dairy supplies, 
stoves, etc. 

OELWEIN, lowA.—The hardware stock of Erwin C. 
Gates has been sold. The A. T. Maillie Company is the 
purchaser. 

SHARPSBURG, IowA.—Foster & Stevenson have com- 
menced business here, carrying a line of builders’ hard- 
ware, cutlery, washing machines, ranges and cook 
stoves, mechanics’ tools, kitchen housefurnishings, shelf 
hardware, silverware, etc. ; 

BAXTER SPRINGS, KAN.—‘The Glasgow Hardware Com- 
pany has recently suffered a fire loss. 

ELKHART, KAN.—The stock of the Woods & Welsh 
Hardware Company has been sold to Daniel S. Welsh, 
who requests catalogs on builders’ hardware. 

ROZEL, KAN.—Ralph Yeager has sold his interest in 
Reed & Yeager to C. W. Thurman. The new firm will 
be known as Reed & Thurman. Catalogs are requested 
on electrical household goods. 

HAZARD, Ky.—The capital stock of the Hazard Hard- 
ware Company, do‘ng both a wholesale and retail busi- 
ness, has been increased to $30,000. 

CLOQUET, MINN.—The Silettum Hardware Company 
is now erecting a new fireproof building, which is ex- 
pected to be ready for occupancy about May 1. A stock 
of automobile accessories, baseball goods, bathroom fix- 
tures, bicycles, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, 
crockery and glass, cutlery, dairy supplies, dog collars, 
dynamite, electrical household spec‘alties, fishing tackle, 
furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 


Spriggs has been succeeded by 


have sold their 


kitchen housefurnishings, lime and cement, linoleum, 
lubricating oils, mechan‘cs’ tools, oil cloth, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, 
tin shop, toys, games, wagons, buggies and washing 
machines will be carried. Catalogs requested on hard- 
ware and furniture. 

KINBRAE, MINN.—L. A. Langer has opened a store 
here, dealing in automobile accessories, dairy supplies, 
gasoline engines, lubricating oils, mechanics’ tools, wash 
ing machines, wagons and buggies. Catalogs requested 
on farm implements. 

LE SuEuR, MINN.—C. N. Cosgrove has disposed of his 
implement stock to R. T. Bryan. 

RAYMOND, MINN.—The Albaugh Hardware & Furni- 
ture Company has bought the Spaeth hardware stock. 
Catalogs requested on furniture. 

WALNUT GROVE, MINN.—L. E. Garlock has commenced 
business here, dealing in automobile accessories, gaso- 
line engines, heavy farm implements, lubricating oils 
and wagons and buggies. Catalogs requested on imple- 
ments and automobile accessories. 

Wess City, Mo.—The L. F. Betts Supply Company 
has purchased the Lindsay Hardware Company’s stock, 
and requests catalogs on hardware. 

HARDIN, MontT.—Charles S. Eder has purchased his 
brother’s interest in the Eder Hardware Company and 
is now sole owner. The firm name will remain un- 
changed. A wholesale and retail stock of the following 
is carried, on which catalogs are requested: automobile 
accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream sepa- 
rators, crockery and glass, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fish- 
ing tackle, furnaces, furniture department, galvanized 
and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, wagons, buggies 
and washing machines. 

ARNOLD, NEB.—Downing & Downing, successors to 
Long & Stockham, are now occupying their new brick 
building. They request catalogs on builders’ hardware, 
electrical household specialties, furnaces and washing 
machines. 

ELmMwoop, Nes.—Alford Bros. have sold their stock 
to A. I. Bast. The new owners request catalogs on a 
general line of hardware. 

JAMAICA, N. Y.—James & Hawkins, Inc., have opened 
a store at 16 Main Street, with a stock consisting of 
automobile accessories, bathroom fixtures, builders’ 
hardware, building paper, cutlery, dog collars, electrical 
household specialties, fishing tackle, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, pumps and shelf 
hardware. 

GRENORA, N. D.—Woodall & Wilkinson have taken 
over the implement business of the Grenora Lumber & 
Implement Company. 

SARLES, N. D.—J. M. C. McMaster is purchaser of the 
J. D. McLennan hardware stock. 

BuRKE, S. D.—The Jordan Hardware Company has 
commenced business here, dealing in the following, on 
which catalogs are requested: automobile accessories, 
bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glass, 
cutlery, dairy supplies, dog collars, dynamite, electrical 
household specialties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ sup- 
plies, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, toys, games, wagons, buggies and wash- 
ing machines. ; 

BLACKWELL, OKLA.—The W. H. Heff Company, which 
recently opened a store here, requests catalogs on gas 
stoves and ranges. 
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